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met Takes Off 
Sellout Hit, 
posts Mercury 


Backlog Builds Quickly; 
Dealers Heartened by 
Car Quality, Crowds 


By Robert M. Lienert 
Associate Editor 
'H Comet having turned into 
a sold-out smash hit on its in- 
ctory weekend, Ford Motor 
’s newest offering proved there 
1 a rainbow of excitement sur- 
ng compact cars and plenty 
m in the field for newcomers. 
, more important, the 
apparently did more to 
the morale of Lincoln-Mer- 
ry dealers than any other com- 
car has done for its own 
body. 
; for the Comet’s future, the 
msensus of dealers is that the 
ys the limit. 
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QuICK summing up of the 
l — introduction period also 


¢ The sales rate more than dou- 

ed current production rates. 

2. Sales of Mercury were boosted. 

8. Showrooms were jampacked, 

vith crowds the biggest in mem- 

iy for many dealers. 

4. Dealers were pleased with the 

gh quality of the first cars they 

ceived. 

5. Customers for Comet were 

Ost pleased by styling, room, 

Mush interiors and price. 

%. Discounting was minor, with 
(Continued on Page 53, Col, 1) 


Yeak Year Seen 
‘or Incentives; 


Inly 4 Holdouts 


jALES-INCENTIVE programs — 
' praised by some dealers and de- 
wunced by many others—appear to 
t headed for their biggest year 
+1960. 

irst-quarter activity in the 

intest field was ahead of last 
tar’s level, and observers expect 

programs to keep increasing 
& number and dollar value as the 
fear moves along. 

tory officials don’t like to dis- 
iss how much they spend on these 
Sentive plans, but the rebates, 
h prizes, savings bonds, mer- 
landise an@ vacation trips distrib- 
ied to dealers, salesmen and sales 
@nagers add up to millions of dol- 
Ts. 


a a eatin, i a 2, 


oe * a 
THE first three months of this 
pyear, 12 U. S. makers, plus 
Mea, Taunus and Renault, have 
ed incentive programs for their 
il organizations. The only do- 
tic holdouts have been Lincoln, 
fercury, Cadillac and Buick. 
| A year ago, only seven makers 
tered the contest arena in the 
quarter. 
Also, seven U. S. lines (Stude- 
aker and the six Chrysler Corp. 
lakes) have begun paying rebates 
t bonuses to dealers for over-quota 
les. Last year, the rebates didn’t 


art until mid-April. 
+ oe 


* 
ge VERAL factory incentive pro- 
Ss will expire this week but 
te makes involved are expected to 
“art new contests soon to add im- 
to their dealers’ spring sales 


_|Studebaker, Ford division and 
“Mevrolet events end Thursday 
arch 31}, as does a corporation- 
ponsored program for Chrysler 
alers. Plymouth, Dodge and Im- 

(Continued on Page 4, Col. 4) 
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Top Cars 


New-car registrations for one 
month, plus two states for Feb- 
ruary: 


1960 1959 
Pos. Make Pos. 
1—103,383 Chev, 107,250— 1 
2—103,287 Ford 97,145— 2 
3— 27,224 Plymouth 26,796— 4 
4— 26,850 Rambler 21,204— 7 
5— 24,826 Pontiac 25,644— 5 
6— 23,928 Olds. 28,268— 3 
7— 20,256 Dodge 9,942—10 
8— 19,103 Buick 21,722— 6 
9— 11,897 Mercury 11,1938— 9 
10— 11,069 Cadillac 12,050— 8 
ll— 17,995 Studebaker 9,469—11 
12— 5,519 Chrysler 4,424—12 
183— 2,348 Lincoln 2,548—14 
14— 2,248 DeSoto 3,295—13 
15— 1,470 Imperial 1,544—15 
41,840 Misc. 36,818 
Total All Makes 
433,243 422,928 
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Truth-in-Lending Bill Given Chance to Pass... 





Senate Airs Financing 


By William Ullman 

Washington Bureau Chief 
ASHINGTON. — Carrying 
charges of automobile financ- 
ing received a thorough and 
lengthy airing last week in hear- 
ings on the Truth-in-Lending Bill, 
sponsored by Senator Paul H. 
Douglas, Illinois Democrat. , 
The Senate Banking Subcom/ 
mi on Production and Stabil- 
ization| and a standing-room-only 


audienge heard spirited testimgny 
and argument over the difficulties 
of a car salesman trying t¢ fig- 


ure siniple interest on a — 


Compact Output Nears / 
30 Percent of T otal j 


‘By Martin L, Whitmyer 
Staff Writer 

HARP declines in assemblies at 

Plymouth and Ford, plus short 
workweeks and curtailment of 
overtime by several other makers, 
dropped U. S. car output to the 
year’s low of an estimated 138,041 
units last week. 

However, the industry is now as- 
sured of racking up its third high- 
est output quarter and second 
biggest first quarter. 

The 138,041 cars rolled from the 
assembly lines last week compar- 
ed with 146,054 assemblies a week 
earlier, and 121,853 units turned 
out during the week ended March 
28 a year ago, 

The compacts, with both Ram- 
bler and Falcon topping the 10,000- 
unit level, reached highs for both 
percent-of-industry share and total 


volume. 
~ ok * 


bee ar six compacts—Comet, Cor- 
vair, Falcon, Lark, Rambler and 
Valiant—took 28.6 percent of total 
industry output on a record 39,491 
assemblies last week, compared 
with 23.2 percent on 33,817 cars a 
week earlier, when snowstorms in 
the Midwest played havoc with 
Corvair and Falcon output in Kan- 
sas City and Rambler at Kenosha, 
and a strike curtailed Lark output 
at South Bend. 

The standard-sized cars captured 
71.4 percent of total industry as- 
semblies on 98,560 units last week, 
compared with 76.8 percent on 112,- 
237 cars a week earlier. 

Highest quarterly output on 
record was the 2,129,593 units 
turned out in the January-March 
period of 1955, with the second 
highest being the 2,127,257 cars 
rolled from U. S. assembly lines 


Ford’s San Jose Plants 


To Build Falcons Only 


DEARBORN.—Ford division has 
converted its San Jose (Calif.) as- 
sembly» plant car facilities to ex- 
clusive Falcon production. 

James O, Wright, Ford division 
general manager, said the last 
standard-sized Ford car rolled off 
the San Jose line March 22 and 
that the balance of the Ford car 
production schedule had been 
transferred to the division’s Los 
Angeles assembly plant. 

This changeover will increase 
Falcon. production capacity by 
about 2,000 units monthly and 
make San Jose the fourth Ford as- 
sembty plant devoted exclusively to 
compact car and truck production. 
Other plants producing Falcons are 
at Kansas City, Metuchen, N. J., 
and Lorain, O. 





/ 


during the second quarter of that 
year. 
The industry as if last Saturday 


had turried out an estimated 1,888,- 

273 carg in 1959, / putting it just 

4,349 units behind ‘the third quarter 

Sui when ee carg were 
uilt. 


bo hi pntignt of the first 


ao er Map Poe the assembly of 

a Janu afch high for com- 
mercial 

The mp * akers will complete 


the Sah er with an estimated 379,- 
100 units,} topping the previous first- 
quarter high/ of 379,001 units built 
during the January-March period 
of 1951. This also approaches the 
alltime hi of 408,789 trucks built 
during th ond quarter of 1951. 

IncludedUn the record first-quar- 
ter output will be an estimated 
104,000 trucks assembled by Ford 
division. The previous record was 
set in 1955, when 99,915 trucks were 
produced. Ford also has announced 
it is stepping up April truck pro- 
duction 11 percent over earlier 
forecasts. 

The estimated 128,800 trucks 
the makers will build in March 
also mark a monthly high for 

commercial-car output this year. 
The industry turned out 122,462 
trucks in January and 127,846 
units in February, 

Car output for the month is 
tabbed at 650,000 units, compared 
with 660,096 assemblies in February 
and 688,991 units in January, 

The alltime high for car output 
was set in March, 1955, when 794,- 
168 cars were built. Second highest 
was the 754,090 units turned out 
during April, 1955. 

ca * * 
more than a million cars 
in dealers’ hands, however, car 
output in the second quarter could 
well show a decided decline, 

The industry already has cut 
its steel orders better 17 
percent in the second rter, 
which could mean one of two 
things. 

1, Makers are scheduling cut- 
backs in assembly operations to re- 

(Continued on Page 54, Col, 3) 
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balance on a loan for more than 

@ year. 

Thé feeling of the subcommittee 
staff — admittedly biased—is that 
the bill stands an excellent chance 
of passage this session. Reasoning 
ig that a consumer bill in election 
year is always popular. 

Moreover, the House leaders on 
the Banking Committee and such 
leaders as Rep. Wright Patman, 
Texas Democrat, are sympathetic 
with the measure. Additional wit- 
nesses have been scheduled and 
Douglas expects steam to build up 
in April. 

* * + 

a HIS opening statement, Doug- 

las repeated his earlier position 
—that S. 2755 is not intended to 
“control credit” nor to “pre-empt 
state authority over the level of 
rates and charges.” The purpose is 
“to require that the American con- 
sumer be given the truth, the whole 
truth and nothing but the truth 
about the interest rates and: finance 
charges he is asked to pay when 
he borrows money or buys an ar- 
ticle on the installment plan.” 

The Mlinois Democrat express- 
ed concern over the “$200 billion 
web of debt” in which the Ameri- 
can consumer will be entangled 
by the end of the year. Consumer 
ignorance is at least partly to 
blame because “with a clear un- 
derstanding of all the costs in- 
volved,” the consumer is his own 
best credit manager. 

The bill is needed, he said, be- 
cause the “widespread use of mis- 
leading and deceptive methods of}\t 


stating the price of credit” makes 
it difficult for the ordinary citizen 





Sign of the Times? 





By John K, Teahen Jr. 
Associate Editor 

With Falcon sales rolling along 

in gratifying fashion, Ford 
dealers in Many areas are devoting 
the major share of their advertis- 
ing dollar to the slower moving big 
cars. 

Stripped Fairlane two-door se- 
dans are going for less than 
$2,000, and some dealers are of- 
fering Fairlane 500 models in 
that price range. 

A Midwest retailer told AUToMo- 
TIveE News that he currently is using 
his entire ad budget for standard- 
sized Fords and that the results 
have been good, despite miserable 

March weather, 

A Detroiter, who is advertising 
stripped Fairlanes at $1,949, said a 
factory sales contest has helped 
him this month. Ford division’s 
March incentive plan awards U. S. 
Savings Bonds to salesmen and 
sales managers for big-car sales. 

oe * OK 


== Savings Bonds have really 
pepped up my salesmen,” he 
said, “One of my men moved 11 big 





















Ads Accent? Big’ ‘irs ~— 


“to make meaningful comparisons 
and therefore intelligent choices,” 
Moreover, full disclosure of interest 
charges “would invigorate competi- 
tion in the consumer credit market 
by requiring a return to price com- 
petition.” 


* * * 


ENATOR PRESCOTT BUSH, 

Connecticut Republican and 
only Republican among the 21 
sponsors of the bill, gave his en~ 
dorsement because of its benefit to 
the consumer and its “anti-infla- 
tionary possibilities,” 


The Federal Reserve Board 
which" under S. 2755 would be 
charged with administration, “is im 
full accord with the objective of 
this bill.” But Federat Reserve 
Chairman William McChesney 
Martin, added: “Extension of the 
board’s duties into the field of fair- 
trade practices as contemplated by 
this bill would be foreign to the 
board’s present responsibilities.” 

Moreover, he said, the respon- 
sible agency would have to “de- 
termine the effectiveness of the 
enforcement machinery of the 
F [| Trade Commission and 
of » state having a sim- 
ilar statute” and thus would en- 
counter “serious administra- 
tive difficulties.” 

The Federal Trade Commission 
would “favor the principle” under- 
lying the bill but “defers to the 
judgment and experience” of the 
Federal Reserve cor, la FTC 
aes ar noted 

‘Hat ¢ it les on 
‘the sales a ad prastien of motor 


(Continued on Page 51, Col, 1) 
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cars in three weeks to win bonds 
worth $225 at maturity.” (Salesmen 
must deliver two cars to qualify for 
the bonds.) 

In Knoxville, Tenn., Fountain 
City Hull-Dobbs pegged a Fair- 
lane two-door at $1,886.69 and of- 
fered a Fairlane 500 for $100 
more. Hull-Dobbs’ Louisville out- 
let posted prices of $1,395 and 
$1,965 for similar models. 

A Fairlane was advertised at 
$1,988 by Young Ford, Charlotte, 
N. C., while a Fairlane 500 carried 
the same tag at Courtesy Ford, 
also in Charlotte. Commonwealth 
Ford, Richmond, Va., listed a Fair- 
lane at $1,995. 

The Fairlane price was $1,997 in- 
cluding heater at Judge Motor 
Corp., Rochester, N, Y. 

* ok CJ 

Wwe Ford dealers turned to 

big cars, Chevrolet merchants 
concentrated on Corvair. Mohr 
Chevrolet, Houston, had a four-door 
compact at $1,699, and Kline Chev- 
rolet, Norfolk, Va., pushed a two- 
door at the same price, ‘ 

Corvairs started at $1,795 at Mor- 
ris Chevrolet, Oklahoma City; 
Stephens. Chevrolet, New Orleans, 
and Wilkins Chevrolet, Norfolk. 

Other price ads found Plym- 
ouths going for $1,977 and Val- 
iants for $1,883 at Perkins Mo- 
tors, Louisville. Jacobson-Young, 
New Orleans, listed a Dodge Dart 
at $1,994, and Goodwin Bros., Cin- 
cinnati, offered a Dart for $1,960. 

Tindall Pontiac, San Antonio, 
mentioned a '60 model at $2,495 


with radio and heater, and Mer- 
(Continued on Page 4, Col, 3) 
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Policy ... 





Dealer Advisors Really Advise 


By Maynard M. Gordon 
News Editor 
yAmer by a U. S, Senator, the 
American Motors Dealer Ad- 
visory Board has developed into 
one of the industry’s most influen- 
tial dealer bodies. 

One new mem- 
ber of the 1960 
Council, Cor- 
pus Christi’s Bill 
Moyer, was so 
impressed at he wrote his zone 
Rambler dealers: 

“Frankly, I was surprised at 
the top management’s interest in 
our problems and feel as though 
I was personally on the factory’s 
board of directors,” 

That Rambler's dealer board 
should be likened to a board of di- 
rectors attests to the unusual free- 
doms given its members and the 
democratic procedures used in de- 
termining its year-to-year makeup. 

+ * * 
WAS Senator Mike Monroney, 

Oklahoma Democrat, who de- 

tected the distinctive flavor of the 
AMC approach five years ago. He 
suggested to President George 
Romney that the name “Dealer Ad- 
visory Board” would distinguish 
the AMC group from other “dealer 
councils.” 

Romney, proud of the Rambler 
dealer force and the board which 
reflects its views to management, 
quickly adopted Monroney’s idea. 

It is worthy of mention that 
AMC’s Dealer Board occupies 
such a dominant position in fac- 
tory thinking that no dealer re- 
lations department is maintained 
by the company as a separate 
entity. 

“We in sales are all concerned 
with dealer delations,” AUTOMOTIVE 
News was told by John W. Rais- 


No Trend in Sight 
As U.S. Economy 


Moves Sideways 


Business news in the last week 
fell into no pattern—there was 
some good news and some bad 
news, indicating that the economy 
is bumping along on a plateau with 
no sure rise or fall in sight. 

The Commerce Department re- 
ported that personal income in Feb- 
ruary was flowing at the annual 
rate of $393 billion, little changed 
from the $392.8 billion figure for 
January but well above the $371 
billion of February, 1959, 

While many classes of personal 
income expanded between January 
and February, drops in wage and 
salary payments in manufacturing 
industries and in farm income al- 
most offset all of the gains. 

The Federal Reserve Board said 
that industrial production in Feb- 
ruary was 167 percent of the 1947-49 
average. This compares with 168 in 
January and 155 in February of 
last year. 

The construction industry con- 
tinues to limp along. House starts 
in February, even after allowing 
for the usual seasonal changes, 
Were 8 percent below the January 
total and 9 percent below Decem- 
ber, 1959. 

The Government’s February em- 
ployment report was much more 
encouraging. Unemployment fell by 
218,000 to 3,931,000 and the number 
employed increased by 500,000 to 
64.5 million. 


Upturn Noted 
By Studebaker 


SOUTH BEN D.—Studebaker- 
Packard reported Thursday its 
highest 10-day sales figures for 
1960. S. A. Skillman, sales vice-pres- 
ident, said retail deliveries for the 
10-day period ended March 20 to- 
talled 3,532 units, a more than 10 
Percent upturn over the previous 
10 days and a 25 percent increase 
of Studebaker-Packard’s daily sales 








“This is the turning point we 
have anticipated,” Skillman said. 






























beck, vice-president of sales opera- 
tions for American Motors Sales 
Corp. 

Raisbeck emphasized he was 
speaking not only for Raisbeck, 
but also for Roy Abernethy, distri- 
bution vice-president, and Virgil E. 
Boyd, general sales manager. 

+ * + 
O DISCUSSION of AMC or 
predecessor dealer councils gets 
very far without mention of W. A. 
Grawemeyer, Indianapolis, peren- 
nial chairman of the AMC advisory 
board, even though no member is 
supposed to serve more than two 

out of every five years, 

Grawemeyer, a charter member 
of the first Nash dealer council, 
“loves the work and does such a 
good job for the dealers that they 
keep wanting him to be chairman,” 
Raisbeck said. 

How does the AMC board dif- 
fer from others in the industry? 

Here are but three of the major 
— from customary prac- 

ce: 

1, Each of the 22 zone represen- 
tatives is elected by secret ballot— 
counted by an outside accounting 
firm. Clique-ism is stopped by the 
two-years-in-five rule. 

2. AMC pays travel expenses to 
and from Detroit meetings, as well 
as room bills, but not extraneous 
meals and drinks, 

3. A copy of the minutes of each 
meeting is sent to every one of 
Rambler’s 3,010 dealers. Board 
members are not “relied on” to 
pass the word back via regional 
and/or zone dealer meetings. 

a * ok 
A™ THE meetings themselves, 
Raisbeck frequently sounds out 
membership sentiment by asking 
for shows of hands. Moreover, the 
factory abides by the majority 
votes in many cases. 

For example, the 1959 season 
was informed that the ’60 Rambler 
American line could be expanded 
by either a four-door station wagon 
or a four-door sedan, but not both. 

Factory men, aware of the 
wagon boom, fully expected the 
board to vote for the wagon. 
Fifteen members, however, voted 
for the sedan, and it was the 
sedan that was added to the 
American line this year. 

One member drew no support 
last year for a suggestion that the 
Deluxe Rambler be made available 
without the inclining seat to meet 
competition. 

“We would rather not do this,” 
a company official said, “by reason 
of the loss of resale value that 
would occur on used cars that are 
not equipped with a reclining seat.” 

The anti-reclining-seat member 
was a lonesome minority on the 
board when a vote was called for. 

ok 


A * * 


SUGGESTION that full chrome 
trunks was rejected, 15 to 6. 













AMC....... 23%, 23% 28%-22%, 
Chrysler... 524%, 53% 725-50% 
Ford....... 74%, 76% 93%2-50% 
GM........ 45% 452 58%-43% 








For Council Service— 


is W. A. Grawemeyer (right), of Indiana- 
polis, who is shown receiving a plaque 
hubcaps be shipped in Rambler | for his service on Nash and AMC coun- 
cils from Roy Abernethy, AMC distribu- 
Not every subject is put to a! tion vice-president. 


Business Barometer 


Automotive News Economic Index — 


101.6 Percent of Last Week 
99.9 Percent of Like Week Last Year 


fate nie coe b tektadeneae 146,054 9 . ease of a class win. was repaired away from the shop 
Auto Regietratiess-iveor to dote.. 4530) we. 108A || MARS OR nated tet all Gis | ee ee totatea out thathh 
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Steel Produc chec y me U. 5. Au we 
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Lumber Production—Boord feet... 250,088,000 105.7 100.3 which sanctions the event, before | 1/8. miles oa fem: a “mel 
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Seft Coal Output—tons ........ 7,755,000 102.0 99.4 "Dealer associations and individ- ; et 
Oil Refinery Output—torrels ..... 49,744,000 100.7 95.2 ual dealers have 26 entries each this Under these conditions the fi 
Electric Output—Kilowatt hours.... _14,109,000,000 98.9 109.4 || year. Three cars have been entered | ™€" Say they must have the vehic? 
Barometer Freight Car Loadings 339,122 99.8 91.8 by dealers in cooperation with as- repaired at the nearest garage 
Department Store Sales Index .. 116 118.4 93.6 sociations, and there is one private They claim that it is unecono 
Stock Market Price Index....... 396.5 101.4 95.6 |lentrant. fe Seve Mem prieye ameeunm Wee 
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Nira to dots... $66,392,991,000 es 99.6 The USAC takes great pains tolvehicle to a “make” dealer for § 
Commercial and Industrial Loans $30,331,000,000 100.0 assure that all cars are stock mod-| low cost replacement part, yet thd 
Savings Deposits ............... . $30,227,000,000 100.3 99.8 || Cis. The economy run rules fil 27\feel that the maker of the vehi 
Used-Car Prices—Average......... $1,068 99.3 99.0 pages. is responsible if a part fails und@ 
Business Follures................ 302 104.1 103.4 Entrants, for example, may | such conditions. 
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Corwin-Churchill , 
Wins Brand Name 


Award for Dealers 


NEW YORK. — Corwin-Churchg 
Motors, Inc. (Chrysler-Plymouth) 
Bismarck, N. D., has been name 
Brand Name Retailer-of-the-Yey 
in the automobile dealers cate 

Winners were announced 
Henry E. Abt, president of the 
Brand Names Foundation, Ine, 
sponsors of the yearly competition, 
which includes 26 retail Classificg. 
tions. 

Four other auto dealers were 
cited for outstanding 1959 brang 
promotional activities and ‘will re 
ceive runner-up certificates of dig. 
tinction. They are: Williamson. 
Willey Pontiac Co. Birmin 
Ala.; Cranson Rambler, Inc., Beth. 
esda, Md.; Lipman Motors, Ine 
(Rambler), Hartford, and Davig 
Blaushild’s Chevrolet Headquarters, 












vote, of course, Many proposals 
made at the 1959 meetin g—and 
again the 1960 session a month ago 
—merely were “taken under con- 
sideration” or promised for incor- 
poration on future models. 

These items included greater 
dealer profit on air conditioning, 
a restyled American, matching 
competition on retail and whole- 
sale parts agreements, use of 
co-op dealer advertising, addition 
of billboards to the ad program, 
more parts warehouses and ex- 
cessive oil consumption on new 
Ambassadors. 

“Nothing is brushed under the 
rug or conveniently dropped at the 
board meetings,” Raisbeck said. “A 
few years ago, Mr, Abernethy was 
presiding when five detailed ques- 
tions were asked. He answered 
four, but one question slipped his 
mind. 

“I reminded Roy of the question 
he let slip, and the dealers after- 
wards commented they were 
amazed by the frankness with 
which we made sure all bases were 
covered.” 
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Picking a Car— 


“I'M take that one,’ says Art Pillsbury, 
chief steward of the Mobilgas Economy 
Run, as he picks one of the six Dodges| Shaker Heights, O. 
entered in the 1960 event. This year's test, Winners will receive their awards 
which begins Apr. 2, is a five-day, 2,000-| May 6 at a dinner in the Waldort. 
mile run from Los Angeles to Minneapolis.| Astoria, New York City. 
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36 Economy-Run Cars 
Await Saturday Start 


By William Carroll 
West Coast Editor 

LOS ANGELES.—There will be 
56 cars in the field when the 1960 
Mobilgas Economy Run gets under 
way Saturday (Apr. 2). It’s the 
largest entry list in the history of 
the event, according to Chief Stew- 
ard Art Pillsbury. 

The five-day, 2,000-mile test will 
end Wednesday (Apr. 6) in Min- 
neapolis. 

The cars will compete in six 
classes—from compacts to luxury 
models. There are 10 entries in the 
compact class, two each for Cor- 
vair, Falcon, Valiant, Lark and 
Rambler. Comet is not represented 
because it was introduced too late 
to be eligible for this year’s run. 

General Motors has 24 entries; 
Chrysler Corp. has 17; Ford Motor 
has nine, and Studebaker-Packard 
and American Motors have three 
each. 

Two cars of a single make and 
model may be entered if one is 
driven by a woman, There are 21 
women and 35 men in this year’s 
event. 

Mobil Oil Co., sponsor of the 
economy run, reported that factory 
interest is the highest in the 
24-year history of the test. 

The company said the cars that 
will take part in the 1960 run are 
being hovered over:by Detroit 
representatives, even though they 
have been entered by dealers, 
dealer associations and individ- 
uals. 

The factory men are performing 
two main chores, Mobil said. 

First, they are supervising the 
break-in drives and working with 
drivers to discover the ideal cruis- 
ing speeds, grade-climbing acceler- 
ation points and other driving char- 
acteristics that will produce top 
mileage for their cars. 

The second job falls to the adver- 
tising men and the factory press 
agents. They are putting together 
copy, pictures, layouts and TV foot- 
age so they can act immediately in 





* * * 


NE field in which the board has 

guided factory policy is terri- 
tory security. Two years ago the 
board majority was opposed to the 
then widely discussed plan to re- 
vive cross-selling penalties, 

Last year, the members voted 
unanimously to shelve the whole 
subject on the ground that the 
opinions expressed were not re- 
flective of Rambler dealers as a 
whole. 

“There seemed to be general 
agreement among the members 
of the Advisory Board,” reported 
the minutes of the meeting, “that 
the service responsibility aspect 
was worthy of more attention 
than territory security.” 

The AMC board annually devotes 

(Continued on Page 53, Col, 4) 
oe * * 





(Calif.) impound area, cars are in- 
spected. Then some 50 seals ar 
clamped on each car to assure that 
no unauthorized parts changes ar 
made. 

Entrants may drive the cars 
1,500 miles to break them in, but 
they cannot leave the impound area 
without a USAC chaperon. Ifa 
breakdown occurs on a break-in 
drive, a USAC mechanic must hk 
called to make repairs. 

All other adjustments must bk 
made in the impound area unde 
observation. 

During the run, USAC observers 
will ride in each car. Their job is 
to report any traffic violations, for 
which the drivers are penalized, 
and to see that no one tampers with 
the car in any way until after it 
crosses the finish line. 

Following is a list of the car 

(Continued on Page 51, Col, 4) 


Fleet Men Rip 
Delay on Claims 


Factories Asked 
To Snip Red Tape 


By Jack Weed 
Service Editor 

DETROIT.—A discussion on fat 
tory warranty and service held Wy 
the National Assn. of Fleet Admit 
istrators last week here turned oit 
to be provocative. 

Lee A. Westberg, fleet managet 
of Gerber Products, complained 
about the amount of paperwork 
and what seemed to him was ul 
necessary correspondence in cleat 
ing up both warranty and policy 
claims. 

All panelists brought up what 
they termed inequities in the 
handling of many types of com- 
plaints. Also mentioned was the 
subject of the difficulty of getting 
claims adjusted, where the car 
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Mr. Dealer Council at American Motors 

































































































designate the make and model 
they will drive, but USAC offi- 
cials make the actual selection 


One fleet operator said his com 
pany had been put to over $4,000 
of extra expense on claims of this 
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USAC officials until the run is over. 
Upon arrival in the Pasadena 
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— is the story of a used-car 
sale recorded by Van Curler 
Motors (Lincoln-Mercury), 
Schenectady, N. Y. James J. 
Clarkeson heads the firm. 

The story starts with Van Cur- 
ler Motors, like nearly all Schenect- 
ady dealers, loaded with used cars 
at a time when the market was un- 
usually slow. To make the picture 
clearer, the historian quotes from 
an industry sage: “Whothehell goes 
to a Lincoln-Mercury dealer for a 
used car?” 

Van Curler had a record of 
avoiding the so-called “borax” 
approach to advertising, and had 
not intention of starting, The 
sale was set for Friday evening 
through Monday, Feb. 19-22, tying 
in with the open house conducted 
by area dealers on Washington’s 
Birthday. 

To reach the auto shoppers, the 
firm used a full-page ad in the 
classified section and a smaller dis- 
play ad to attract attention of the 
non-shoppers. The classified ad an- 
nounced the sales of “exactly 83 
Good . ‘Safe-Buy’ used cars,” 
with each car bearing an “Honest- 


to-George fair price label.” 
ok * ok 


20 Percent Off Book 


BOX announced “important 

savings,” noting “every one of 
these 83 safe-buy used cars is 
chopped 20 percent off NADA book 
prices.” The cars were then listed 
with a stock number, NADA price 
and sale price. 

The display ad was 4% inches 
on two columns and contained a 
photo of Clarkeson and the head- 
line, “Honest to George.” 

Copy was brief: “No chopped- 
down cherry trees. No silver dol- 
lars across the Mohawk, Just the 
sustained spirit of Mount Vernon. 
Washington Birthday Sale. See 
page 33.” 

Three thousand postcards were 
printed and mailed to new and 
used-car customers and service cus- 
tomers. The postcard said: “Priv- 
ate Sale. On Feb. 20, we will hold 
our first annual used-car sale. 
Every used car in inventory will 
be reduced 20 percent from the 
NADA auto guide book retail price. 
As a preferred customer, you are 
extended the privilege of inspecting 
the cars on Wednesday, Thursday 
and Friday, Feb. 17, 18, 19. Please 
bring this card with you. Van Cur- 
ler Motors, 123 Washington Ave.” 

* a * 


Work Phone, Too 


N ADDITION, the salesmen 

made some 500 phone calls to 
persons on their individual pros- 
pect lists to notify them of the 
sale. 

A followup ad in the classified 
section said: 

“Washington’s Birthday Sale. 
Sorry, we’re closed Sunday, but you 
can window shop our cars all day 
Sunday. Be our Guest . , . we'll see 
you Monday.” 

To get away from the usual 
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cliches of the trade, like “big dis- 
counts,” “highest trades,” etc., 
the advertising manager of a 
local department store was 
asked to lay out the ad as though 
it were a regular department 
store ad. He didn’t even mention 
“bank rates available.” However, 
the ad was set up in the format 
the dealer had been using in his 
ads. 


Before the sale, the sales per- 
sonnel were indoctrinated with the 
principle that the sale was bona- 
fide and that any excess zeal or 
pressure selling would tend to color 
unfavorably the actual truth of the 
values, Salesmen were permitted to 
give prospects limited demonstra- 
tions. Any work requested by the 
customer would be done on a 50-50 
basis. All used cars taken in trade 
were to be appraised at loan value 
less $35, or for junk value if they 
did not justify reconditioning for 
resale. 

All cars were labelled as adver- 
tised. The fair price label recorded 
a description of the car, its fea- 
tures, reconditioning facts, type of 


warranty, and price, 
* + * 


Adverse Conditions 
Or THE night of the sale, the 
area was hit by a snowstorm 
so bad that many motorists were 
forced to abandon their cars. Local 
radio and television stations broad- 
cast weather bulletins advising 
against unnecessary travel. 

“Coincidentally,” it was noted, 
“the L-M division placed adver- 
tisements in local newspapers. 

These ads carried copy that said 
‘Save up to 40 percent on any late 
model used car on our lot.’” 

In spite of such adverse condi- 
tions, Van Curler sold 50 used 
cars at retail between noon Fri- 
day and 9 p.m. Monday (the firm 
was closed Sunday), 19 of which 
involved no trades, 10 involved 
trades of less than $150. 

It was noted that the traffic en- 
gendered by the advertising was 
entirely different from the usual 
run of used-car shoppers. They ap- 
peared to be those who normally 
will not visit a used-car lot, but 
depend on a used-car salesman 
friend to locate a used car that 
meets their specifications. Many 
came to look with no intention of 
buying. Often they told a friend 
they knew was looking for a car. 

The sale built a stronger esprit 
d’corps among the salesmen, Dur- 
ing the sale, they were on duty 
from 8:30 a.m, until closing time, 
with time off only for meals, and 
they seemed to take this time off 
reluctantly. 


* * * 


Dealer’s Conclusion 
FTER the sale, Clarkeson said 
he is convinced that the public 
will buy cars where and when they 
feel the dealer is forthright in his 
approach, honest in his pricing and 
cognizant of the public’s often un- 
derestimated intelligence. 
Total cost of advertising — which 
included a full page ad in the 


| classified sections of the Union 


Star and the Gazette, 148 lines once 
in the Gazette and twice in the 
Union Star, and 2 col. by 4%-inch 
display ads in each of the papers, 
as well as the 3,000 postcards—was 
$704.78. 

The final classified ad said: 
“Trades on our trades. The over- 
whelming success of our annual 
sale has brought us a goodly as- 
sortment of low-priced automobiles. 
Come in and look them over—you'll 
be amazed at the low, low prices 
we'll take for them.” 


N. M. Office-Seekers 


SANTA FE, N. M.—Candidates 
for office in New Mexico include 
Frank (Pancho) Groesbeeck jr., 
sales manager of Galles-Groesbeeck 
Chevrolet, Albuquerque, and Mar- 
vin .H. Roberts (Ford), Carrizozo. 
Groesbeeck, a Democrat, wants to 
be a state representative, while 
Roberts, a Republican, is running 
for county probate judge. 
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be oe 
Judges in Actitnn 


Judging the presentations of 571 final- 
ists in the 1959 “Brand Name Retailer-of- 
the-Year" competition, covering 26 retail- 
ing classifications is a panel composed of 
the past year's top award winners in each 
category. Every panel member scored each 
category in the procedure to select the 
nation's top Brand Name stores for 1959. 
Judges shown examining one of the pres- 
entations are, from left, J. Russell Heath, 
Heath & Allen, Lambertville, N. J., gaso- 
line service station; Hubert J. Mehr, 
Toews-Mehr Implement Co. (International- 
Harvester), Mankato, Minn., farm equip- 
ment dealer, and C. Ed Flandro (Ford), 
Pocatello, Id., automobile dealer. Flandro 
is chairman of the judges. 
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TUCSON.—The need for a clear 
channel of communication from the 
grass-roots dealer level to top cor- 
poration officials was a major dis- 
cussion topic at a meeting here of 
the Industry Relations Committee 
of the National Automobile Dealers 
Assn. 

Present dealer councils are or- 
ganized at the divisional level. 

The problem, said Committee 
Chairman Charles C. Freed, Salt 
Lake City, lies in dealer efforts 
to obtain manufacturers’ consid- 
eration of matters which are cor- 
porate rather than divisional in 
scope. 

The committee decided to give 
top priority in 1960 to a program 
seeking the establishment of elect- 
ed national manufacturers’ dealer 
councils to supplement the present 
division-level councils. 

Problems in the imported-car 
field also came in for discussion 
during the committee’s meeting. 

Freed, in discussing a corporate- 
level dealer council, noted that the 
New York dealer association has 
already adopted a resolution pro- 


Fleet Men Given Advice 
On Picking Good Dealer 


By John E. Walsh 
Staff Writer 


DETROIT.—Choose a dealer who 
appreciates fleet business and who 
is equipped to service accounts and 
then stick with him, fleet men were 
advised last week at the third an- 
nual meeting of the National Assn. 
of Fleet Administrators. 

The suggestion was made by 
Felix Doran, president, Doran 
Chevrolet, Dallas, and Robert F. 
Brost, vice-president, Brost Mo- 
tors, Inc. (Dodge-Plymouth), Buf- 
falo. 

They were among speakers at a 
seminar on Automobile Dealer- 
Fleet Operator Relationship. 

Nate Altman, Newman & Altman 
Studebaker Lark, South Bend, said 
fleet men could improve relations 
with the dealer by seeking the 
dealer’s advice when selecting ve- 
hicles. 

“In picking the car it helps to 
know such things as whether it will 
be driven by a man or woman, the 

driver's age and how the car will 
be used—in city traffic or on the 
highways,” Altman said. 

“In this way the fleet user not 
only gets the right car for the par- 
ticular driver but the dealer will 
have some idea on how the car will 





be handled and the condition it 
will be in at tradein time,” he 
added. 


Doran said the fleet buyer has 

a right to expect that the ve- 
hicle will be prepared properly 
for delivery, that it will be de- 
livered promptly and that the 
company will get a fair tradein 
allowance. 

He said his fleet cars receive the 
same prep that the retail custom- 
er’s vehicle does. 

“Fleet operators also have a right 
to complain to the factory when 
they get bad service or warranty,” 
Doran said. 

Better tradein allowances would 
result if the fleet operator required 
the driver to take better care of 
the company car, he continued. 

The dealer has a right to expect 
a “reasonable markup over his in- 
voice, reasonable repair allowances 
on tradeins and prompt payment 
if the car is delivered promptly and 
satisfactorily,” Doran said. 

Brost said fleet users could pro- 
tect tradein allowances by not 
dumping a big number of vehicles 
at one time in one particular area. 

The most advantageous time to 
buy in the Northeast is at new- 


model announcement time or in the 
spring, he continued. 

“When the new models are in- 
troduced, used-car prices in the 
Northeast generally remain good 
for some time,” he said. “Then 
they fall with the arrival of win- 
ter and bounce back in the 
spring.” 

The difference in the fall and 
spring tradein allowances usually 
is offset by the depreciation charge 
for a vehicle over the intervening 
months, he added. 

Warren Begas, Automobile Fleet 
Division manager, Genera] Adjust- 
ment Bureau, Inc., asked the deal- 
ers’ help in easing one of the fleet 
operator’s biggest headaches. 

He asked dealers to let the fleet 
chief know when the company’s 
employes seek a special deal on 
certain accessories after the com- 
pany has submitted its purchase 
order. 

Another headache is the dealer 
who promises delivery of a car at 


a specific time and then fails to 


come through, Begas said. Such de- 
lays are costly in that they usually 
idle the employe during prime 


working time, he added. 


Fleet operators also are sour on 


the type of dealer who is eager to 
sell fleets but unwilling to service 
them. 


Other dealer speakers included 


Hi Dawson, president, Hi Dawson, 
Inc. 
Lipman, president, Lipman Motor 
Co. (Rambler), Hartford, Conn, 


(Ford), Detroit, and Morris 


i At Corporate Level 


posing that some type of program 
be developed to bridge the dealer- 
corporation gap. 

He noted that General Motors 
has a council on the corporate 
level, but that its representatives 
are not elected. 

Freed said the committee adopted 

a resolution which had been ap- 
proved by every line group during 
the National Make Advisory Com- 
mittee meeting in February and 
which had subsequently been ap- 
proved by the NADA board. It 
reads: 

“Whereas, certain of the present 
divisional factory dealer Councils 
provided no channel through which 
dealer views on corporate policies 
may be directly conveyed to and 
discussed with top corporate policy 
making officials; and 

“Whereas, a free and open ex- 
change and discussion between top 
corporate executives and their deal- 
ers of dealer ideas and views on 
corporate policies would be of 
mutual advantage to both dealer 
and manufacturer and highly bene- 
ficial to the industry and the public 
it serves; 

“Now, therefore be it resolved, 
that NADA urge the manufactur- 
ers to supplement the present 
factory dealer council with elect- 
ed national manufacturers’ deal- 
er councils so that the dealers of 
each manufacturer will have a 
medium through which they can 
discuss their manufacturer's pol- 
icies with top policy making 
corporate officials.” 

Imported-car problems were 
aired when a special Volkswagen 
subcommittee, appointed at the di- 
rection of the NADA board, met 
with the industry relations group. 

On the subcommittee were Chair- 
man James C. Downing, Atlanta; 
E. J. Kraigo, Jackson, Miss., and 
Garry Lilly, Des Moines, 

The subcommittee summarized 
its report as follows: 

1. Import dealers are frequently 
shipped items for which they have 
no use or desire. 

2. Distributors insist that re- 
tailers purchase all parts from 
the distributor even when identi- 
cal items may be purchased else- 
where for less. 

3. Demands are made upon re- 
tailers for elaborate and unneces- 
sary facilities; such demands are 
frequently enforced by threats of 
cancellation, reductions in allot- 
ments or placing of additional deal- 
ers in the retailer’s sales area. 

4. Volkswagen dealers are con- 
fronted with a serious problem of 
“bootleg” units. The practice is 
hurting dealers of all makes. 

5. There is a general lack of a 
selling agreement specifying a con- 
tinuing contract, parts obsolescence 
plans, provisions permitting a deal- 
er’s widow one year for orderly 
liquidation, provision for a distrib- 
utor to take over leases in case of 
contract cancellation, the disposi- 
tion of parts and tools in case of 
cancellation and what recourse a 

(Continued on Page 52, Col, 1) 


On the House... 


Raise your profit sights by at least 50 percent 
from now to July 15. That’s the advice of W. W. 


Egelhoff, manager of the Greater 


Kansas City 


dealer association, to his members. With the 
pattern of low-gross profit broken by the severe 
weather of the past month, he declares, a dealer 


can begin again with this thought in mind: 


“T’m 


going to make more profit in the next four months 
than I usually do in the first seven months of the 


year” 


Ford in Watsonville, Calif., 


. . Mrs. Geraldine Haden, operator of Haden 


is one of 25 California 


business women who are visiting Russia’, . . 
Climaxing 19 years of work in the safety field, 

Manager John Lehman of the Akron dealer association last week 

was named Akron’s “Safety Man of the Year” by the city’s Safety 


Wemhoff 


Conference . . 
per year... 
state’s inspection law . 


. Minnesota association is raising dues by $6 to $24 
New York dealers are fighting bill seeking to repeal 


Having lost in a mndeabesetiie drive, President Whittey and four 
directors ate beans at the opening session of the North Dakota dealer 
convention, while Vice-President Dick Stoudt and his team devoured 


steaks . 


. Charles O’Malley (Oldsmobile) heads the automotive divi- 


sion of the 1960 Cerebeat Palsy Fund drive in Chicago. 





—Perre Wemuorr, Editor, 
Automotive News 
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Fleet Men Debate 
Leasing, Ownership 


By John E, Walsh 
Staff Writer 


DETROIT.—Fleet men at the 
third annual convention of the Na- 
tional Assn. of Fleet Administrators 
last week heard both sides of the 
cases for leasing and company 
ownership of vehicles. 

Speaking for leasing was Norman 
Kasschau, sales manager of Auto- 
motive Rentals, Inc., Merchantville, 
N. J. The champion of company 
ownership was James B. Clancy, 
secretary of the Royal Globe Insur- 
ance Group, New York City. 

Kasschau described what he 
called the three principal types 
of leases: Finance, which involves 
only the car; the flat rate, which 
covers car, its maintenance and 
possibly operating costs, and the 
net lease, which he called a blend 
of the first two. 

He listed five reasons why a com- 
pany might prefer to lease its 
transportation. 

1. Release of capital. The firm 
might feel that it could put to bet- 
ter use in the operation of its busi- 
ness the funds normally tied up in 
company-owned vehicles. 

2. Centralized procurement. The 
leasing company would take over 
the headaches involved in acquir- 
ing and disposing of vehicles. 

This would be true only under 
leases calling for this service, and 
not under the finance type, where 
the firm usually handles its own 
fleet operation. 

3. Simplified records. All of the 
bookkeeping involved in fleet op- 
eration can be eliminated by 
turning over this chore to the 
lessor, again under certain types 
of leases. 

4. Budgeting costs. The firm that 


AMA Announces 
Appointments for 


National Show 


DETROIT.—The Automobile 
Manufacturers Assn. announced 
the following major appointments 
in connection with the National 
Automobile Show to be held Oct. 
15-23 in Detroit’s Cobo Hall. 

Cunningham & Walsh, Inc., New 
York, has been appointed advertis- 
ing agency. 

George P. Johnson Co., Detroit, 
will handle exhibit and stage de- 
sign and construction. 

Slocum Publishing Co., Detroit, 
publishers of Automotive News, will 
produce the official show program. 

Cunningham & Walsh also will 
work on promotion and will pro- 
duce stage entertainment for the 
show. 

The October show will be the 
48rd such industry-sponsored event 
since 1900 and the first ever held in 
Detroit. All previous National Au- 
tomobile Shows have been in New 
York. 

Cars and trucks produced in the 
United States will be displayed in 
Cobo Hall’s main exhibit area, 
which provides 300,000 square feet 
of virtually unobstructed floor 
space. Special automotive exhibits 
are being planned for the 100,000- 
square-foot “River Level.” 

The building, under construction 
in Detroit’s new riverfront Civic 
Center development and scheduled 
for completion by Sept. 15, 1960, is 
ranked as the finest exhibition hall 
in the world. 








Caruso, 5 Aides Ordered 


To Begin Jail Terms 


LOS ANGELES.—H. J, Caruso, 
former auto dealer in this area, 
and five of his former salesmen 
have been ordered to begin serv- 
ing jail terms handed out two 
years and two months ago when 
they pleaded guilty to charges 
arising from auto buyers’ claims 
that they had been bilked at 
Caruso dealerships. 

The group has been free on 
bond while attorneys have filed 
and lost a series of appeals, An 


preme Court is still pending. 








leases vehicles knows exactly how 
much must be set aside to handle 
its transportation costs. 


5. Fleet management experience 
provided by lessor. Expert fleet 
managers are scarce and the leas- 
ing firm can provide this service 
for the company. 

Kasschau admitted, however, that 
leasing would not be attractive to 
all firms and. that the particular 
needs of a company would deter- 
mine whether it would be best to 
lease its fleets. 

Arthur W. Stewart, director of 
transportation and communications 
for Columbia Gas System Corp., 
called the lease-trustee plan the 
fairest for the lessee, 

“Under this plan the lessor’s fee 
and the interest on the money he 
borrows to obtain the vehicles are 
the only costs to the lessee,” he 
said. 

Calling this plan “just another 
method of financing,” Stewart said 
the lessee provides all of the main- 
tenance and handles all of the pur- 
chasing and disposal of vehicles, 
while title to the vehicles remains 
in the lessor’s hands. 

He said Columbia Gas leases 
some of its cars and owns some. 
Columbia Gas is made up of a 
number of utilities, he added, and 
it is more advantageous for some 
of them to lease their transporta- 
tion, while company ownership is 
best for the remainder. 

“But it’s up to the individual com- 
pany to decide whether it’s more 
profitable to lease or own or have 
a combination of both,” he added. 

Clancy said low-operating cost is 
the biggest advantage of a com- 
pany-owned fleet for the normal 
firm. 

“Any well-managed company can 
buy cars at as good a deal as the 
leasing firm can get,” he added. 
“Fleet buying isn’t a big job; any 
intelligent person can do it.” 

If a company’s cost control is 


good, Clancy continued, it can’t get! . 


its transportation cheaper by leas- 
ing. 

“Most of the figures I’ve seen on 
fleet operation favor company own- 
ership,” he said. 


$200,000 Fire Loss 
ANDERSON, Ind.—Fire swept 


through Hunter Motor Co. (Chev-| 


rolet) for a loss estimated at $200,- 
000 by Jack F. Hunter, manager. 
Firemen battled the flames in the 
quarter-block long building for 1% 
hours. The fire broke out in the 
parts department and spread to the 
paint department. Thirty-six cars 
were driven safely from the build- 
ing, but four were destroyed, 











Linking Chrysler with Fiat— 


At the signing of the Chrysler of Canada-Fiat agreement are, from left, R. D. Arm- 
strong, executive vice-president, Chrysler Corp. of Canada; Hubert Calarese, general 


manager of Fiat Motors of Canada, and C. 


Canada. 





O. Hurly, sales vice-president, Chrysler of 


Big Ford, Corvair Pushed 
In Dealer Advertising 


(Continued from Page 1) 


curys were priced at $2,231 by 
Volpe Motors, Rochester; $2,483 
(with heater) at Bob Barth, Syra- 
cuse, and $2,389 by Ronson Mer- 
cury, Toledo. 

Ronson, one of the two Edsel] ex- 
clusives when that make died, de- 
clared: “15 brand new Mercurys 
must be sold within 48 hours. Must 
make room for the new Comet.” 


* * * 


fo away from price ads, 
Hub Ford, Atlanta, offered a 
year’s free gasoline with a Falcon, 
and Red Bankston Ford, Dallas, 
said it would give enough gas for} 


Teahen Appointed 


Associate Editor 


DETROIT.—John K. Teahen jr.| 
has been appointed associate editor 
of Automotive News, it is announc- 
ed by Pete Wem- 
hoff, editor of the 
trade publication. 
Teahen, 34, join- 
ed AUTOM 0- 
TIVE News in 1955 
as a staff writer 
following four 
years with the 
Detroit Free 
Press. 

A 1949 graduate 
of the University 

J. K. Teahen of Detroit, Tea- 
hen was assistant director of sports 
publicity at his alma mater for 
three years, From 1949 to 1951, he 
was director of sports publicity at 
U. of D., prior to joining the Free 
Press copy desk. 











Planners of Fort Worth Auto Show— 


Plans for the Fort Worth auto show May 8-10 are in the hands of this committee 
of the New Car Dealers Assn. of Greater Fort Worth, which will join with the Fort Worth 
appeal to the United States Su- | Star-Telegram in sponsoring the show. Committee members are, left to right: Jack 


Williams, Dumas Milner Chevrolet; Bob Campbell, Bob Campbell's Western Olds; Sam 
Fleming, Sam Fleming Buick, and Clyde C. Westfall, Westfali Motors, Inc. 





5,000 miles of driving to purchasers 
of full-sized models, 

Spitzer Dodge-Lark, Little 
Rock, gave prospects a chance to 
win $1,000 for taking a demon- 
stration ride, and Bresee Chevro- 
let, Syracuse, offered a free push- 
button radio to customers who 
purchased a car from stock. 

Sports Car Center, Tallahassee, 
staged a drawing for a Model T 
Ford, and Gates Chevrolet, Misha- 
waka, Ind., gave a green tie to 
every man who took a demonstra- 
tion ride during a St. Patrick’s Day 
promotion. 

* co * 

N GALLUP, N. M., Navajo Chev- 

rolet Co. covered a car with a 

tarpaulin and invited customers to 
guess the year, make and mode] of 
the hidden vehicle, Correct guesses 
were worth a 10 percent discount 
on purchases of new or used cars 
and trucks. 

Leo Adler (Plymouth-DeSoto- 
Valiant-Renault), Detroit, sought 
readers’ attention with an ad 
headlined “Diverted from Cuba. 
DeSotos—below factory invoice.” 

The ad reported that Adler had 
purchased from Chrysler Corp. a 


supply of 59 DeSotos “which could | 


not be shipped to Cuba because of 
Cuban restrictions.” The ad said 
the models carried new-car war- 
ranties. 


Peak Year Seen 


‘For Incentives; 


Only 4 Holdouts 


(Continued from Page 1) 


perial contests remain in effect, 
along with Oldsmobile and Pontiac 
setups. 

Although Chevrolet’s February- 
March program is dying, a bonus 
arrangement on Corvair sales 
will continue until Apr. 29. 

This program, which began last 
week, pays $25 to salesmen for each 


| retail delivery of a Chevrolet com- 


pact. 
* * oa 

N 1959, there was one or more 

factory incentive plans in effect 

every day from Jan. 1 until the end 
of the model run. It appears that 
1960 will match that record. 

Many dealers have attacked these 
incentive programs in recent years, 
particularly the rebate or bonus ar- 
rangements. 

They charge that the quotas 
set by the factories often are un- 
realistic and that the contests 
penalize the sound dealer and 
wreck profit margins when 
wheel-and-deal operators start 
giving cars away in order to qual- 
ify for the bonus. 

Cleanup bonuses have been as- 
sailed repeatedly by dealers and 
trade associations, and the question 
of reforms has arisen at many na- 
tional dealer council meetings. 


Vt. Dealer Is Bankrupt 


BURLINGTON, Vt.—Haus Buick 
Rambler, Inc., Brattleboro, has filed 
a bankruptcy petition in U. S. Dis- 
trict Court here. The firm listed 
debts of $71,308.53 and assets of $57,- 
519.60. 





Fiat Joins Simea 4 
As Canada Import 
For Chrysler 


WINDSOR, Ont.—Selected Chrys. 
ler of Canada dealers will begin 
marketing the Italian Fiat line 
soon, under terms of a distribution 
agreement announced last week. 

Chrysler of Canada also has dig. 
tribution rights for the French 
Simca, together with Chrysler Corp, 
in the U. S. However, a spokesman 
said there were no plans to sel] 
Fiats through U. S. dealers. 

Simca and Fiat are known to 
have several long-standing ties, A 
Simca prospectus last April reveal. 
ed that the French manufacturer 
holds licenses under certain Fiat 
patents. 

Fiat also owns 10 percent of 
Simca shares. Chrysler Corp. owns 
approximately 25 percent of Simca 
shares, 

It was not known how many of 
Chrysler-Canada’s 789 dealers will 
get the Fiat franchise. Independent 
Canadian dealers have been han- 
dling Fiat since 1958, 

“This arrangement will enlarge 
and strengthen Fiat dealer repre- 
sentation throughout Canada, and 
will be of great advantage to both 
companies,” said Hubert Calarege, 
general manager of Fiat Motors of 
Canada. 

Signing the agreement for Chrys- 
ler of Canada was Executive Vice. 
President Robert D. Armstrong. 


Accident Policy 
Offered Buyers 
By Illinois [ADA 


CHICAGO.—Members of the IIli- 
nois Independent Automobile Deal- 
ers Assn. began their campaign to 
garner a larger share of public 
confidence by offering a fully paid- 
up accident insurance policy. 

Called the “1960 safety campaign 
for auto buyers,” used-car dealers 
and independent new-car dealer- 
ships will give each customer a 
policy which provides a $1,000 death 
benefit, $500 hospitalization bene- 
fits and $25 for ambulance expense. 
The policy will cover the insured 
as a driver, passenger or pedes- 
trian, 

Unique features of the policy in- 
clude worldwide coverage, no medi- 
cal examination and around-the- 
clock coverage for one full year. 
Individuals from 16 to 80 are cov- 
ered. 

Designed to contribute to the 
easement of financial burdens re- 
sulting from accidents, the offer is 
at the same time expected to be a 
sales booster. 

R. E. Glassman, general agent 
for Commercial Life Insurance Co, 
of Missouri, underwriting the plan, 
said: 

“It is a genuine pleasure to find 
that the independent auto dealer is, 
first and foremost, interested in the 
welfare of his customers after he 
has purchased his car. This fits 
with the IIADA’s general desire to 
stimulate safe and sane driving.” 





firoes Suvine Your New Car 


He not the first upon 
whem the Rew is Tried 








Tried and True Pitch— 


Village Rambler, Worcester, Mass., para 
phrased Poet Alexander Pope to point uP 
Rambler's experience in building compact 
cars. ‘Be not the first upon whom the new 


is tried,” reads the showroom window 
sign, which adds “Doesn't this make 
sense?” 






sta 
clo 
gin 


25g 








The Big Mower Season Is Here! 


ORDER NOW! SENSATIONAL NO-RISK OFFER! 


YOU MUST MAKE MONEY 
OBER GUARANTEES YOUR SALES 


t BIG TICKET! BIG VOLUME! BIG PROFITS! 


I li Briggs & Stratton 
= | sh tons or \\ ae WE GUARANTEE IMMEDIATE DELIVERY! 


s Clinton 3 HP Engines 
d Mowers, No Chance of Loss! @ No Guessing About Volume! @ 
1 Union Made WE GUARANTEE YOUR SALES! @ 
No Problems with Complaints! @ 
You Get Top Quality Power Mowers That You @ 
Would Pay Double for Elsewhere—at Lober's 
Unbeatable Low Prices ... and 
WE GUARANTEE YOUR @ 
CUSTOMERS' SATISFACTION! 


NO WAIT FOR DELIVERIES! @ 





Sars? 
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Sensational 


EXTRA! 


IMPULSE 
STARTER! 


. No Guesswork With 
Lober Power Mowers 


LOBER GUARANTEES 


YOUR SALES! 








Ag 2 
SPECIAL ENGINE EXCHANGE 


Mr. Buyer, Now You Can Assure Your Customers 
complete satisfaction at no loss to you! 
Every Lober mower transaction 
must be profitable to you! 

Inquire NOW for Complete Details 
On This Revolutionary Engine Exchange 





Revolutionary Impulse Starter makes Call or Write For 


starting a mower easy as winding a ° 
! 
clock! Press handle down and the en- Special Promotional Prices! 


gine starts! 


ORDER NOW e e « Start Making Big Money Right Away! Remember, Only 
Lober Gives You Guaranteed Sales and Guaranteed Customer Satisfaction! No Other 
Manufacturer Can Make This Statement! 


ONLY NEW 1960 LOBER POWER MOWERS 
GIVE YOU ALL THESE DELUXE FEATURES 


AT LOW PROMOTIONAL PRICES! 















Standard 
















Start and Stop Gas 
Throttle Control on 
Chrome Plated 
Handle 







New Silent Muffler 
cuts down irritating 
nois 






Reinforced corners Four adjustable 
guarantee added cutting heights 
rigidity and strength 











BRIGGS & STRATTON 
OR CLINTON 
WITH DELUXE 

IMPULSE STARTER 







Firestone Semi- 
Pneumatic Tires. 
Giant 8” hermeti- 

Cally-sealed double 
ball bearing steel 







Exclusive compression 
springs on each axle 





New Briggs & Strat 
or Clinten Ly 
Premium Engines 








keep wheels in 
permanent alignment! 





M. LOBER & ASSOCIATES N-3-28-60 
7 Central Park West, N. Y. C. 23 


| 1 

| 

| | | 

| 
| Gentiemen: YES! | want to order my power mowers, | 
| on your guaranteed sales basis, Rush me full details i 
| immediately! | 

AND ASSOCIATES | eat se We z ee 

| 
| 
| | 
| | 
| | 
| 


G. W. DAVI S Manufacturers Since 1902 Address — 


The World's Largest Producers of Power Mowers Shipping Point: Richmond, Ind. 
Shipments made within 5 days 


7 CENTRAL PARK WEST, N.Y.C. 23, N.Y. JUdson 6-2117 of receipt of your order. 


Telephone Number__.__ 








COTE osisnctapsecinsareersnnnstrsnnsternnsbasententinntansinis aE cole h 
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Drive Pressed in Connecticut .. . 










Unionizers Again Eye Salesmen 


By Frank Gawronski 
Staff Writer 


BURST of labor activities in 

dealerships around the country 

was highlighted by a report of a 

campaign to organize new-car 
salesmen in Central Connecticut. 

The organizing campaign, center- 

ed in the Hartford 

area, Was announc- 

ed by the Greater 

Hartford Automo- 

bile Salesmen Assn. 

after it defeated the 

Teamsters Union in a representa- 

tion election. 
The GHASA, a newly organized 
independent union, won the right 


Abernethy Raps 
Price Selling 


Neb. Dealers Urged 
To Stress Quality 


OMAHA.—A dealer can sell more 
cars today by stressing quality and 
features rather than price, Roy 
Abernethy, American Motors Corp. 
automotive distribution and mar- 
keting vice-president, said last 
week. 

Speaking before the annual 
convention of the Nebraska New 
Car Dealers Assn., Abernethy 
said “we continue our mistaken 
tendency to stress price mer- 
chandising in the face of growing 
evidence that the consumer is be- 
coming much more responsive to 
other factors than his pocket- 
book.” 

Today’s buyer is more concerned 
than ever with what a product will 
do and how well it will do it, he 
continued, and this change in atti- 
tude “widens the area in which you 
can truly serve your customer by 
informing him” about the product. 


He deplored the price approach 
“taken in too many dealerships.” 
In such places, he added, the sales- 
man sits at his desk while the pros- 
pect wanders about and examines 
the price tags. 

“This is salesmanship?” he asked. 
“Yet it is all too often the pattern, 
and we sometimes wonder why the 
profession doesn’t have all the 
status we'd like it to have.” 

Abernethy hailed the decline in 
undesirable practices “that re- 
ceived such widespread publicity 
a few years ago.” 

“Despite this definite and encour- 
aging progress,” he added, “there is 
still much room for improvement.” 

He suggested that factory-dealer 
ties could be strengthened by “mak- 
ing full and intelligent use of dealer 
advisory boards.” 

Such boards, he continued, insure 
a true interpretation of the buyer's 
needs as well as what the dealer re- 
quires to do his job best. 

A “strong and dedicated service 
attitude” also is a must for dealers, 
Abernethy said. This covers prod- 
uct service and the ideal of serving 
the customer, he added. 

“This sense of service is a 
fundamental of sound merchan- 
dising,” he added, “particularly 
for a man who wants to stay in 
business in his community and 
be a vital part of it.” 

He called a “mutuality of inter- 
est” the key to dealer progress. 
Neither the dealer nor the indus- 
try can escape the consequences of 
damage to public esteem at any 
point, Abernethy said. 

“What hurts or helps one hurts 
or helps another,” he added. “No 
One in this business is an island.” 





Late Report... 








index. 


for ’60s, ’59s, 58s, 57s and ’56s. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week declined $7 to $1,068, according to Automotive News’ 


Except for ’55s, which advanced $5, all models were reduced in 
price, Losses were recorded at $1 on ’53s and ’56s, $4 on ’60s, $6 on 
"57s, $11 on ’54s and ’58s and $34 on ’59s. New lows were established 


At a group of representative auctions last week, the sales ratio 
was 70.3 percent, unchanged from the previous week. 
Auction reports begin on Page 40. 





to represent two salesmen employ- 
ed by Red-E-Motors (Lincoln-Mer- 
cury), New Britain, in an election 
conducted by the Connecticut 
Labor Relations Board. 


Following the election, the 
GHASA announced it is prepar- 
ing petitions for elections in 
other dealerships in the Greater 
Hartford area. 

In Lansing, the National Labor 
Relations Board has ordered an 
election among all mechanics, body 
men, polishers, 


England Cook Chevrolet Co. The 
workers will vote for or against 
Teamsters Local 580. 

In Highland Park, Mich., shop 
employes at Clark Auto Sales, Inc., 
voted 9-to-7 in an NLRB election 
against representation by Team- 
sters Local 376. 

In Charleston, S. C., McKethan 
Oldsmobile Co. and Fort Sumter 
Chevrolet Co, defeated union or- 
ganizing efforts in second called- 
for elections, according to the 
South Carolina Automobile Dealers 
Assn. 

In Maplewood, Mo., the NLRB 
has ordered Burns Buick Co. to 
bargain collectively, upon request, 
with Teamsters Local 604 as ex- 
clusive representative for all new 
and used-car salesmen, 

The NLRB also ordered Burns— 
and the company agreed—to cease 
interfering with, restraining or co- 
ercing employes in their rights to 
engage or refrain from concerted 
activities. The company also was 
ordered to post compliance notices 
for 60 days. 


* * * 


S-P Strike Settled 


lubrication men, 
parts men and general laborers at) 








ON THE factory front, Stude- 
baker-Packard Corp. workers 
voted last week to end a 13-day 
strike, while some 3,500 Chrysler 
Corp. workers were preparing to 
take a strike vote at a key stamp- 
ing plant in the Detroit area. 

In South Bend, members of 
United Auto Workers Local 5 


voted to end the strike called by 
the union in a dispute over, what 
the union called, “production 
speedup,” 

S-P insisted that it was merely 
“rebalancing work assignments” by 
giving temporarily idled employes 
additional jobs to take up their 
time. 

Under terms of the settlement, 
according to an S-P spokesman, 
the union recognized the company’s 
right to rebalance work assign- 
ments. However, the company 
agreed not to rebalance work “in 
certain areas of car assemblies 
until further time studies can be 
made.” This does not apply to truck 
assemblies, the spokesman said. 

The strike vote at Chrysler's 
Highland Park (Mich.) plant was 
scheduled for last Thursday 
(March 24). Should a strike come, 
most of the corporation’s opera- 
tions would be affected. 

According to UAW Local 490, 
working conditions and production 


standards are the major issues. 
a * * 


Mack Resumes Production 


ACK TRUCKS, INC., resumed 

production last week follow- 
ing settlement of a dispute at its 
Plainfield (N. J.) plant. 

The conflict arose over Mack’s 
announced plans to close the 
Plainfield plant, and was settled 
when Mack assured the union 
that the plant will not be closed 
before Oct, 20, 1961, when the cur- 
rent contract expires. 

Mack was forced to close its 
three truck and bus assembly 
plants in Allentown, Pa., as result 
of the Plainfield dispute. The com- 
pany cited a parts shortage as the 
reason for the Allentown shutdown. 

Mack said the parts shortage oc- 
curred when 1,300 Plainfield work- 
ers refused to work overtime. The 
workers said they were refusing 
to work overtime because the com- 
pany had not assured them of jobs 
in the future and they need time to 
look for other jobs. 


Churchill Sees Good Year 
With Hot Competition 


CHICAGO.—A profitable year for 
the auto industry, despite the scal- 
ing down of earlier sales forecasts, 
was predicted last year by Harold 
Churchill, president of Studebaker- 
Packard Corp. 

Speaking be- 
fore the National 
Installment Cred- 
it Conference of 
the American 
Bankers Assn., 
Churchill said a 
number of fac- 
tors have contrib- 
uted to fewer 
sales for the in- 
oes dustry than origi- 
H. E. Churchill nally forecast. 
This has resulted in “pent-up” de- 
mand that will make 1960 “a highly 
competitive year,” he added. 

Churchill listed as factors which 
contributed to sales in the first 
weeks of 1960 falling below earlier 
forecasts. 

“1. Uncertainty regarding the 
general economy at the turn of 
the year resulting from the effect 
of the steel strike and stock market 
movement. 

“2. A mood of watchful wait- 
ing among prospective customers 
who wanted to see what the best 
buy was going to be in one of 
the greatest years of change that 



















the auto industry has seen for 
a long time. 

“3. New compacts which resulted 
in some divided and uncertain sell- 
ing efforts. 

“4. The availability of more com- 
pact-car lines which had an initial 
impact on used-car values. Some 
used-car dealers slashed prices on 
large cars below cost. The effect 
was to make many large-car own- 
ers consider waiting to see if the 
market would firm up. 

“5. Bad weather over much of 
the nation, which held up the clos- 
ing of prospective and pending 
business.” 

Regarding his analysis of the 
auto industry and his own com- 
pany, Churchill said “some people 
might mistake frank appraisal for 
pessimism. To me it is the only 
soil in which optimism can grow 
to full maturity.” 

Reviewing recent S-P develop- 
ments, he pointed out that 
during the bad winter weather, 
Studebaker dealers had been very 
successful in merchandising the 
Lark convertible, which he said 
is currently accounting for 7 per- 
cent of Lark sales as against an 
industry average of 4 percent. 

“In the opening months of this 
year,” Churchill continued, “the 
Lark more than maintained its 
share of compact-car sales, aver- 
aging 9.3 percent of this market.” 


Regarding the S-P dealer organ-| 


ization, Churchill said “to us, one 
of the most interesting develop- 


ments has been the way in which|§ 


the outstanding merchandis- 








Evolution of the Electric Car— 


A 1910 Detroit Electric, the Henney Kilowatt and an electric golf cart were shown at 
the recent meeting of Southeastern Electric Exchange in Boca Raton, Fla. The Kilowatt, 
an electric car utilizing the body design of the Renault Dauphine, was introduced to 
the public during the meeting. The car was engineered by Eureka Williams Corp. for 


its Henney Motor Co. Division, Canastota, N. Y. 
* * * 


Electric Auto 


* * * 


Revived 


By Utility Industry 


By Trescot Goode 
Staff Correspondent 

BOCA RATON, Fla.—The Hen- 
ney Kilowatt, an electric automo- 
bile, was unveiled and demonstrat- 
ed here at the annual meeting of 
the Southeastern Electric Ex- 
change. 

Engineered by Eureka Wil- 
liams Corp. for its Henney Motor 
Co, Division, Canastota, N. Y., 
the Kilowatt utilizes the body of 
a Renault Dauphine with the rear 
seat removed to make room for 
the control. 

According to Henney engineers, 
the control, or controller, a new 
stepless type made by General 
Electric Co., varies the voltage that 
goes to the traction-type motor and 
it varies the speed of the car. 

To operate the car, the driver 
pushes a switch on the dashboard 
into position for forward or re- 
verse. Then he presses his foot on 
the accelerator, a standard type, 
which operates the control. The 
drive is direct from the motor to 
reduction gears and rear axle. 

The car is powered by 36 two- 
volt batteries, 18 under the front 
hood and 18 in the rear. In addi- 
tion, there are 12 volts for lighting 
and for operating the turn signals 
and windshield wipers. Top speed 
of the car is 35 miles per hour. 

The range is flexible, about 40 
miles a day if run constantly and 
50 to 60 miles if operated at moder- 
ate speed with frequent stops, 
Henney engineers said. 

The batteries regenerate to 
some extent during stops of 15 
minutes or longer. They can be 
fully recharged overnight by 
plugging into any 110 or 220-volt 
outlet, according to Henney engi- 
neers. 

Although they were not installed 
in the demonstration models, built- 
in rechargers will be standard on 
the Kilowatt, A silicon rectifier will 
convert the alternating current into 
direct current, which operates the 
traction motor. 

According to the engineers, the 

* * 


ers among our dealers understand | 


that competitive business does not 
mean giveaway business.” 
He predicted more car buying in 


the years ahead stemming from the 
increased need of the family for 


transportation and greater discre- 


tionary spending power, which he 
said rose 63 percent from 1950 to 
1958 and will reach a 90 percent 
increase in 1969 if it continues to 


grow at its present rate. 





Electric Power— 


Joseph V. McKee, vice-president, Eureka 
Williams Corp., Bloomington, Ill., explains 
the workings of the 700 pounds of bat- 


teries in the Henney Kilowatt electric car. 
The car was introduced at the annual 


meeting of the Southeastern Electric Ex- 


change at Boca Raton, Fla. 





life expectancy of the batteries is 
more than two years with ordinar- 
ily good care. The motor should last 
about 30 years, with occasional 
changes of brushes. 

The Kilowatt weighs 2,245 
pounds, including 700 pounds of 
batteries. Its overall length is 155 
inches, width is 60 inches, height 
is 57 inches and wheelbase is 89 
inches, Brakes, steering, suspension 
and other features are standard for 
the Dauphine. 

The Kilowatt is the brainchild 
of B. L. England, board chairman, 
Atlantic City Electric Co., Atlantic 
City, and C. Russell Feldman, pres- 
ident, Eureka Williams Corp. 

England and Feldman got the 
idea for reviving a battery-pow- 
ered auto from the popularity of 
the electric golf cart, and from a 
consequent survey showing that 
the average second car is driven 
only 24 miles per day. 

The survey report also estimated 
that the 258 electric utilities could 
use 10,000 or more small battery- 
operated cars in urban areas for its 
meter readers, collectors, salesmen 
and home service girls, 

The Kilowatt is dedicated to the 
utility industry and none will be 
sold to the public, according to 
Henney officials, Tentative orders 
were placed for 76 of the cars in 
advance of production at $3,500 
each. 

England and others in the utility 
industry predict that in time there 
will be a strong consumer demand 
for the car and that it will be mar- 
keted by the utilities much as they 
now sell electric ranges and other 
appliances. 


Program Outlined 
For 25th Meeting 
Of Alabama Assn. 


MONTGOMERY, Ala. — The pro- 
gram for the 25th annual conven- 
tion of the Automobile Dealers 
Assn. of Alabama Apr. 24-26 in Bil- 
oxi, Miss., has been announced by 
Charles W. Slaton, president. 

Calvin D. Johnson, Washington 
public relations consultant and for- 


_|mer U. S. congressman, will be the 


speaker at the annual banquet Apr. 
24 in the Buena Vista Hotel. 

Speakers at the morning session 
Apr. 25 will include NADA Execu- 
tive Vice-President James C. Moore, 
“Take Part in Politics or Be Taken 
Apart;” Paul Millians, Commercial 
Credit Corp. president, “Prophets 
and Profits;” and Bill Gove, sales 
training consultant, “You Make the 
Difference.” 

At the morning session Apr. % 
Herbert Gordon, general manager 
of Kaplan & Crawford (Dodge); 
Washington, will speak on “Can 
Leasing Be Profitable to You,” and 
Del Spitzer, vice-president of 
Spitzer Management, Inc., Elyria, 
O., will tell “How I Sell an Auto- 
mobile.” 

Officers will be elected at a closed 
session following the talks by Gor 
don and Spitzer. 





Rambler Dealers’ Profits Are 
Way Above Industry Average 


Because cece 


@ RAMBLER DEALERS SELL THE WIDEST 
CHOICE OF COMPACT MODELS 









@ RAMBLER DEALERS SELL AMERICA’S 


“a LOWEST-PRICED CAR* *Based on a comparison of manufacturers’ suggested prices. 
= @ RAMBLER DEALERS SELL AMERICA’S 
; ONLY COMPACT LUXURY CAR 


e RAMBLER DEALERS SELL THE CAR THAT 
OFFERS THE BEST OF BOTH: 


BIG CAR ROOM AND COMFORT 
SMALL CAR ECONOMY AND HANDLING EASE 


@ RAMBLER DEALERS SELL THE LOW-PRICE 
CAR WITH TOP RE-SALE VALUE 























THE RAMBLER AMERICAN 2-DOOR DELUXE RAMBLER... 
First to understand and 
$117 “a than ky oo car meet America’s Motoring 

rl ne Needs! | 
| We Have the Proved Product for the | ™a™™'s = paeew | 
|  Exploding| Compact Car Market... | oe ma ao caries 
3 YOU Have the opportunity! | —_atermeiroaries sa Nn 
: ) a 35 2 





















off deterioration from heat, rust inhibi- 
tors, anti-freeze and other chemicals. 
Keeps its shape and resiliency for years. 


TIRES of “No-Screech” Enjay Butyl] de- 
liver super traction for fastest, safest 
stops! Resist off-road abrasion, chipping. 
Side walls don’t crack or “powder off.” 


ENJAY BUTYL...PREFERRED RUBBER 


Engineers who pick and choose automotive materials prefer Enjay Buty] 


RADIATOR HOSE of Enjay Buty] holds 







WHAT’S NEWS IN RUB 


‘ oe Z 
és, oe a i, te, Msi. 


oo 





wen Sis hig 





sl ae “ 


WINDSHIELD STRIPPING of Enjay 
Butyl resists ozone, weathering, sunlight, 
and retains elasticity, color, smoothness 
far longer than SBR or natural rubber. 


BODY BUMPERS of Enjay Butyl ab- 
sorb impact instead of transmitting 
shock. Butyl “load cushions” for trucks 
damp out vibration, replace springs. 








PNEUMATIC SPRING CONTROL of 
Enjay Butyl provides outstanding air 
retention and aging resistance. Tough 
and weatherproof, too. 


DRIVESHAFT HANGER of Enjay Butyl 
damps out driveshaft vibration, thus 
effectively limiting the rotating shaft’s 
resonant response. 


over natural and other types of rubber for many important applications... | 4! 
and the list is growing. A few examples are shown above. Mm 


The all-around resistance of Enjay Butyl to destructive conditions is well | W 
proven...it stands up to weathering, sunlight, heat, cold, electric arcing, | Y‘ 


EXCITING NEW PRODUCTS, ! 
ENJAY COM PANY, INC., 15 West 51st Street, New York 19, N.Y.} 4! 





FOR OVER 100 AUTOMOTIVE USES! 


flexing, tearing, abrasion, chemicals. And... Butyl is outstanding for its 
air-holding in such pneumatic applications as inner tubes, hose, and pneu- 
matic spring controls. 


Why not check into the advantages that versatile Enjay Butyl can give 
your product? Call or write us today. 


THROUGH PETRO-CHEMISTRY 


Akron * Boston +* Charlotte + Chicago « Detroit + Los Angeles *+ New Orleans * Tulsa *¢ Toronto 
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Lawsuits Affecting Dealers ... 





Court Decisions 


By Leo T. Parker 
Attorney at Law 

A FEW days ago I was asked 

what proof the police depart- 
ment must have to convict a per- 
son of driving an automobile when 
under the influ- 
ence of intoxicat- 
ing liquor. 

The answer is: 
While some courts 
require chemical 
evidence for con- 
viction, other 
courts merely use 
common sense. 

For illustration, 
in Zebell v. Krall, 
83 N. W. (2d) 288, 

L. T. Parker it was shown that 
a driver named Zebell stopped at 
a tavern where, so he testified, he 
had only one drink consisting of 
about % of an ounce of whisky 
and a glass of beer. Soon afterward 
Zebell collided with an automobile 
when making a left turn on a high- 





way. 

It is interesting to observe that 
the jury held Zebell responsible for 
the collision, and the higher court 
approved the verdict, saying: 

“The court properly cautioned the 
jury that the evidence in regard 
to plaintiff’s (Zebell’s) drinking 
would have to be such as to show 
that plaintiff (Zebell) was under 
the influence of liquor to the extent 
that it impaired his driving.” 

For comparison, see Shannon 
v. Township of Jamestown, 232 
N. W. 371. Here the testimony 
showed that the driver of an auto- 
mobile was driving rapidly over 
fresh gravel on a comparatively 


_ Marrow country road. Also there 


was evidence that the odor of in- 
toxicating liquor was on his 
breath immediately after an ac- 
cident. 

The court said: “The extent to 
which the use of intoxicating liq- 
uors, if found by the jury to have 
been indulged in, contributed to the 
accident, if at all, was for the jury.” 

* 


Compensation Is Implied 


oe a higher court held 
that if any money is paid by an 
employer to an injured employe for 
service rendered, the employe may 
recover compensation under the 


500 Salesmen 
Cited by Ford 
In Detroit Area 


DEARBORN. — Nearly 500 Ford 
dealership car and truck salesmen 
in the Detroit sales district were 
honored at a banquet last week for 
outstanding retail sales perform- 
ances during 1959. 

Eleven Ford retail salesmen re- 
ceived Ford Motor Co.’s “top hatter 
award.” They included: 

Louis Colovos, of Jerry Bielfield 
Co.; George Mukalla, Avis Ford, 
Inc.; Jack Ryan and Martin Daher, 
of Floyd Rice Ford, Inc.; Elmer F. 
Radke, Harold Turner, Inc,; 
George Z. Hart, Stuart Wilson, 
Inc.; Homer Swan, Bob Ford, Inc.; 
Joe Haney and Richard Warner, 
Simms Dawson Ford, Inc. 


MacNichol Named 


TOLEDO.—George P. MacNichol 
jr., president of Libbey-Owens-Ford 
Glass Co., has been elected a mem- 
ber of the business advisory council 
of the U. S. Department of Com- 
merce. 
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Swiss Watches For Premiums 


Mens | J sport watch ..... 
Mens | J water resistant . 







ies | J water resistant .. . 
Min. | dozen, leather straps .. . 
Expansion bracelets, 60c ea. Free catalog. 


TRANSWORLD, 565 5th Ave., N. Y. C. 17 













State Workmen’s Compensation Act. 

In Dalton v. Rasmussen Automo- 
bile Co., 334 Pac. (2d) 763, the testi- 
mony showed that a man named 
Dalton was offered $12.50 to go to 
Rock Springs and bring back an 
automobile. 

It was agreed that he must pay 
his bus fare to Rock Springs which 
amounted to about $2.50. All ex- 
penses for oil, gas or any emer- 
gency repairs were to be paid by 
Rasmussen. 

While driving the car, it ran 
off the road and Dalton was in- 
jured severely. He sued Rasmus- 
sen Automobile Co. for compensa- 
tion under the State Workmen’s 
Compensation Act. 


The Industrial Commission con- 


Stafford Named GOP Delegate 


LACONIA, N. H.—Charles F. 
Stafford, Stafford Buick Co., has 
been elected a delegate to the na- 
tional Republican convention in 
Chicago in July. 


tended that Dalton was not entitled 
to receive compensation because he 
was not a legal “employe” since he 
was paid a flat $12.50 to drive the 
ear from Rock Springs. The higher 
court refused to agree with this con- 
tention and awarded Dalton com- 
pension, saying: 

“Commission decided that money 
paid to applicant (Dalton) was ex- 
pense money rather than wages. 
Because of this belief, the commis- 
sion concluded that plaintiff (Dal- 
ton) was not an employe and must 
therefore be either a volunteer or 
an independent contractor. 

“There is no evidence from which 
it could reasonably be found that 
plaintiff (Dalton) volunteered to 
take the trip and drive back a car 
for no remuneration. On the con- 
trary, the evidence was clear that 
the $12.50 less the price of the bus 
tickets was to be compensation for 
the job.” 


* * * 


Court Clears Goodyear 
Of Blame in Tire Blowout 


DETROIT. —A Federal judge in 
Indiana has ruled in favor of Good- 
year Tire & Rubber Co., defendant 
in a suit charging the manufacturer 
was negligent in failing to warn the 
plaintiff that bruised tubeless tires 


DELCO-REMY 
VOLTAGE 
REGULATORS 


(a part of the big Delco-Remy line J 





S-P Cites Dealer— 


W. Donald Carmack, 
Packard Nashville district manager, pre- 
sents a plaque to Carmen Walden of 
Walden Motor Co., Booneville, Miss., mark- 
ing the dealer's tenth year with S-P. 


are more susceptible to blowouts 
than tube-type tires. 

In dismissing the suit, the court 
said the claim “could be sustained 





—e 


in the wearing qualities between 
two types of tires, a manufacturer 
has no duty, in my opinion, to call 
the difference to the attention of 
the buyer or the public generally.” 
The judge added that “the manu- 
facturer need not anticipate or fore- 
see that his customers will errone- 
ously assume that the two types of 
tires are of the same quality.” 
The suit was brought by a woman 
who said her husband was killed 
when their car overturned after a 
blowout. The rear left tubeless tire 
had been bruised previously, she 


contended. 
* * 


5 | Can’t License Vehicles 


Washington Cities Told 


OLYMPIA, Wash.—Cities cannot 
license motor vehicles, Attorney 


left, Studebaker-| General John L. O’Connell has ruled, 


His opinion was in answer to 
whether a city license could be re- 
quired for commercial vehicles com- 
ing from outside a city to make de- 
liveries within the community. 


Hetrick Sells Olds Deal 
FREMONT, O.— The Oldsmobile 


only if the tires were alleged to be| dealership here has been sold to 
Albert W. Steinle and his son, Phil 
Steinle, by Al Hetrick. 


of defective construction. 
“While there may be a difference 








ARE MADE FOR ALL 


Simplify your stock—satisfy your customer! Now, with the big Delco-Remy line 


alone, you’re set to service all popular American cars. And you offer the quality and 


reliability of parts made by the world’s largest original equipment manufacturer 


of automotive electrical systems. 


Ideal for replacement are Delco-Remy waterproof voltage regulators. What keeps 


them waterproof? ®@ New overhanging one-piece steel covers 
@ Molded nylon insulators 
® Soft rubber gaskets. 


What makes them top performers? 


® Newly designed armature contact springs 
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Lareau Donates '60 Rambler to School-— 


Paul Lareau, third from right, Paul’s Auto Sales (Rambler), Middleton, Mass., presents 
a 1960 Rambler to Masconomet Regional High School for its driver-training course. 
At the presentation are, from left, Herb Sudiander, instructor; Robert Parker, instructor; 
Lareau; Norman Marshall, student; J. H. Mueller, school principal, and Jessie Middleton, 
instructor. 


Esso Research & Engineering Co. 
has disclosed a technique which it 
hopes will make multicolored high- 
ways and airport pavements prac- 
tical, 

Synthetic materials (thermo plas- 
tics) have been compounded for 
these and other purposes, and they 
appeared extremely promising dur- 
ing laboratory tests in Linden, N. J., 
the company said. 

Results indicate the development 
may pave the way for a wide range 
of applications desirable for in- 
creased safety, performance and 
eye-appeal, Esso said 

Possible uses foreseen include air- 
port runways colored to show 
proper landing areas and interlock- 
ing highway arteries and clover- 
leafs made in colors that define 
correct routes and control speeds 
(i.e., “red’’ would mean stop or 
danger). 

The method involves compound- 
ing plastic materials with aggre- 
gate—such as rock or sand—to 
form about a one-inch thick upper 
layer or surface of pavement, The 


é 


@ Tungsten and precious metal contact points 


@ Welded electrical connections. 


Adjustment of all three units is easy and highly accurate with special fine-thread 


screw-type controls. 


Regulators and other Delco-Remy electrical parts are available from your car or 


truck dealer or through the United Motors System. 


FROM THE HIGHWAY TO THE STARS 


ELECTRICAL SYSTEMS 





_ Delco-Remy 


DIVISION OF GENERAL MOTORS e¢ ANDERSON, INDIANA 


Highways & Safety 








colorless plastics can be pigmented 
any color. 

Esso said the technique was 
worked out by Dr, William J. 
Sparks and Alfred M. Gessler, two 
of its scientists. 

* 


Hertz Promotes 
Safety Contest 


Some 6,000 businessmen who lease 
cars from Hertz Corp. are partici- 
pating in a $10,000 nationwide safe- 
driving contest. The three-month 
program ends May 31. 

Winners will be selected on a 
basis of driving without an acci- 
dent or a major breakdown due to 
improper maintenance during the 
period. Top prizes are a week’s 
vacation for two in Hawaii, a 
stereo radio-phonograph and a 
portable television set. There also 
are 150 prizes for fleet supervisors 
whose drivers participate in the 
event. 

Donald A, Petrie, Hertz executive 
vice-president, said the contest is 
an extension of his company’s serv- 
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ice for the customer company and 
that it is intended to supplement 
programs the companies May con- 
duct themselves. 


Industry Rappe 
On Role in Safety 


Ontario Attorney General Kelso 
Roberts has suggested that the 
automotive industry and insurance 
companies are not pulling their 
weight in road-safety promotion. 

In a two-point criticism, he accus- 
ed them of not matching the efforts 
of the province, dollar for dollar, 
and for continuing to spend far 
more, proportionately, of their 
safety dollars in the U. S. than they 
do in Canada, 

Ontario, he said, had continued 
to lead not only in advocating safety 
but in providing ways and means of 
furthering “that worthy object.” 

“I wish the whole automotive in- 
dustry and affiliated trades, and the 
insurance field, would take a good 
look at what we have done in this 
province, and match our efforts dol- 


lar for dollar,” he said. 
a * * 


Road Program Stretchout 


Opposed by Congressman 


Rep. John A, Blatnik, Minnesota 
Democrat and chairman of the spe- 
cial House subcommittee on the 
Federal highway program, warned 
that stretching out the construction 
period for the project would be a 
costly mistake. 

Emphasizing that the highway 
program is so huge and complex 
that it is frequently misunderstood 
even by Congress, Blatnik said that 
extending the interstate construc- 
tion period cannot be expected to 
save money because it is likely that 
the costs of land, labor and ma- 
terials will continue to rise as they 
have in the last five years. 


Buick Notes Gain 
In Power Options 


FLINT.—Power steering and 
power brakes are in increasing de- 
mand by the nation’s drivers, it is 
reported by Edward D. Rollert, 
Buick general manager. 

Rollert said 98 percent of Buick 
Invicta buyers so far this year have 
ordered cars equipped with power 
steering, compared to 94 percent 
for the entire ’59 model run. Among 
LeSabre buyers, 77 percent have 
specified power steering, compared 
to only 64 percent all of last year. 

Ninety-five percent of Invicta 
buyers this year have ordered power 
brakes, compared to 89 percent in 
1959, while 63 percent of ’60 Le- 
Sabre buyers have power brakes 
against 49 percent in 1959, Power 
steering and power brakes are 
standard equipment. on Buick’s 
Electra series, 











Dayton Rubber Changes Name 

DAYTON, O. — Shareholders of 
Dayton Rubber Co. have approved 
a change in the corporate name to 
Dayco Corp. They also approved the 
reelection of C, M. Christie, presi- 
dent; H. H. Kahn and B. G. Me- 
Cloud jr. as directors. 


ADVERTISEMENT 














WANTED 


Our products are priced at $400 and $800 
and have excellent acceptance with and 
are greatly needed by the Automobile 
Dealers, Service Station and Garage oper- 
ators. We are interested in a person cap- 
able of hiring and training a Retail Sales 
force of about 10 people in each State, 
and who has $25,000 available for inven- 
tory and working capital. Inventory re- 
purchased should you ever give up dis- 
tributorship. 


This is a sound lucrative opportunity for 
a@ person with the proper organizational 
and sales ability and you should net 
from $25,000 to $100,000 per year. 


Although we might prefer someone with 
no other interests, we would consider an 
Automobile Dealer or someone presently 
in Retail or Wholesale distribution, pro- 
viding a separate Company and Manage- 
ment was set up for this operation. Write, 


Box 9 c/o Automotive News, Detroit 7 
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IT HURTS! 


It’s a good thing that every American make of 1960 car 
comes with tires containing TYREX® TIRE CORD. If not, 
you'd all have your headaches with customer complaints 
about “morning thump.” It could even cost you sales—and 
that would be hard to take. But relax! As it is, everybody 


stands to benefit from the tires made with TYREX cord on 
today’s new cars. The smoother, quieter ride they provide 
makes new cars easier for the dealer to sell. .. makes the 
car maker look good, the tire maker look good, and the | 


buyer feel good to know he’s getting the best of everything! 


TYREX INC., EMPIRE STATE BLDG., NEW YORK 1,N.Y. TYREX (Reg. U.S. Pat. Off.) is a collective trademark of 





MAKE YOUR SELLING EASIER BY STRESSING THESE BIG 
ADVANTAGES OF TIRES MADE WITH TYREX TIRE CORD: 
@ quietest, smooth- @ run cool for @ stronger for @ longer wearing 
est riding tires greater safety at more resistance — proven by test! 


on road today! highway speeds! against impacts! 


l'yrex Inc. for tire yarn and cord. TY REX tire yarn and cord is also produced and available in Canada. 


TVRLX 


TIRE CORD 









— 


nO eee mart eters 


ae eee — 
nae enn ne AL Ans te DR eo e ene et Or an aT 
: 


— 


eet 


ete Sold ke od econcn! 


eet 


vane 


Se: 
ee en. 


Pee eet Lt ttn ate tenon 


Abstr 


$y CP taint <= 2 er Bes = 


—~t¥e 


et wee 


OE 


i 
4 
: 
¢ 
i 
oT 
HH 











“ pene nae oe ae 














meee et me 


14 


> ewes 681 Mar 
DO 2-854 


Publisher—George M. Slocum (1889-1949). 
Chairman of Board and President—Mrs. George M. Slocum 
Editor & General Manager—Pete Wemhoff. Editorial Director—Robert M, Finlay. 
Service & Truck Editor—J. C. Weed; News Editor—Maynard M. Gordon. 
Associate Editors—Robert M. Lienert, John K, Teahen jr. 
Engineering Editor—Joseph M. Callahan. 
Washington Bureau Chief—William Ullman; West Coast Editor—William Carroll, 
11060 Fruitland Drive, North Hollywood, Calif. 
Editorial Associates—Martin L. Whitmyer, Frank Gawronski, Kenneth C, Kelley jr., 
John E, Walsh, Agnes Stewart, Audrey Lincicome. 
Business and Advertising Manager—Richard L, Webber. 


Advertising: New York—Edward Kruspak, Advertising Director, and Howard Bradley jr.; 
Chicago—J. Goldstein, Manager, and William Gallagher; Michigan-Ohio— 
William R. Maas and Roy Holihan; Los Angeles—Robert E. Clark; 

San Francisco—Jules E, Thompson. 

Promotion & Research Director—Anthony J. DeLisle; Advertising Production—Carol LeVeque, 
Manager; Beverly McLaughlin, Assistant. 

Office Manager—Eleanore Whalen; Circulation Dept. Manager—Lucy Matney. 
Classified Advertising Dept, Manager—Eileen Parsons. 

Mechanical Superintendent—Samuel Pinkis. 





RESIDENT CORRESPONDENTS: Akron—Joe Kuebler; Albuquerque—John D. McKee; 
Atianta—E. C. Bash; Atlantic City—F. W. Schwarz; Baker, La.—Ezra Adams; Baltimore—Kate 
Savage; Belleville—Eugene M. Conrad; Birmingham, Ala.—Stuart Riddle; Boise—Robert J. 
Fo Jr; Boston — Guy Livingston, ae Lee Bell; Boulder — Ernest Fair; Buffalo—G. E. 

‘oles; Chicago — David J. Atchison; Cincinnati — Allan R. Heim; Cleveland — Sanford 
Markey; Columbus—H. S. Perdue; Dallas—C. K. Cates; Denver—ira Alexander; Des Moines— 
fF. W. Lazell; Fairbanks, Alaska—Jerome F. Sheldon; Fort Worth—William Stone; Harrisburg— 
George Shelley; Houston—Ruby Fenoglio, Louis Alexander; Huntington—William E. Francois; 

. L. Kern, David G. Watson; Jackson—Thomas Herrington; Jefferson City— 
L. H, Houck; Little Rock—Inez McDuff; Los Angeles—Slim Barnard, William Carroll; Louisville 
—A. W. Williams; Lowell, Mass.—Charles Sampas; Madison—John Wyngaard; Manchester, 
N. H.—Guy Langley; Marthavilie, La.—E. E. Gentry; Miami—Trescot Goode; Milwaukee—Benn 


Oliman; Minneapolis—Donald Lyons; Montgomery, Ala.—William Lynn; Nashville—Ed Goins; 


New Jersey—Bethune Jones; New Orleans—Gordon Hebert; New York City—Ed Brown; Nor- 
folk—A. C. Sugent; North Kansas City—Larry E. Johnson; Oakland—Steve Still; Oklahoma 
City—M. L. Risen; Omaha—A. R. Oleson; Pawtucket, R. 1.—T. L. Forbes; Peoria—Gene Booth; 
Philadelphia—Allen Sommers; Phoenix—Sheldon A. Engel; Portland, Ore.—E. W. Peterson; 
Providence—Ruth M. Eddy; Reading—Wesley Stillwell; Rochester, N. Y.—Ted Case; Salem, 
Ore.—F. K. Haskell; Salt Lake City—Dan Valentine, W. F. Smiley; San Antonio—J .H. Reed; 
San n Pinkson; Santa Fe—Lewis E. Thompson; Scranton—Gene Coleman; Seattle 
—Martin Trepp; Springfield, {I|—C, C. Hali; South Bend—L. E. Dunkin; Spartanburg, $. C.— 
L. D. Bray; St. Louis—John Rogers and Ronald A. Leggett; Tacoma—Robert E. Sconce; 
Wamego, Kans.—G. M. Hunholz; Worcester—Sidney Dorfman; Youngstown—Stephen L. Ritz. 


FOREIGN CORRESPONDENTS—European Correspondent—George L. Glaser: Brussels, Bel- 
gium—John W. Ashton; Lethbridge, Alberta—G. A. Yackulic; London, Eng.—F. C. Livingstone; 
Mexico City—Douglas Grahame; Milan, Italy—Antonio Giordano; Montreal—Jules Larochelle; 
Paris—Henry Altimus; Sydney, Australia—H. Bowden Fletcher; Tokyo—Stuart Griffin; Toronto— 
James Montagnes; Vancouver, B. C.—F. H. Fullerton. 





Subscriptions: U. S. and Canada, one year $9, two years $16. 
Other countries: One year $13, two years $22. 
Copyright, 1960, Slocum Publishing Co., Inc. All rights reserved. 
Entered as second-class matter, Post Office, Detroit, under Act of March 3, 1879. 





AUTOMOTIVE 


AUTOMOTIVE NEWS PLATFORM 


1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


1 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 


1 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


There Another Way 
To Serve Public? 


IHE other day a dealer wrote that “it is obvious that 

AUTOMOTIVE NEws favors permissive legislation to per- 
mit territory responsibility by the amount of material you 
print in favor and very little against.” 


It might have been obvious to him, but it isn’t to us. Fact 
is that we print all the material we receive on this subject, 
because we believe in airing thoroughly such vital issues. 


Some months ago we took a stand in support of permissive 
legislation, believing, as we said, that this would remove a 
governmental restriction, rather than impose one. As dealers 
may recall, the factories dropped territory security under an 
interpretation of the antitrust laws. 


Permissive legislation would simply open the way for fac- 
tories and dealers to consider the subject without interfer- 
ence from the Federal Government. 


Whether they would agree to revive territory security in 
any form is another matter. 


Having sifted through the pros and cons, we are inclined 
to believe that there is so much heat on both sides of this 
debate that factories would hesitate to reinstitute territory 
security even though the way were cleared. 


In view of that, we wonder if there might be merit in the 
National Automobile Dealers Assn. and the auto factories 
exploring more fully the possibility of upgrading standards 
in sales agreements under which cars are sold, prepared for 
delivery and serviced—to the end that the public be better 
served. 





Events 


% Evrror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


March 27-29—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des Moines. 

March 30—Rhode Island Automobile Deal- 
ers Assn., Sheraton-Biltmore Hotel, Prov- 
idence, 

Apr. 3-5—Iillinois Automotive Trade Assn., 
St. Nicholas Hotel, Springfield, 

Apr. 24-26—Automobile Dealers Assn. of 
ceema, Buena Vista Hotel, Biloxi, 

iss. 

Apr. 24-26— Ohio Automobile Dealers 
Assn., Cincinnati, 

April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Salisbury Club, 
East Meadows, Long Island. 

May 1!-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi. 

May 1-3 — Motor Dealers’ Assn. of British 
Columbia, Harrison Hot Springs Hotel, 
Vancouver. 

May 1!-3— Georgia Automobile Dealers 
Assn., British Colonial Hotel, Nassau. 
“a 5-6—Joint Convention of Kansas 
otor Car Dealers Assn, and Missouri 
Automobile Dealers Assn., Hotel Muehle- 

bach, Kansas City, Mo. 

May 5-6—Arizona Automobile Dealers 
Assn., El Tovar Lodge, South Rim, Grand 
Canyon, Ariz. 

May 5-8—North Carolina Automobile Deal- 
ers Assn., Pinehurst, N. C, 

%& May 8-10—Tennessee Automotive Assn., 
Buena Vista Hotel, Biloxi, Miss. 

May 8-10— Oregon Automobile Dealers 
Assn., Benson Hotel, Portland. 

May 12-14—Washington State Auto Deal- 
ers Assn., Longview, 

May 13-14— South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston. 

May 15-17—Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 

% May 17—Joint Annual Meeting, Motor 
Car Dealers Assn. of Southern California 
and the Los Angeles Motor Car Dealers 
Assn., Cocoanut Grove, Ambassador 
Hotel, Los Angeles. 

May 21-23 — South Dakota Automobile 
Dealers Assn., Sheraton-Cataract Hotel, 
Sioux Falls. 

June 1-4— Automotive Engine Rebuilders 
Assn., annual convention, Netherland 
Hilton Hotel, Cincinnati. 

June 7-9—New York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament, Grossinger's, N. Y. 

June 8-9—Automobile Dealers Assn. of In- 
diana, Claypool Hotel, Indianapolis. 
June 12-14—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 

qerque. 

June 13-15—New Mexico Automobile Deal- 
ers Assn., Western Skies Motel, Albu- 
querque, 

June 20-22—Pennsylvania Automotive Assn., 
Bedford wre Hotel, Bedford, Pa. 

June 23-26—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island. 

July 21-24—Automotive Trade Assn. Man- 
agers, Grand Hotel, Mackinac Island. 

Aug. 14-17—Automobile Dealers Assn. of 
West Virginia, Greenbriar Hotel, White 
Sulphur Springs. 

Aug. 21-23—Colorado Automobile Dealers 
Assn., Harvest House, Boulder, 

Aug. 28-29—Wyoming Automobile Dealers 
Assn., e% 

Sept. 11-13—New Hampshire Automobile 
Oealers Assn., Farragut House, Rye 
Beach. N. H. 

Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 


apolis. 
Sept. 18-19—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 
Sept. 18-20—New York State Automobile 
peters, The Concord, Kiamesha Lake, 


Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 
Sept. 30-Oct. | — Montana Automobile 

ealers Assn., Rainbow Hotel, Great 


Falls. 

Oct. 10-12 — Automotive Parts Rebuilders 
Assn., annual convention, Conrad Hil- 
ton Hotel, Chicago. 

Oct. 23-25—New Jersey Automotive Trade 
Assn., Chalfonte-Haddon Hall, Atlantic 


City. 
Oct. 28-Nov, 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 


Port-au-Prince. 
> Cae 


Auto Shows 
Apr. 2-6—Louisville Auto Show, Kentucky 
Fair & Exposition Center, Louisville. 
Apr. 2-9—Shreveport Auto Show, Freestate 
Shopping Center, Shreveport. 
(See CALENDAR, Page 20, Col, 3) 
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Automotive Cartoon 


Of the Week 





“Hello, Fenster Auto Sales? Try to beat this price..." 





Letterbox 





‘Light and Graceful .. . - 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 


letters but you may sign your name with the assurance that it will not be 


used if you so request. 


Chrysler First Compact? 


In order to cause more confusion 
in the compact car field, I am pass- 
ing this information on to you. In 
1926 I was selling Chrysler prod- 
ucts and the introduction ad for 
the Chrysler “70” automobile re- 
ferred to the car as “Light and 
graceful in delightful contrast to 
gross bulk and unwieldliness. Fleet 
and agile in contrast to the cum- 
bersome. Economical, long-lived and 
COMPACT with entirely new and 
sane comfort developments.” 

My authority for this ad is Motor 
History of America or The Gasoline 
Age, published by Floyd Clymer, 
Los Angeles, Page 398. According 
to this ad made by Chrysler Corp., 
they were the first producers of the 
compact car. Thought you might 
be interested in this information.— 
Lewis S. Wo re, president, Lewis 
Wolfe, Inc., Wilkes-Barre, Pa. 

ed * * 


Another Dodge Original 

I read with interest your item 
on Page 47 of the March 7 issue of 
Automotive News about there being 
33 of the original Dodge dealerships 
still doing business with Dodge. We 
also happen to be one of those deal- 
erships. 

In 1914 Mr. Albert H. Welchlin 
signed a Dodge contract with the 
original Dodge Brothers, and op- 


The Big Stories 


34 Years Ago——1926 


Further proof that the automotive industry is the largest in the 
U. S. is attained by a nationwide survey showing that it costs the 
population $14 million a year to own and operate motor-driven 
vehicles, of which there are now 20 million in actual use. The cost 
to the average auto owner is somewhat over $700 a year. 


20 Years Ago—1940 


Massachusetts declared that “the new Sealed Beam headlamps are 
altogether too glaring,” and that “it will not be approved until the 
candlepower is cut down to 50,000.” It also announced that all owners 
of 1940 cars with the new lamps “are required to dim their lights 
when approaching another vehicle.” State officials said the headlamp 


is a “nuisance.” 


10 Years Ago—1950 


Enough Americans want small four-seater cars to assure a per- 
manent market for them in this country, John W. Wells, Austin pro- 
motion manager said. Wells envisioned a steady expansion of the 
four-seater market “as more and more people see the unnecessary 
waste in driving cars much larger than they require.” 





Address Editor, Automotive News, Detroit 7, Mich. 





erated as A. H. Welchlin Garage. 
In 1919 I started working for my 
uncle and have been in Fairmont 
with Dodge ever since, taking over 
the service end of the business in 
1925 and the sales in 1928 when the 
Dodge Victory Six came out. We 
also have a plaque that was given 
to me in 1939 after 25 years of serv- 
ing Dodge.—Geo. A. WELCHLIN, Fair- 
mont, Minn. 
oe oa * 


It’s Old Stuff, He Says 


To keep the record straight, Com- 
mercial Securities Co.’s Baton 
Rouge (La.) branch has had this 
(drivein window for installment 
payments) as a service for its cus- 
tomers for years. — James A. LEE, 
Liberty Motor Co., Liberty, Mass. 


Eprror’s Note: The caption on a 
photo in the Feb. 22 Automotive 
News said a drivein window at 
Universal CIT Credit Corp’s new 
Louisville branch “is believed to 
be the first auto finance company 
office in the nation to install 
drivein facilities.” 

* * * 


Impoverished? 


Your treatment of the Curtice- 
Anderson episode and, more par- 
ticularly, your rebuttal to criticism 
of the handling of the story came 
to mind recently while reading A 
Dictionary of Contemporary Usage. 
Bergen and Cornelia Evans concur 
in your comments that “slay” is 
commonly used in newspapers to 
denote “kill, especially by violence.” 

However, they are a bit more per- 
ceptive and say: 

“.. it is a standard everyday 
word in America... It is a great 
favorite of newspapermen with im- 
poverished vocabularies.” — J. A. 
Kinutey, Technical Writer, Detroit 
Research Laboratory, Eaton Mfg. 
Co. 


* cd a 
Liked Watlington Letter 
I’m proud that you printed the 


article by W. L. Watlington (re- 
garding the industry rule of auto 


|| salesmen), on Feb. 22. I hope all the 


factories concerned get a copy of 
this. I believe your newspaper prints 
the news fairly and impartially. 
Yours for a stronger America.— 
Jack P. SmirH Jr., Fort Worth. 











This is BENDIX PRODUCTS DIVISION ... 


“LEADER IN BRAKE 
RESEARCH AND TESTING’ 


BENDIX MOBILE LABORATORY prepares to take to the highway in the interests of 
better braking and greater highway safety. Aboard is every scientific instrument needed 
to measure brake design and performance from every possible angle. 


‘le add even more depth to its 
research and testing of brakes and 
power brakes, Bendix Products Divi- 
sion now operates a unique mobile 
laboratory to gather the most com- 
plete braking data ever assembled. 


Equipped with the latest in scientific 
brake test instruments, the Bendix 
Mobile Laboratory will travel more 
than 100,000 miles per year making 
tests under all kinds of driving condi- 
tions, over all kinds of roads. It will 
thoroughly “road check” new brake 
designs and developments in weather 
ranging from 30° below zero in Minne- 
sota to 110° in the Arizona desert. 


A permanent record of each test 
run is being maintained for complete 
study and analysis. Special instru- 
ments aboard measure such factors as: 
speed and stopping distance; tempera- 
tures of lining, drums, wheel rims, 
and hydraulic fluid; speed of brake 
applications and time lag between 
trailer and tractor brakes; stroke of 
master and wheel cylinders; and pres- 
sure and displacement input to brakes. 


No one else in the world does as 
much brake research and development 
work as Bendix— “Brake Headquarters 
of the World.” Why not put this 
experience to work for you! 





“TEST RESULTS for each run can be checked visually 


by Bendix engineers during stops and are also recorded 
permanently on 25-channel oscillograph for detailed 
study later. Two-way radio (right) permits conversation 
with tractor driver and with South Bend headquarters. 





CAB OF TRACTOR in tractor-trailer combination 

carries supplementary instrumentation to that in trailer, 

so that driver can maintain complete control in line with 
Y test stop instructions given by engineers in trailer. 





PART OF LARGE FLEET of Bendix brake test vehicles 
operated by Bendix Automotive Engineering, Research, 
Development and Road Test Departments. Much of 
work is done in mountainous country. Bendix also main- 
tains large test facility at Jennerstown, Pa. 





Banelix Divuson 


South Bend, iwo. 








MOBILE LABORATORY NO. 2 is also used to test 
brakes and power brakes in all kinds of weather over all 
kinds of terrain. Trailer interior houses battery of instru- 
ments for checking and recording results of test runs. y 
re 
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AUTOMOTIVE WASHINGTON 


U.S. Urged to Acquire 


Bigger Slice of Tourism 


By William Ullman 
Washington Bureau Chief 
aa expensive four-color ads say that the way to see the 
“real Europe” is to drive. 

American tourists are urged to lease, rent or buy small 
foreign cars on arrival. 
That’s the way to visit the 
country inns of England, the charm- 
ing villages of France, the castles of 
the Rhine Valley. 

One major U. S. 
oil company even 
furnishesU.S. 
motorists witha 
f ree booklet tell- 
ing how to get 
aboutin Europe 
by car. 

All this is very 
good business for 
foreign car mak- 
ers, dealers and 
service shops. But 


what about our own boys? Do we 
get our turn when the foreign tour- 
ists come to the U. S.? 

Far from it. In 1958, for example, 
American tourists spent nearly $1.8 
billion abroad. But the combined ex- 
penditures of foreign tourists visit- 
ing this country amounted to less 
than $1 billion. 

According to Senator Warren 
Magnuson, Washington Democrat, 
“the imbalance between America’s 
international tourist expenditures 
and tourist receipts was a stagger- 
ing $866 million—an amount equal 
to 25 percent of our Nation’s bal- 
ance-of-payments deficit.” 

(New figures just released for 











1959 show that Americans spent 
$2.3 billion for foreign travel last 
year, with about $1.95 billion of 
this going to foreign countries.) 

America’s poor showing in the 
foreign tourist business is one of the 
reasons President Eisenhower has 
asked Congress for funds to step up 
promotion of tourist travel to the 
U.S. 

It was one of seven points made 
by the President in a special mes- 
sage, proposing a vigorous new pro- 
gram to promote U. S. exports. For- 
eign tourism has been termed “the 


invisible export.” 
+ 


* * 


Incentive for Auto Men 


A NEW bill of Senator Magnu- 
son’s would create a high-level 
Office of International Travel and 
Tourism in the Department of Com- 
merce, with branch offices overseas. 
The new office would encourage for- 
eigners to visit the U. S. for study, 
recreation, culture or business. 

This is old stuff abroad. In 1958, 
the British Travel and Holidays 
Assn. spent $2.8 million; France’s 
Office of Tourism spent $2.6 mil- 
lion. Even the Soviet Intourist put 
out half a million dollars. 

The Magnuson proposal would 
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spent in the U. S. by foreign visi- 
tors during the preceding year. 

(As any dealer knows, this is a 

very conservative advertising 
budget.) 

The plan would appear to merit 
the support of automotive people 
generally, since they are among the 
beneficiaries of tourist business 
here. The Magnuson bill also raises 
the question of whether the auto 
industry might do more on its own, 
through advertisements abroad, to 
sell foreigners on the idea of seeing 
America by car. 

Gas is cheaper here than in 
Europe; our roads are wider; U. S. 
cars have more luggage space. In 
addition, there are no bothersome 
border and customs problems as a 
visitor moves from state to state in 
the U.S. 

When it comes to the pleasures 
of touring by auto, we have more 
to offer the visitor from Europe 
than Europe can offer our people. 

+ * . 


More Export Aids 


| | preeeners asking for stepped-up 
promotion of tourist travel to 
this country, President Eisenhower 
told Congress that he has ordered 
six other steps to help increase 


provide for a budget equal to one- | U. S. exports: 


half of one percent of the amount 
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services in the Commerce Depart. 
ment. 
2. Expanded commercial activities 
in the Foreign Service. 
3. Expanded trade promotion ac- 
tivities in the Department of Agri- 
culture. 
4. Greater emphasis on prompt 
reporting of information useful 
to U. S. exporters. 
5. Establishment of new overseas 
trade centers. 
6. Fuller use of international 
trade fairs, trade missions and other 
promotions to stimulate the interest 
of foreign buyers in U. S. products, 
The new orders were a response 
to this country’s serious deficit in 
world trade, which could seriously 
diminish our gold reserves if allow- 
ed to continue. Last year, the deficit 
in our international trade amounted 
to $4 billion. 


* 


Latin Weak Spots 


EINFORCING the need for 
prompt action to boost U. S. ex- 
ports comes word from the Com- 
merce Department that our domin- 
ant role in Latin American markets 
may be weakening. 
British and German cars and 
trucks are making inroads on U. §, 
sales in Chile. The U. S. position in 
Peru is declining, and Colombia and 
Venezuela are encouraging foreign 
investment in factories there to re- 
duce their dependence on imports. 
of * + 


Parking Shrinks 


HAT’S the matter with builders, 
anyway? While the planners 
talk until they are blue in the face 
about the necessity of providing 
parking space with new office build- 
ings, the construction men go right 
ahead and pretend that nobody 
drives a car. 
In Washington, William D. Heath, 
executive director of the District 
Motor Vehicle Parking Agency, said 
that in One part of the capital, six 
new office buildings have gone up 
since 1955, and 15 more will be fin- 
ished by the end of next year. 


In the same area, he said, only 
655 parking spaces will be provid- 
ed. (That means, he said, that 800 
motorists will have no place to 
park at any price.) 

In another area, a building pro- 
gram has knocked out 1,100 parking 
spaces—adding offices at the same 
time. That seems to be the rule 
around town: More offices, fewer 
parking spaces for those who must 
work in them. 


Unless we wake up pretty soon, 
there will be no place for the private 
car in our downtown areas. 

* * * 


Kearns Leaves Commerce 


ENRY KEARNS, a California 

automobile dealer, has resigned 
as assistant Secretary of Commerce 
for international affairs to return 
to his car business. His successor is 
Bradley Fisk, who had been Kearns’ 
deputy. 












* * 


* * * 


Kiddie Hot-Rods Hit 


vas National Safety Council has 
warned that “cute little” motor- 
ized cars are being sold around the 
country for children of 7 and up. 

Some will go only five miles per 
hour, but others are powered to 
reach 50 m.p.h. The council won- 


enter. ddlaedanmpanins 


ders how parents will keep the mo- 
torized kids in the back yard. Some 
youngsters already have been killed 
in the new “toys.” 
* * 


Ring Out the Old 


A NEW study shows that more 

than twice as many cars eight 

years old or older are involved in 

traffic accidents than new cars two 

years old or less. 
+ 





* 






* * 


Hope Springs Eternal 


A SHORT, sweet bill to repeal the 
manufacturers’ excise tax on 
passenger automobiles and trucks 
has been offered by Rep. John 
Brademas, Indiana Democrat. It 
would become effective on the first 
of the month after the bill is passed, 
which begins to look like never. 





acrylic plastic molding 
powder for tail lights, 
parking lights, instrument 
panels, nameplates, 
medallions and dials. 


Chemicals for Industry 


ROHM & HAAS 


COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 











Beasley Buys Hively Deal 

CINCINNATI. — Howard Hively, 
Inc, (Ford), has been purchased by 
Beasley Ford Co., Columbus, The 
Hively firm will take the name of 
the parent company, according to 
Fred R. Beasley, president of Beas- 
ley Ford. 





PLEXIGLAS is a trademark, Reg. U.S. Pat. Off. and other principal countries in the Western Hemisphere. 


DETROIT REPRESENTATIVE: R. C. Oglesby, Nor-Way Building, 20211 Greenfield Road, BRoadway 3-0674 * IN CANADA: Rohm & Haas Company of Canada, Ltd., West Hill, Ontario 
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How They're Pushing Sales... 


Dealer Ad Ideas 





Peugeot Parlay 
FREE round-trip to Europe on 
any airline, plus the ownership 
of a new Peugeot 403, is offered in 
a package plan to American tour- 
ists by Cars Overseas, Inc., Long 
Island City, N. Y. 

With this offer, 
gets a free economy-class round- 
trip on any airline to Paris and 
delivery of the car in Paris, all for 
the New York price of $2,295 for 
the four-door sedan or $2,535 for 
the station wagon. At the end of 
the trip, the car is shipped back 
to selected eastern ports free of 
charge. 

The 403 offered is the standard 
U. S. model, with sliding sunroof, 
reclining sleep-on-seats, heater, de- 
froster and four-speed (overdrive) 
transmission, 

ok * a 


The Customer Speaks 

ATISFIED customers endorse 

Chevrolet products in a series 
of ads run by B & L Chevrolet Co., 
Inc., Hillsville, Va. 

The headline in each ad says: 
“Our customers speak. They say 
Buy Chevrolet.” Under these lines 
is a picture of the customer with 
his Chevrolet car or truck, 

Each customer then praises the 
performance of Chevrolet vehicles 
and the service offered by B & L. 

+ * ok 


Tradein Values Discussed 


OME facts about tradein values 

were given by Guy IF’. Johnson, 
Binghamton, N. Y., in ads directed 
to new-car prospects, 

The allowance depends on the 
car's inside and outside appear- 
ance, condition of tires and the 
paint job, he says. 

“The cars are worth only what 
the dealer can hope to get out of 
them plus a slight margin of prof- 
it,’ Johnson says. 

* cd * 

Baby Sitters Provided 
ISHER’S USED CARS, Homer, 
N. Y., provides baby-sitter serv- 

ice for prospects who call for eve- 

ning appointments to shop for a 

used vehicle. 

If the prospect buys a car, the 
dealer pays off the baby sitter. 
Otherwise the customer pays the 
sitter 50 cents an hour and Fisher 
foots the remainder of the bill. 


‘Kiddie Korner’ 
Dealer Keeps Kids Busy 


While Parents Shop 


LANSING, — Keeping string- 
along youngsters out of the way 
when Mom and Dad are new-car 
shopping has netted many added 
Plymouth sales for Dan O’Shaugh- 
nessey (Plymouth), Lansing. The 
dealer’s youngster-amuser is a 
“kiddie korner’ — an eight-by-ten- 
foot area surrounded by a white 
picket fence and filled with a card 
table and chairs, giant blocks, 


U. C. Complaints 
Bring Crackdown 
By Buffalo BBB 


BUFFALO.—Noting that automo- 
tive complaints are on the upswing, 
the Better Business Bureau of West- 
ern New York is cracking down on 
the questionable practices of some 
used-car dealers and service ga- 
rages. 

The bureau called the used-car 
field “a continuing trouble spot.” 

The bureau said that in 1959, it 
received 1,551 calls and complaints 
involving the automotive field. Only 
two industries accounted for more 
complaints—home improvement and 
appliance sales and services. 

The number of automotive calls 
and complaints was up 17% percent 
from 1958. 

A common complaint, the BBB 
said, involves the car that was 
“quiet as a kitten’s step when I 
bought it and a week later sounded 
like a truck.” | 

In the service field, automatic- | 


the purchaser | 








transmission repair work heads the 
list of calls. 





blackboard, pegboard, cartoon 
books and games, 

According to Jake Scherer, 
O’Shaughnessey sales manager, the 
“Korner” cost about $75 and has 
returned the investment many 
times. 

“The amazing thing is that moth- 
ers are quite skeptical about their 
children being content in the “cor- 
ral,” but I have seen some stay 
quiet for as long as four hours 
while Mom and Dad were being 
sold a new Plymouth,” Scherer 
said. 

* * * 
Rolling U. C. Ads 
& M USED CARS, Elmira, 
N. Y., deducts $20 from the cost 
of a car if the buyer will agree to 
be the dealer’s “advertising agent” 
for a three-month period. 

C & M gives such buyers a stick- 
er to be placed on the rear window. 
It reads: “Another prize-winning 





START BETTER- 
START 


BENDIX 
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have become the standard of dependability for automotive vehicles. In fact, 
these units are also first choice for aircraft, earth movers, inboard and outboard 
marine engines. Whatever the type of internal combustion engine, you can 
start it better—and more dependably —with a Bendix Starter Drive. 








used car from C & M, Elmira, 
IN, mer 


* * * 


The Heart of the Matter 


ALENTINE’S DAY was the 

theme of a full-page color ad in- 
serted by Williamson-Willey Pon- 
tiac, Birmingham, Ala., in the Birm- 
ingham News. 

The headline, in blue, read: Going 
Great Together. A photo of the 
city’s skyline was superimposed on 
a giant red heart. 

“Join the perfect triangle and 
start going steady with Williamson- 
Willey Pontiac,” the copy says. 

The points in the triangle on the 
heart were Birmingham, Pontiac 
and Williamson-Willey. 

* ok ok 


Campaign Boosts Dart 


C= E. THOMAS (Dodge), 
Long Beach, Calif., reported 16 
Dart sales in three days following 
an ad campaign in the Long Beach 
Independent and Press-Telegram. 

The campaign opened with 30 
small one-column by two-inch teas- 
er ads the week preceding big dis- 
play inserts. The big ads stressed 
the car’s size, gas economy and 
featured the delivered price of a 
four-door sedan with heater and 
other extras. 
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During the last half century, many automotive engineers have begun their power plant 
planning with the starter drive proved in 130,000,000 installations. Bendix* Starter Drives 
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Future Dealers Tour Dodge Plant— 


Learning how the wheels go ‘round was the prime objective of six Dodge dealers’ 
sons or proteges shown as they prepared for a tour of the Dodge assembly plant in 
Detroit. From left, seated, are Jack David, Lawrenceville Auto Co., Lawrenceville, Ill.; 
Frederick J. Skaluba, Fred Skaluba Motors, Scranton, Pa.; Leonard W. Podway, Podway 
Motors, Inc., Lakewood, O. Top: Mervyn Brockwell, Brockwell Motors, Ltd., Stayner, 
Ont.; Herman Ude, Dodge courtesy supervisor; Gordon Pickworth, Sam Miller Dodge, 
Inc., Columbus, O., and Duane Zaring, Palmer Dodge, Inc., Indianapolis. The youths 
visited Dodge while participating in a course for dealers’ sons at the Chrysler Train- 
ing Center. 
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Bendix-Elmira 


Eclipse Machine Division 
Elmira, New York 
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Employee or employer... 
the choice is up to you! 


There are some things a man must decide for himself. 
One is whether to place his future in another’s hands or 
strike out boldly and go into business for himself. The 
difference lies not so much in ability, but rather in 
drive, poise and self-confidence. 


For those men who have that drive, matched with the 
experience it takes to run a sound progressive dealership 
of their own, here is important news. 


The rapidly multiplying success of the new Dodge Dart 
has created an immediate need for additional Dodge 
Dealers. The Dodge Division plans to fill these openings 
by offering qualified dealership executives the oppor- 
tunity to establish dealerships of their own. 


Through the facilities of the Dodge Dealer Enterprise 
Program these men will receive 75% of the capital neces- 
sary to get started. They will have an expertly qualified 
staff at their disposal to help them locate facilities, hire 
and train their staff. They can obtain additional counsel 
relative to developing their inventory, setting up finan- 
cing procedures, launching their own advertising and 
promotional campaigns, or any other important phase 
of dealership activity. 


As Dodge Dealers, these men will enjoy the broadest 


single-line coverage in the industry. They'll be expand- 
ing into the fast-growing low-price field with the highly 
salable Dodge Dart—the car that’s setting the new 
standard for sales success all over the country. (Already 
Dodge has captured third place in many key markets 
and is adding new ones every day.) 


Most important, these men will be working under the 
liberal terms of the Dodge Market-Programmed Sales 
Agreement. This unique and highly flexible sales agree- 
ment is designed to change as the market changes— 
assuring Dodge Dealers that their product alignment will 
continually be matched to current sales opportunities. 
The dramatic and timely introduction of the Dodge 
Dart into the low-price field was just the first step in 
this continuous and aggressive program. 


These are some of the reasons why men who are looking 
forward to operating their own dealership can find an 
immediate opportunity to do so with Dodge. 


If you are interested in the full details of this unusual 
opportunity, a simple inquiry will bring a confidential 
and satisfying reply. Just write: 


John B. Naughton, General Sales Manager 
Dodge Division, 7900 Jos. Campau, Detroit 11, Mich. 


In 1960 the big deal is 1) ()1) (4 





DODGE DART « LUXURIOUS '60 DODGE « DODGE TRUCKS 


Canadian inquiries should be directed to: A. L. Hancox, Director of Sales, Chrysler Corporation of Canada, Limited, Windsor, Ontario 










Columbus, O. 


Falcon was way ahead of the 
flock of domestic and foreign com- 
pact cars in sales for both January 
and February, title records at the 
Franklin County Court House show. 
But Chevrolet was far out front of 
Ford in new-car sales for both 
months. 

In a comparison of the figures of 
both auto giants, the combined Fal- 
con-Ford total for February was 
693, which was 17 under the total 
Ford sales for February, 1959. 
Chevy-Corvair total, on the other 
hand, was 79 more than the Febru- 
ary, 1959, total of Chevrolet sales. 

The small domestic compact car 
seemingly has caught on here, if 
the two-month figures are any 
yardstick. Besides sales of 205 
Falcons and 100 Corvairs, there 
were 77 Valiants sold. Only two 
imports, the Volkswagen and Re- 
nault, made it into the top 15 
sellers. Volkswagen chalked up 36 
sales to rank 12th and Renault 20 
sales to become 15th, 

Plymouth might well be overjoyed 
at the reception of both its standard 
and compact cars here. While 154 
Plymouths were sold here in Febru- 
ary, the combined Plymouth-Valiant 
total was 221, compared with only 
84 Plymouth sales in February of 
last year. 

February sales for all new cars 
were 2,527, compared with 2,303 for 
February, 1959. Two-month totals of 
4,707, were 393 above the total new 
sales for January-February, 1959. 

Top 15 sellers in the area during 
February were Chevrolet, 573 (594 
in February, 1959); Ford, 488 (710 
in February, 1959); Falcon, 205; 
Dodge, 163; Plymouth, 154; Pontiac, 
121; Oldsmobile, 113; Rambler, 111; 
Corvair, 100; Cadillac, 77; Valiant, 
77; Buick, 68; Mercury, 62; Volks- 
wagen, 36; Studebaker, 30, and Re- 
nault, 20.—(H. S. Perdue.) 
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The Newspaper of the Industry 


Miami 

New-car sales skidded 18.3 per- 
cent in Miami and Dade County 
from January to February. The 
February total was 4,614 and the 
January total, 5,667. 

Moreover, imports bolstered 
their share of the market, rising 
to 15.8 percent on 733 sales from 
13 percent on 767 sales. 

In February, Chevrolet-Corvair 
listed 1,606 sales; Ford-Falcon, 707; 
Plymouth-Valiant, 280; Pontiac, 223; 
Oldsmobile, 191; Rambler, 189; 
Buick, 162; Cadillac, 150; Dodge, 112, 
and Studebaker, 96. English Ford 
led the imports with 256, followed 
by Volkswagen’s 128 and Renault’s 
65. 
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* * * 


Dallas 
New-car sales moved upward in 
Dallas last month. A total of 3,925 
new Cars were registered, compared 
to 3,378 in January. 
The February breakdown by 


' Calendar 


(Continued from Page 14) 


Apr. 49—Philadelphia International Auto 
Show, Trade and Convention Center, 





Philadelphia, (Foreign and Domestic 
Cars.) 
Apr. 14-17 — Knoxville Auto Show, Chil- 





howee Park Administration Building, 
Knoxville, Tenn. 

Apr. 16-24—International Auto Show, Coli- 
seum, New York, N. Y, 

May 8-10—Fort Worth Auto Show, Will 
Rogers Exhibit Bldg., Fort Worth, 

Oct. 15-23— National Automobile Show, 
Cobo Hall, Detroit. 

Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

+ * * 


General 
March 28-29—Manitoba Automotive Trades 
Assn., Convention, Winnipeg Civic Audi- 
torium, Winnipeg. 


STOP LOSING PLATES! 
FASTEN THEM QUICKLY, 
SECURELY with the world’s finest 
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Hardened aluminum end clips. 
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and Tool Show, Artillery Armory, Detroit. 
May 10-12— Eighth Highway Transporta- 

tion Congress, Washington, D. C. 
July 21-23—Automotive Trade Assn. Man- 

agers, summer meeting, Grand Hotel, 
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7 CHECK/M.O. for $. enclosed. Mackinac Island, Mich. 
Sot. 6-16, 1960—Production Engineering 
| how, Navy Pier, Gnicego. 
Name Sept. 6-16, 1960—Machine Tool Exposition, 
] Add International Amphitheatre, Chicago. 
iries a Oct. 16-2i—American Trutking Assn. an- 
1 City Zone State nual convention, Waldorf-Astoria Hotel, 
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Sales Conditions in Various Areas... 


Auto Market Reports 





makes was as follows: Chevrolet- 
Corvair, 1,233; Ford-Falcon, 1,005; 
Oldsmobile, 241; Pontiac, 191; Ram- 
bler, 186; Buick, 171; Dodge, 140; 
Volkswagen, 120; Plymouth, 116; 
Cadillac, 90; Renault, 90; Valiant, 
59; Mercury, 34; Studebaker, 32; 
Opel, 26; Vauxhall, 21; Chrysler, 21; 
English Ford, 20; Metropolitan, 20; 
Lincoln, 12; Fiat, 9; MG, 8; Simca, 
8; DeSoto, 8; Lloyd, 7; Mercedes, 7; 
Peugeot, 7; Triumph, 7; Imperial, 5, 
and others, 31.—(Ruby Fenoglio.) 
* * of 


Cincinnati 

February saw 2,913 new cars reg- 
istered in Cincinnati and Hamilton 
County, compared with 3,009 in 
January and 2,560 in February a 
year ago. 

By makes, February registrations 
were: Chevrolet, 826; Ford, 638; 
Oldsmobile, 222; Pontiac, 201; Ram- 
bler, 179; Buick, 154; Dodge, 119; 
Plymouth, 95; Valiant, 79; Cadillac, 
67; Volkswagen, 62; Mercury, 52; 
Studebaker, 44; Chrysler, 27; Re- 
nault, 24; Opel, 19; DeSoto, 17, and 
Metropolitan, 13. 

Lincoln, 11; English Ford, 6; 
Austin, 5; Hillman, 5; Simca, 5; 
Triumph, 5; Imperial, 4; Merce- 
des-Benz, 4; Saab, 4; Vauxhall, 4; 
Peugeot, 3; Porsche, 3; Willys, 3; 
Fiat, 2; Jaguar, 2; MG, 2; Tau- 
nus, 2; Edsel, 1, and miscellane- 
ous, 4, 

Used-car transactions in Febru- 
ary totalled 3,203, compared with 
3,096 in January and 3,178 in Feb- 


' Kern.) 











tic makes were off 14.8 percent an 
imports declined 11.6 percent. 

By makes, February registration 
were: Chevrolet, 469; Ford, 396; F's 
con, 129; Dodge, 115; Oldsmobi 
102; Plymouth, 102; Pontiac, 10 
Rambler, 81; Buick, 74; Volk 
wagen, 64; Corvair, 48; Valiant, 
Cadillac, 46; Studebaker, 34; Me 
cury, 25; Vespa, 16; Volvo, 14 
Chrysler, 13; DeSoto, 12; Linco 
8; Mercedes-Benz, 7; Renault, 
Jaguar, 6; Opel, 6; Simca, 5; T 
umph, 5; MG, 4; English Ford, 
Austin-Healey, 2; Checker, 2; Citre 
en, 2; Imperial, 2; Morris, 2; Willy 
2, and miscellaneous, 10. 

New-truck registrations in Feb 
ruary numbered 229, an increase a 
nearly 30 percent over the previo 
month’s 177. By makes, they were? 
Ford, 59; International, 53; Chevro= 
let, 43; Dodge, 22; Mack, 21; Whi 
14; Volkswagen, 6; GMC, 5; Willys, 
4, and miscellaneous, 2.—(L. & 
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Toledo 


New-car sales in Toledo a 
Lucas County rose to 1,556 in Feb 
ruary from January’s 1,471 a 
1,327 in February a year ago. Im- 
ports boosted their sales to 105 la 
month from the preceding month’ 
86 and from 94 in February, 19 

The American compacts gath- 
ered 295 sales in February, led 
by Falcon with 143, Rambler had 
52; Valiant, 44; Corvair, 32, and 
Lark, 24. 






























ruary, 1959. 

New-truck registrations number- 
ed 318, compared with 280 a month 
earlier and 239 a year earlier. By 
makes, they were: Ford, 88; Chev- 
rolet, 84; GMC, 77; International, 
45; Volkswagen, 11; White, 6; 
Dodge, 5; Divco, 1, and Mack, 1.— 


(Allan R, Heim.) 
+ 


* * 


San Antonio 

Motor vehicle registrations for 
February in San Antonio and Bexar 
County showed about a 10 percent 
increase over January registrations, 
both in the American and foreign 
makes. 

Total registrations for the month 
were 1,976, as compared with 1,757 
the previous month, Of these, 1,719 
were in the new-car field, 159 were 
commercial vehicles and 97 were 
trucks. 

Chevrélet again led in the new- 
car field, with 563 registrations as 
compared with 500 in January. 





Ford had 484 new-car registra- 
tions as compared with 483 the 
previous month, 

Other new-car registrations for 
February were: Pontiac, 108; Olds- 
mobile, 105; Dodge, 85; Buick, 75; 
Rambler, 62; Plymouth, 43; Cadil- 
lac, 26; Valiant, 21, and Mercury, 17. 
Highest gain was made by Oldsmo- 
bile, which had 57 sales the previ- 
ous month. 

Commercial vehicle registrations 
increased from 142 in January to 
159 in February. Chevy led with 82 
registrations, followed by Ford, 
with 57 and GMC with 6. 

In the truck field, registrations 
for the two months were identical 
—97, International led with 48 reg- 
istrations, followed by Chevrolet 
with 24 and Ford with 12.—(J. H. 
Reed.) 


* * * 


Youngstown 


Chevrolet and Ford tied for lead- 
ership of February new-car regis- 
trations in Youngstown and Ma- 
honing County. Each registered 209 
unit8, which included 60 Falcons 
and 26 Corvairs. 

The February sales total of 948 
new cars compared to 933 in Jan- 
uary, February’s make break- 
down: 

Chevrolet, 173; Ford, 149; Dodge, 
98; Pontiac, 78; Falcon, 60; Buick, 
52; Plymouth, 51; Rambler, 50; 
Oldsmobile, 45; Mercury, 31; Val- 
iant, 27; Corvair, 26; Cadillac, 22; 
Studebaker, 16; DeSoto, 10; Chrys- 
ler, 9; Lincoln, 1, and miscellane- 
ous, 39 (including 11 Volkswagens). 

” aS * 


Indianapolis 
Dealers in Indianapolis sold 1,961 
new cars in February, compared 
with 2,295 a month earlier. With 
the total down 14.6 percent, domes- 


The regular Chevrolet got 
sales in February for individu 
leadership, while Ford had 23 
Volkswagen led Renault in impo: 


sales, 27 to 20. 
+ + + 


Charleston, S. C. 


A total of 488 new cars were reg- 
istered in Charleston County, S. C,, 
in February, compared with 452 a 
month earlier. 

By makes, registrations were: 
Ford, 137; Chevrolet, 136; Oldsmo- 
bile, 29; Buick, 23; Dodge, 22; 
Pontiac, 20; Plymouth, 19; Ram- 
bler, 19; Volkswagen, 19; Mer- 
cury, 8; Renault, 8; English Ford, 
7; Studebaker, 7; Valiant, 6; 
Vauxhall, 4; Simca, 3; Cadillac, 2; 
Chrysler, 2; Imperial, 2; Morris, 
2; Opel, 2; Triumph, 2, and mis- 
cellaneous, 5. ' 

New-truck registrations numbe 
ed 78, compared with 67 the previ 
ous month. By makes, they were: 
Chevrolet, 37; Ford, 24; Interna- 
tional, 8; Dodge, 3; GMC, 3; Volks 
wagen, 2, and White, 1. 


* * * 


Detroit 
February new-car registrations im 
Detroit and Wayne County totalled 
13,487, compared with 13,135 @ 
month earlier and 8,071 a year ea 
lier. 
Imports numbered 298 in Febru- 
ary, compared with 365 a month 
earlier. 
By makes, registrations were: 
Ford, 2,993; Chevrolet, 2,966; Fal- 
con, 1,115; Dodge, 984; Pontiac, 
746; Mercury, 715; Plymouth, 639; — 
Oldsmobile, 571; Rambler, 459; © 
Cadillac, 423; Buick, 400; Valiant, 
353; Corvair, 332; Chrysler, 188; 
Lincoln, 90; DeSoto, 80, and 
Volkswagen, 76. : 
Studebaker, 66; Renault, 53; Im= 
perial, 50; English Ford, 33; Fiat, 
25; Metropolitan, 18; Triumph, 17; ~ 
Opel, 16; Edsel, 12; Simca, 12); 
Austin-Healey, 8; Mercedes-Benz, 5; © 
Peugeot, 5; DKW, 4; Hillman, 4; 7 
MG, 4; Saab, 4; Willys, 4; Comet, 7 
3; Taunus, 3; Volvo, 3; Citroen, 2; 
Morris, 2; Sunbeam, 2, and miscel- 
laneous, 3. 
Used-car sales totalled 7,981 in 
February, compared with 7,125 in 
January and 7,481 in February @ 
year ago. 
New-truck registrations num- 
bered 822 in February, compared 
with 774 a month earlier and 593 
a year earlier. By makes: Ford, 
352; Chevrolet, 269; Dodge, 69; 
GMC, 42; International, 35; Willys, 
17; White, 9; Mack, 6; Diveo, 5; 
Autocar, 4; Diamond T, 4, and 
miscellaneous, 10. j 
Used-truck transactions amount- 
ed to 377, compared with 316 the™ 
previous month and 300 in Febru- 
ary, 1959.—(Robert M. Lienert.) 
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How Aluminum Engines 


cut weight, improve 
performance, reduce 
manufacturing costs 


TURN PAGE FOR INFORMATION .... 





ALUMINUM 


ENGINES 


in two 1960 automobiles—one a com- 
pact U. S. car, one a luxury English 
car—are this year’s biggest automp- 
bile news. The difference between 
these two cars—in design, in size, in 
motoring features, {n price—is 
great. Yet the fact that both of them 
are powered with aluminum engines 
proves automobile experts agree that 
the greatest enemy to efficiency is 
weight. And the new aluminum en- 
gines are a big step in automobile 
weight reduction. 


Reduced Weight—Better Performance 


The aluminum engine block can save 
as much as 75% of the weight re- 
quired by the old cast iron blocks. 
This weight saving, plus the result- 
ing savings in chassis, cooling sys- 
tem and other parts, can reduce 
dead weight by as much as 450—500 
pounds per car. With this much less 
dead weight to haul, aluminum- 
engined cars will deliver better gaso- 
line mileage, will accelerate faster, 
stop quicker, ride better. There’ll be 
less wear on brakes and tires, more 
responsive handling, better control. 


Lower Manufacturing Costs 

Automotive engineers agree that 
aluminum engines will cost less to 
produce than cast-iron engines, even 
though the per-pound basic material 
cost of aluminum is higher. One big 
reason: there is about three times 


more metal in a pound of aluminum 
than in a pound of iron. Six V-8 en- 
gine blocks can be cast from a ton of 
iron—and nearly sixteen from a ton 
of aluminum. And, lightening of the 
chassis permitted with aluminum 
engines will also help cut produc- 
tion costs. 

Savings in shipping costs are sub- 
stantial, too. It costs much less to 
ship aluminum engines than it does 
to ship iron engines. 

Aluminum’s workability and light 
weight also reduces machining and 
finishing and assembling costs far 


below those for iron and steel. Alumi- 
num is ideally suited to automation 
and other cost-cutting production 
techniques. 


Aluminum Engines and Automotive Engineers 
One of the most intriguing aspects 
to automotive engineers currently 
working on aluminum engines is the 


opportunity aluminum provides to 
design out established concepts. The 
engine itself may be shaped much 
the same as a conventional iron en- 
gine or it may be in a pancake or 
other shape. It may be designed for 
liquid-cooling or air-cooling. It may 
be designed for front mounting or 
rear mounting. And as cylinder head 
and block designs develop, there also 
develops a chain of new design con- 
cepts in drive line and chassis areas. 


Aluminum Service From Reynolds 


Reynolds is proud to be the major 
supplier of aluminum for America’s 
first mass-produced aluminum auto- 
mobile engine. Reynolds Aluminum 
Specialists are at your service to 
help you get the very most from the 
aluminum you use—whether it be 
for engines or for other functional 
or decorative parts. For details con- 
tact Reynolds Sales Office at Northland 
Drive and Northwestern Highway, 
P. O. Box 5050, Seven Oaks Station, 
Detroit 35—phone K Enwood 7-5000. 
Or contact your nearest Reynolds Office 
or write Reynolds Metals Company, 
P.O. Box 2346-M V, Richmond 18, Va. 


NOTE: Before you buy any part—have 
it designed and priced in aluminum. 
Basic material costs do not determine 
part costs. New techniques and proc- 
esses—applicable only to aluminum— 
can give you a better product at a lower 
final cost. 


Watch Reynolds TV shows—“‘ALL STAR GOLF", “BOURBON STREET BEAT” and “ADVENTURES IN PARADISE”— ABC-TV 


Reynolds 


Aluminum 


the metal for automation 
TRADE MARK 
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But Dealers Are Hopeful of Spring Uptarn eT 


Prospecting Poor in Upstate N. Y. 





By William Dufer Jr. 

Staff Correspondent 
EALERS in a five-city area 
(Rochester, Syracuse, Bingham- 

ton, Utica and Endicott, N. Y.) are 
unanimous in agreeing that “things 
are slow all over.” 

Unseasonal blizzards have kept 
potential customers by the doz- 
ens off the lot and out of the 
showrooms, they say, and those 
who do put in an appearance are 
slow to part with their money. 

Dealers and salesmen both agree 
that buyers of used cars are seek- 
ing more for their money than ever 
before. 

They not only don’t take the 
salesman’s word that a used car 
runs well, they do everything but 
examine it with a microscope and 
even want the key to the trunk to 
make certain there’s a spare and 
jack as required by State law, the 
dealers say. The prospects even 
want demonstration rides, and not 
for just a couple of blocks, they 
add. 

But in spite of this somewhat 
* pessimistic feeling, the retailers are 

_ hopeful that spring will bring an 
increase in car buying. 

Dealers are reverting to show- 
manship in an effort to reduce their 
stocks. 

Ed Stolorcyk, Johnson City, 
features “Dollar Days” every 
Monday and Thursday (pay day 
in many communities). On such 
days all used cars are marked 
down $25. Original prices are left 
on windshields for comparison, 

Stolorcyk also believes in making 
bad weather pay off. He offers free 
tickets good for a nearby ski tow 
to anyone who will come to his lot. 
He is cosponsoring a ski tourna- 
ment a few miles out of the area. 
With every purchase of a used car 
he throws in a pair of skiis or a 
pair of skates. He says he had good 
results by playing along instead of 
trying to buck the elements. 

On days when snowfall was par- 
ticularly heavy, he offered, via radio 
spots, to “send a car to the pros- 
pect’s home, convey him and family 
to the lot, let them look over cars, 
and return them home afterward in 
a company car, whether or not a 
deal was closed.” 

King Auto Sales, Rochester, is 
using phone canvassers to per- 
suade prospects to visit his lot. 
Calls are made all day long, and 
between 7 and 9 p.m., when the 
man of the house is usually in. 

Whoever answers the phone is 
told that a cash voucher worth $50 
for any car on the lot costing $500 
or better awaits the prospect if he 
mentions the phone call and the 
time of day contacted. 

King pays phone canvassers a 
smal commission on each car sold 
as a direct result of their calls, 
while the salesman gets his usual 
commission. King reports better 
results with phone contacts than 
with direct mail or radio. 

Another Rochester dealer, Seneca 
Motors, arranges each week with a 
different church to have one of its 
groups sponsor a Saturday bake 
Sale in the Seneca showroom, A 
few of the visitors buy a car and 





the sales builds good will, the firm 
says. 

Customers want cars that are 
easy on gas consumption, most 
of the new-car dealers report. 

TV useage by dealers is limited 
generally to “spots” that usually 
precede, follow or during “late- 
late” shows, 

Newspaper used-car advertising 
has fallen off and new-car display 
ads are about the same as last year 
at this season. Most dealers prefer 
to save their heavy advertising 
until spring. 





Super Sports Cars, Syracuse, re- 


ports import sales spurting briskly. 
Suburbanites were the principal 
buyers in the past, the firm said, 
but the trend has turned to urban- 
ites who know a good parking and 
fuel-economy deal. 

In Buffalo, Brost Motors, which 
handles Simca, observes that 
women are behind much of the 
sports-car purchasing. 

Brost hits housewives hard with 
radio spots, and offers to have @ 
salesman take them on a shopping 
tour, letting her buy her groceries 
and visit department stores, then 
taking her home. 


Division Tells Dealers About .. . 


When a Gain Is a Loss 





A big car-producing division has 
told its dealers in a large metro- 
politan zone that it didn’t want to 
spoil the fun but—what many of 
the dealers had been considering 
as an increase in service business 
was really a decrease. 

The trouble was a slip with sta- 
tistics. The deal- 
Bauciness ers were compar- 
which were not 
comparable. 

The slip can be 
made with just about any series 
of statistics stated in dollar terms. 
The problem the auto division 
called to the attention of dealers 
concerned customer labor sales and 
labor sales per repair order but 
it could apply to any series on 


IH Sales Exceed 
$317 Million for 
Best First Quarter 


CHICAGO. — International Har- 
vester Co. reported sales of $317.4 


Analysis 








Jan. 31, the highest in history for 
the company’s first fiscal quarter. 


was $283 million in 1953. 


Last year, said President Frank 
| Jenks, first-quarter sales were $173 
million, thus the 1960 quarter shows 
an increase of 83.5 percent, Last 
year, however, most of the firm’s 
plants were closed by a strike dur- 
ing most of the first quarter. 

Net income for the first quarter 
was $14,018,000, compared with a 
loss of $3,606,000 a year ago. 

The company said sales of trucks, 
parts and servicé during the first 
quarter of fiscal 1960 totalled $162,- 
063,000. an increase of 78 percent 
over the year ago figure of $91,- 
039,000. 

Jenks expects good sales in the 
second fiscal quarter, especially in 
the heavy-duty classes. He ex- 
pressed some concern that the in- 
dustry’s production is “unrealistic- 
ally high,” and he stuck to his 
earlier prediction that IH truck 
sales this year will show a moder- 
ate increase over 1959. 








Washington Dealers Reelect Officers— 


Officers of the Automotive Trade Assn. National Capital Area have been reelected 
fo serve another term. From left, front row, are E. F. Cave (Ford), first vice-president; 
Joseph B. Paul (Oldsmobile), president; Erle R. Kirby, second vice-president. Back 
tow: John J. Pohanka (Oldsmobile), secretary, and Robert E. Phelps, treasurer. 


ing numbers'! 


million for the three months ended | 


The previous record for the period | 





dollar sales in the new-car, used- 
car or parts departments. 

On the surface, a comparison of 
the customer labor picture in the 
zone’s dealerships in 1952 with the 
picture in 1959 made good reading. 

Customer labor sales in 1952 
amounted to $4,584,599 and were up 
by 19.5 percent to $5,479,784 in 1959. 
The number of repair orders writ- 
ten was 465,726 in 1952 and 418,719, 
in 1959, a drop of 10.1 percent. 

The volume of customer labor 
sales per repair order amounted 
to $9.84 in 1952 and $13.09 last 
year for a gain of $3.25 per repair 
order. 

The dealers appeared to be doing 
more business with fewer custom- 
ers to contend with and were writ- 
ing more business per repair order, 
supposedly an efficient situation. 
Things looked very good. 

Then the division pointed out 
that the dealers were not adjusting 
their 1952 figures to reflect the 43- 


percent increase in customer labor | 


rates between 1952 and last year. 


When the 1952 figures are ad- 
justed, this is the picture: 

Customer labor sales amounted 
to $6,555,977 in 1952 against the 
$5,479,784 for last year for a drop 
of 16.4 percent over the seven- 
year period, 

Since the number of repair orders 
written is not stated in dollars, the 
1952 total does not have to be ad- 
justed. It still shows the 10.1-per- 
cent drop from 465,726 in 1952 to 


| 418,719 last year. 


After the adjustment, dealers 
wrote $14.07 worth of business per 
repair order in 1952. This compares 
with the $13.09 per repair order 
in 1959 or a drop of 98 cents per 
repair order. 

After the adjustments, the dealers 
found they were doing less cus- 
tomer labor business for fewer cus- 
tomers and writing less business 
per repair order. 

The mechanics of adjusting fig- 
ureg are rather simple. They work 
this way: 

When the results in any busi- 
ness activity are stated in dollar 
terms and the character of the 
business activity changes quite a 
bit over a period of years, the 
results for the previous years 
have to be adjusted to reflect 
those changes, 

Suppose a dealership did $1,000,- 
000 in customer labor sales in 1959 
and the customer labor rate was 
increased 10 percent on Jan. 1 of 
this year. The $1,000,000 total for 
1959 must be adjusted before it 
can be compared with results for 
this year, 

Ten percent of the 1959 labor vol- 
ume of $1,000,000 igs $100,000 so the 

total will have to reach $1,100,000 
to equal 1959 in terms of volume. 

It is true that, if the dealership 
does $1,100,000 in labor sales in 
1960, the dealership will handle 
100,000 more dollars than it did 
in 1959, However, this $100,000 
represents merely the increase in 
rates and no increase in business. 

The $100,000 probably is not much 
of a gain for the dealership. The 
rates were raised for some reason, 
probably to meet increased costs 
and higher wage bills. Most, if not 
all, of the $100,000 will then be con- 
sumed by higher expenses. 
—KeENNeETH C, KELLEY Jr. 
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STAINLESS STEEL 


for Beauty, Character, 
and Function 


When a beatnik makes it the most, he means the 
greatest, utmost, best—a near perfect description of 
stainless steel as the ideal metal for functional as 
well as decorative parts. 

Automotive part and trim manufacturers have found 
in stainless a combination of qualities unobtainable 
in any other commercial metal—superior strength and 
toughness; maximum resistance to corrosion, heat, 
abrasion, denting; plus lifetime beauty and luster. 


Make the most of these plus values by knowing the 
stainless parts and trim on your product. Check your 
manufacturer's parts list. Then point them out to your 
prospects, both men and women. They know about and 
respect stainless steel’s outstanding qualities. 


This Stainless STEELMARK of the American 
Steel Industry identifies products made of 
stainless steel. Look for it on the product you 


y 
REPUBLIC STEEL 


GENERAL OFFICES e CLEVELAND 1, OHIO 














Negligible Change 
For Productivity 
In Auto Industry 


Comparison with ’55 
Finds Little Effect 
From Automation 


UTOMATION. Diversification. 

Integration. These are generally 
believed to be three of the principal 
trends sweeping through the U. S. 
auto industry at a breathtaking 
pace. 

However, a comparison of the 
number of vehicles produced in 1955 
and 1959 and the average number of 
hourly workers required to produce 
these vehicles reveals a surprisingly 
slight change during this four-year 
period in the patterns of productiv- 
ity, automation, diversification and 
integration. 

In 1955, the six auto makers (in- 
eluding Kaiser) employed an av- 
erage of 723,000 hourly workers 
and the independent truck mak- 
ers (excluding the Big Three 
truck makers) employed an aver- 
age of 23,000, resulting in a total 
vehicle industry work force of 
746,000. 

This work force produced 7,942,125 
cars and 1,245,794 trucks—a total of 
9,187,919 vehicles. Thus, Mr. Joe 
Worker produced 12.3 vehicles dur- 
ing 1955, consisting of 10.9 cars and 
14 trucks. 

x * + 

N 1959, the five U. S. auto makers 

employed an average of only 587,- 
000 hourly workers and the inde- 
pendent truck makers employed 
about 20,000, producing a total force 
of 607,000. 

During this year, Mr. Joe Work- 
er produced only 11.1 vehicles, 
consisting of 9.5 cars and 16 
trucks. This is an astonishing re- 
duction of productivity for Mr. 
Worker of 1.2 fewer vehicles pro- 
duced in 1959 than in 1955. 

What happened to the automation 
that supposedly is sweeping the in- 
dustry? 

Said one Big Three economist: 
“That automation is a phony fac- 
tor. This is not an automated indus- 

(Continued on Page 25, Col. 1) 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments ' 


2 GM Compacts to Join 
Aluminum-Engine Fold; 


hrysler, AMC in Doubt 





New Bumpers— 


These are aluminum bumpers made from 
new alloys developed by Kaiser Aluminum 


& Chemical Corp. 
eS 


Aluminum Bumper 
Gets Winter Test 


AKLAND, Calif.—Production 

prototypes of car bumpers pro- 
duced from new heat treatable alu- 
minum alloys have been delivered 
to auto makers by Kaiser Aluminum 
& Chemical Corp. for winter road 
tests. 

The new alloys have both strength 
and good ductility for forming. 
With these characteristics, bumpers 
reportedly can be made from alu- 
minum sheet of approximately the 
same thickness as steel. 

The bumpers also are plated 
with a process that produces a 
duplex nickel-chrome finish. Kai- 
ser Aluminum has applied for 
patents on the new process for 
plating aluminum. 

R. G. Stanwood, manager of auto- 
motive development for Kaiser Alu- 
minum said “these developments 

will permit manufacturers to pro- 
duce bumpers, at costs competitive 
with steel, which meet the auto- 
motive industry’s requirements for 
finish, corrosion resistance and 
strength.” 





Central Hydraulics Interest High 


ILEDO.—As a veteran supplier 
of automotive electrical equip- 
ment, Electric Autolite recognized 
some time ago that the electrical 
system of the average U.S. car was 
in danger of being overloaded. 
To get into position in case such 
an eventuality developed, Autolite 
began working in 1950 on central 
hydraulic systems as a power source 
for automotive accessories, For one 
reason or another, the auto makers 
have not found them worthwhile. 
As enthusiasm for central hy- 
draulics has alternately flowed 
and ebbed with the auto makers, 
so has it flowed and ebbed at 
Autolite during the past decade. 
A couple of years ago Autolite 
+ og a 
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Fuel Pump 


engineers developed a central hy- 
draulic system, complete with 
about a dozen accessories, and in- 
stalled it on a car. 

This car was shown to the auto 
engineers concerned with powering 
accessories. Still, nothing happened. 

Now, there is again a flurry of 
interest in central hydraulics at a 
couple of the auto plants and there 
is a growing feeling that this boom 
will eventually materialize into 
some concrete program. 

* * * 

Pantry responsible for this opti- 

mism is the effort the oil com- 
panies and the Society of Automo- 
tive Engineers’ subcommittee on 
central hydraulics fluid is putting 
forth for the development of a suit- 
able hydraulic fluid. 


By Joseph M, Callahan 
Engineering Editor 


T LEAST two of the new 
compacts — Buick’s and 


Oldsmobile’s — will introduce 
water-cooled aluminum engines 
later this year, AuTomMoTive News 
has learned. 

In addition, it’s possible that 
Chrysler Corp. and American Mo- 
tors will also bring out aluminum 
engines if “they can break them 
loose,” meaning, if top manage- 
ment feels that their problems 
are sufficiently solved and if their 
competitive and financial situa- 
tion warrants it. Chrysler is much 
more likely than AMC to make 
this move. 

As contrasted with Corvair’s 90- 
horsepower aircooled six, the 
Buick-Oldsmobile compact-car V-8 
engine will have a displacement of 
215 cubic inches and be capable of 
140 to 150 horsepower, It will be 
cast from pig aluminum at GM’s 
Central Foundry division plant at 
Defiance, O. 

Machining and assembly of the 
engine will be at Buick’s engine 
plant in Flint for both car divi- 
sions. Pilot models of this engine | 
have been produced at the rate of 
50 units a day for the last three 
months. 

ok ok * 
6 lagen igs contrary to the general 
assumption that this engine’s 
head and block would be produced 
at the Central Foundry plant in 
Bedford, Ind., from molten alumi- 
num trucked 100 miles from Alcoa’s 
smelting plant in Evansville, Ind. 
Insiders say that this latest hot- 
metal contract would not provide 

nearly enough metal. 

The block of this front-end en- 
gine will either be a sand casting 
or a permanent-mold casting and 








It’s quite generally believed that 
a good, inexpensive fluid will be 
available by the time the auto com- 


}panies decide to go to central 


hydraulics. In the past, such a sys- 
tem required a high-grade airplane- 
type oil that was far too expensive 
for automotive use. 

Discussing fluids, George Lewis, 
manager of Autolite’s mechanical 
engineering research and head of 
the central hydraulic project, said 


the head will be either a sand cast- 


that a suitable fluid must have: 

1. Low viscosity, so that it will 
flow at 40 degrees below zero. 

2. High flash point, so that it) 
won’t burst into flame in a crash. 

3. Fair lubricity—sufficient “oili- 
ness.” 


4. A reasonable price. 
* 


* of 
LTHOUGH Lewis feels that the 
greatest immediate future for 
central hydraulics is in industrial 
applications, he said that it would 
also be worthwhile for cars because 
of its “elegance” in applying power 
—silently, simply, reliably, while 
(Continued on Page 28, Col. 3) 


* * * 








tor can be used profitably on a car 
whenever an electric power relay is 
used or whenever some decision 


a car’s lights or sounding a horn 
when a certain speed is exceeded. 


ing or a semi-permanent-mold cast- 
ing, meaning that sand cores will 
be used with the steel molds. 

One of the more surprising 
things about this engine is that 
it will not be used in Pontiac’s 
compact car. Instead, this car 
may feature a grey iron, four- 
cylinder tilted engine, with about 
200 cubic inches of displacement 
and 125 horsepower. 


Chrysler’s first aluminum engine | 
will be the same as the grey-iron 





by Joseph M. Callahan 


HOENIX, Ariz. — Con- 
vinced that the auto in- 


dustry is on the doorstep of 
its electronic era, a Motorola appli- 








|“slant six” now being produced for 
|the Valiant, Plymouth and Dart. 
|Like the present engine, it also 
will be made with displacements of 
|170 and 225 cubic inches and with 
|horespower ratings of about 100 
and 150 respectively. When ready, 
this engine will be available as an 
option in the Plymouth, Dart, Val- 
iant and the Lancer, Dodge’s com- 
|ing compact car. 

Several hundred pilot models of 
this engine have already been die- 
cast at the corporation’s aluminum 


|foundry in Kokomo, Ind., from al- 


loyed ingots produced in Canada by 
Chryslum, Ltd., a company jointly 
formed last year by Chrysler Corp. 
of Canada and Aluminum Co, of 
Canada, This engine may have an 
iron head. 

+ * * 


_=s Chrysler aluminum block 
was almost fully developed a 
year or more ago, but the project 
has been dogged and delayed by 
the tough problem of casting the 
head. 

Rambler’s six-cylinder, in-line 
aluminum engine block will be die- 
cast—at least initially—by Doehler- 
Jarvis division of National Lead Co. 
Originally, Alcoa was the alumi- 
num supplier, but Reynolds Metals 
will now provide the metal. 

Said one insider, “Rambler will 
probably go with an aluminum 
block, iron head and copper radi- 
ator. This isn’t too ideal from the 
standpoint of the coolant, but 
that galvanic action idea has 
been over-emphasized.” 


In addition to these engines that 





cations engineer has dreamed up 
150 places where transistors and) 
other semiconductor devices could | 
be used in the cars of the future. 

Glen R. Madland, the firm’s im- 
aginative manager of applications | 
engineering, feels that the elec- 
tronic era has been triggered by| 
the Valiant’s alternator and that) 
many other possible applications | 
will follow—especially in another | 
year or two when transistor prices) 
are further reduced. 

Asserting that 1961 will be | 
largely a “transitional year,” he | 
said that he expects the car in- 
dustry to follow its traditional 
pattern in adopting the alternator | 
and other electronic accessories, 
meaning that 5 to 10 percent 
would use the item the first year, 
about 50 percent would follow in 
the second year and 90 percent in 
the third year. Of course, this is 
in the event of successful innova- 
tions. 

A@écording to Madland, a transis- 


needs to be made, such as blinking 


* * ® 


H® BASES his belief on the great 
future of transistors in the auto 
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industry on the grounds that they 
have a potential of lifetime relia- 
bility, that they can give improved 
performance in many cases and that 

(Continued on Page 29, Col. 1) 
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are definitely slated for early intro- 
(Continued on Page 32, Col. 1) 














Engineer's 
Showcase 


els a spark plug with a plati- 
num electrode practical? Elec- 
tric Autolite engineers have 
researched this question and 
have concluded that because of 
platinum’s resistance to heat 
and to corrosion, it will last 
50 percent longer but will cost 
four times as much. However, 
AC Spark Plug now produces 
platinum plugs for special sit- 
uations. 

@ Citroen will soon be introduc- 
ing a considerably more power- 
ful engine with a Mercedes- 
type of fuel injection. Such an 
engine for the DS 19 or the ID 
19 would be more than wel- 
comed by Citroen’s many en- 
thusiasts. 

e Antifreeze manufacturers are 
strongly decrying the claims 


of several car makers that 
current antifreezes are inade- 
quate for the coming alumi- 
num engines. They admit 
that this is true of some anti- 
freezes, but not all. Also, they 


say that plain, uninhibited 
water is potentially more of a 
trouble maker. 

e Chrysler Corp. is doing re- 
search work on a fuel cell en- 
gine, which develops electric 
current by combining oxygen 
and propane gas in a cell. 
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Despite Automation... 


Productivity Shows 
Negligible Change 


(Continued from Page 24) 





try, except in stamping, engine and|in annual output-per-worker among 
foundry departments.” the auto companies. 

What about the increased effi- To illustrate, GM is more diver- 
ciency and general belt-tightening| sified and integrated than the 
that supposedly occurred after the| other auto makers and, conse- 
1958 recession? quently, its Mr. Joe Worker pro- 

What about the much-discussed| duced fewer vehicles than any 
improvement in work standards—j| other firm’s typical hourly worker. 
especially at _chryaler Corp.? The major explanation for the 10 
percent decline in Mr. Joe Worker’s 
annual productivity is that his over- 
time in 1959 was pretty well elimi- 
nated. He had an average work 
week in 1959 of about 7 percent 
fewer hours than he did in 1955. 

Other factors in this apparent de- 
cline in productivity are: 

1. The fact that the 1959 vehicle 
















Ce ee with a couple 
of the industry’s top economists 
produced an explanation for this 
paradox—the fact that after four 
years of increased automation and 
efficiency and improved work stand- 
ards, Mr. Joe Worker produced 10 
percent fewer vehicles in 1959 than 
he did in 1955. 

A possible factor is that the in- 
creased integration in the indus- 
try caused Mr. Joe Worker to 
manufacture more of the car’s 
components. Thus, if he had to 


in 1955 because of slightly increased 


cessories were on it. 
2. The fact that Mr. Joe Worker 


accessories in 1959 as he did in 1955. 


3. The fact that he produced pro- 
portionally more trucks in 1959 than 


he did in 1955 would tend to hold 


the number of units produced down. 
A truck may be less complex than 
a car, but less mass production is 
involved. 

* * * 


A UAW spokesman said he 
“roughly agreed’ with these 
figures, but added that the decline 
in productivity per man also could 
have been partly caused by the steel 
strike, the extra efficiency that 
comes with a high-volume year like 
1955 and by the initial manufactur- 
ing complications involved in pro- 
ducing the three new compact cars. 
Thus, when all these factors are 
included in the calculations, it ap- 
pears that Mr. Joe Worker’s an- 
nual productivity has not in- 
creased during these four years, 
nor has it declined substantially. 
This conclusion is also supported 
by Bureau of Labor Statistics, which 
showed that in 1955 it required 177 
man-hours to build a car and for 


was a little “more car” than it was| the first 11 months of 1959 this 


BLS figure was almost the same. 


yet been released. 
What each company’s hourly- 
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produced almost as many parts and 


1959 
Hourly 
Workers Vehicles 
SEOUL: ctivasocutibobsviea 350,000 2,553,884 
a 125,000 1,743,965 
Chrysler ........ 80,000 737,365 
rn 22,000 401,403 
a 10,000 153,811 


Independent 


Truck Firms 20,000 1,123,191* 








6,713,619 


and output. 


rated work force produces in a year 
is an important factor in the com- 
pany’s final profit or loss picture. 
However, there are many other fac- 
tors, and especially the relatively 
“fixed burden” of management, 
sales, engineering, etc. 
2 * +” 
A COMPARISON of what each 
company’s Mr. Joe Worker 
produced in 1955 and 1959 points up 
some interesting things: 
GM’s average hourly worker 





Annual Output Per Worker— 
1959 & 1955 








* Truck output of independents and Big Three 1955 Totals include Kaiser workers 










1955 
Units Hourly Units 
Per Man Workers Vehicles Per Man 
1.3 410,000 3,989,979 9.7 
13.9 140,000 2,240,661 16 
9.1 130,000 1,361,835 10.5 
18.2 23,500 161,792 q 
15.3 20,000 182,059 9 








ooeine 23,000 coded 
9,187,919 § 12.3 











111 746,000 










produced 7.3 cars in 1959, com- 
pared with 9.7 cars in 1955, 

Ford’s average man produced 13.9 
cars in 1959, compared with 16 cars 
in 1955. 

Chrysler Corp.’s average man pro- 
duced 9.1 cars in 1959, compared 
with 14.7 cars in 1955. 

American Motors’ average worker 
produced 18.2 cars in 1959, compared 
with seven cars in 1955. 

Studebaker-Packard’s average 
man produced 15.3 cars in 1959, 
compared with nine cars in 1955. 

—JosePpH M. CALLAHAN 




































assemble the generator and the 
starter on the 1959 car, while his 
company purchased these com- 
ponents for the 1955 car, his unit 
productivity naturally would be 
curtailed. 

But the economists say this isn’t 
so. And the comparative figures on 
the outside purchases of General 
Motors and Ford Motor support 
this contention. 

In both 1955 and 1959 GM spent 
48.5 percent of its sales dollar on 
outside suppliers. Ford’s outside 
purchases during the four years 
rose from about 55 percent to about 
60 percent of its dollar in 1959. 

Chrysler Corp. is the only one of 
the Big Three in which integra- 
tion was a factor. Its outside pur- 
chases amounted to 55 percent of 
its sales last year, compared with 
60 percent in 1955. 

Another possible explanation is 
that Mr. Joe Worker—as a result of 
his firm’s diversification—is produc- 
ing more nonautomotive items 
(such as refrigerators) and more 
military products. 

But the economists also deny this, 
saying there was less defense work 
in the industry last year than in 
1955 and that diversification is not 
a significant trend at present. 

* = * 


F COURSE, diversification and 
integration vary considerably 
from company to company, explain- 
ing to a large extent the differences 


3 Pct. Boost Seen 
In 60 Gas Sales 


WILMINGTON, Del.—A 3.8 per- 
cent increase in gasoline consump- 
tion this year has been estimated 
by duPont. The demand would re- 
quire about 4,270,000 barrels per 
day, the firm added. 

With good prospects for vehicle 
sales and an increase in personal 
income encouraging more travel, 
“all signs point toward a good year 
for gasoline producers and market- 
ers,” duPont said. 

The firm also estimated that the 
number of vehicles on the road 
would rise from the current 60 mil- 
lion to 85 million in 1970, and said 
gas refiners must plan not only for 
a 30 percent boost in gasoline con- 
sumption, but for cars having ac- 
tane requirements of 103.5 and over 
by 1966. 


S-P of Canada to Expand 
Hamilton Facilities in ’61 

HAMILTON, Ont. — Studebaker- 
Packard of Canada in 1961 will ex- 
ercise an option it has on 3% acres 
of land adjacent to its midtown 
plant and build additional manufac- 
turing space, it was announced last 
week by G. E. Grundy, president. 

The company already has its own 
cash resources for the expansion, 
Grundy said. Policy of S-P Corp. in 
South Bend, which wholly owns the 
Canadian company, has been to let 
the Canadian firm build up its own 
cash reserves. 

The Canadian company has had 
six consecutive years of profit and 
has been in the black for all but 
One of the last 12 years, Grundy 
said. The U. S. company was in the 
red from 1953 through 1958. 
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New vacuum servo-system 
positions or actuates components 
at any distance from the control point 


The matter of positioning or actuating 
components or operations at a dis- 
tance from the control center is one 
that frequently poses problems for the 
automotive designer. Providing mo- 
tion by means of Bowden wire has 
been the usual answer. Yet it has limi- 
tations. All too often the ideal location 
for a device cannot be used either be- 
cause of its distance from the source of 
control or because it does not permit a 
sufficiently straight line of motion re- 
quired for Bowden wire use. Conse- 
quently sound, practical design must 
be a compromise, at best. 

In this new Vacuum Servo-System 
these and other major problems are 
eliminated. As the name implies, the 
motivating force is a vacuum and it 
is transmitted by means of flexible 
tubing. Consequently the devices or 
operations to which motion is to be 
supplied maybe located in any posi- 





tion or at any distance from the con- 
trol center. Therefore, such a system 
can be practical for the control of such 
things as temperature, air flow, liquid 
flow, position, pressure, rotation, ve- 
locity, ratio, or lock. In other words, 
here is a system which can be adapted 
to almost any problem involving mo- 
tion at a distance. 


THE VACUUM CONTROL HEAD 
—Depending upon its specific appli- 
cation, this system may make use of 
any or all of several units which 
include a Vacuum Control Head, 
Vacuum Switch, Vacuum Motor, 
Thermo-Sensing Unit, and Vacuum- 
Operated Water Valves. 

The controlling unit is the Vacuum 
Control Head. This is an assembly of 
several vacuum control valves ar- 
ranged in such a manner that they 
are opened, modulated and closed 
by the rotation of a single shaft. The 





programming of the entire system is 
determined by the configuration of 
the cam plate which actuates the in- 
dividual valves. Thus, any desired 
sequence of control operation (for air 
duct shutters, thermostat settings, 
hydraulic selector valves, electrical 
switches, refrigerant valves, water 


valves, etc.) can be designed into the 


control head itself. 


FULL SCALE MODULATION— 
Built-in adjustable vacuum regulators 
provide modulation of the pressure 
delivered to each vacuum motor re- 
sulting in smooth, calibrated posi- 
tioning control of each device. An 
almost limitless variety of modulation 
effects can be provided. 


THE VACUUM MOTOR —The ac- 
tuating device of the system is a single 
stroke, spring-loaded vacuum motor. 
It consists of a special synthetic rubber 
diaphragm connected to a driving 
link held in its fully extended position 
by a calibrated spring. When vacuum 
is applied the diaphram moves back 
against the spring producing linear 
motion in proportion to the vacuum. 
In rest position the spring provides a 
strong force sufficient, for example, to 
insure positive closure of a vent door. 

For applications in which it is de- 
sired to turn off one or more vacuum 
lines in response to a short linear con- 
trol motion, a small single or multi- 
output valve is available. This is called 
a Vacuum Switch. 


MODELTI 


SERVO - VACUUM 
CONTROL HEAD 
THE DOLE VALVE CO. Morton Grove, til. 





Also available is a Thermostatic 
Sensing Unit usually used with a 
correspondingly calibrated Vacuum 
Operated Water Valve to provide 
smooth and positive control of the 
output temperature of the heater. 


WIDE VARIETY OF APPLICA- 
TIONS—The various units described 
here are subject to many combina- 
tions and each can be “tailored” to 
your own specifications. We suggest 
that you first consider the principles 
involved rather than the system as a 
whole. Then applying these principles 
to your problem may suggest ways in 
which the system may’ be of help to 
you. Bear in mind, the Dole Vacuum 
Servo-System is precision engineered, 
precision built by the Dole Valve 
Company, the principal supplier of 
engine thermostats and other controls 
to the automotive industry for more 
than 30 years. 


THIS BOOK TELLS ALL—The 
new Dole Design Data Book No. 12- 
6001 describes and illustrates the sys- 
tem in complete detail. We shall be 
glad to send you a copy without obli- 
gation. Just write, on your firm letter- 
head, sign your name and position 
and rnail to the— 


Automotive a wrote Sales 
en e Dole Valve Com 
636 New Center Bldg., Detroit 2, Mi 


THE DOLE VALVE COMPANY 
MORTON GROVE, ILLINOIS 
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Expert Welding System 
Permits Automated Operation 


A mechanical follower tracer welding 
system that is said to permit the joining 
of metal parts having untrimmed, straight 
line or contour weld line edges in a con- 
tinuous automated welding operation has 
been developed by Expert Welding Ma- 
chine Co., 17144 Mt. Elliott Ave., Detroit 
12, Mich. 


This system was developed for welding 
automotive frame siderails and crossmem- 
bers, because the vertical contour of side- 
rail and crossmember channel halves often 
deviate from print dimensions as much as 
3/16-inch, it is said. Because of these out- 
of-tolerance conditions, a totally cam-con- 
trolled automated welding machine cannot 
be used, it is said. To automate this weld- 
ing operation, a tracer system was devel- 
oped that compensates for any deviation 
in the channel halves and follows and 
Positions the welding torch on the weld 
line. 





AUTOMOTIVE NEWS, 





Compact Permanent Magnet 


Announced by Eriez 


Production of a compact permanent non- 
electric magnetic unit, called Magna-Bar, 
has been announced by Eriez Mfg. Co., 
Erie, Pa. The unit is said to be versatile 
in such applications as the holding or 
controlling of parts in handling and con- 
veying operations,-or employed as a sep- 
arator to remove iron fines or small tramp 
iron. 

Powered with Erium 25, a ceramic V 
barium ferric oxide magnetic material, the 
Magna-Bar is said to be the most power- 
ful magnet of its size yet developed. In- 
cluding the steel pole plates permanently 
bonded to the Erium element with an 
epoxy resin, the unit is 1 by 1l-inch in 
cross section. It is obtainable in standard 
widths of 4 through 72 inches, in two-inch 
increments, and is supplied with nonmag- 
netic stainless steel mounting brackets 
adjustable from 4 to Y2-inch in depth, or 
removable for mounting the unit directly 


by the studs. 
ee 


Guide Lamp Announces 


Seven-Inch Headlamp 


Guide Lamp division, General Motors 
Corp., Anderson, Ind., has announced an 
improved sealed beam headlamp that is 
said to produce “more light, aimed right" 
for automobiles that do not have the four- 
lamp headlighting system. 

The seven-inch lamp will provide more 
light and better illumination in the lower 
beam for two-headiamp vehicles. The lamp 
carries the trade name, ‘“‘Guide T-3 Power- 
beam 50 Headlamp,” and may be identi- 
fied by the numerals “50" impressed in 


the lens face. 
* * 





DIAL INDEX MACHINE —A special three-way dial index machine that mills, drills, 
chamfers and reams malleable iron automotive differential carriers at a rate of 85 
Pieces per hour at 100 percent efficiency has been developed by Snyder Corp., 3400 


E. Lafayette, Detroit 7, Mich. 


The machine is said to utilize cross-feed heads in all work stations to carry out 
face milling at one station; drilling and reaming operations at the second station, and 
the milling of pedestal pads in two positions at another. 


Technical Personnel 


Stewart-Warner Appoints 


Schmid, Simkus to New Posts 


Appointments to two newly cre- 
ated manufacturing managerial 
positions in Stewart-Warner Corp. 
have been announced. They are: 


Walter Schmid, from chief proc- 
ess engineer to manager of manu- 
facturing engineering, and John 
Simkus, superintendent of all Al- 


Device That Sorts Metals 


Is Developed by Knolls Lab 

SCHENECTADY, N. Y.—A de- 
vice which sorts different metals 
that look alike without costly, time- 
consuming and complicated testing 
has been developed at the Knolls 
Atomic Power Laboratory. 

The simple, inexpensive tester, 
which can be used by anyone with- 
out special training, quickly differ- 
entiates between inconel and stain- 
less steel, zircaloy-2 and zirconium, 
and zircaloy-2 and hafnium, the 
firm said. 








emite & Instrument division assem- 
bly operations and departments. 


* * * 


New Post for Ripley 


Troy Blanket Mills, Troy, N. H., 
whose products include molded trim 
material for the interior of auto- 
mobiles, has named F. Fuller Ripley 
vice-president in charge of devel- 
opment. His former duties as treas- 
urer have been assumed by George 
H. Ripley, company president. 

” * + 


AC Appoints Roat 
Howard L. Roat has been named 
works manager of AC Spark Plug 
division operations in Milwaukee. 
He formerly was manufacturing 
manager for AC in Flint. He joined 
the division in 1933. 


Guhl Named Engineering V-P 


Of National Vulcanized Fibre 


Henry C. Guhl has been elected 
engineering vice-president of Na- 
(Continued on Page 27, Col. 1) 





Engineering and Production 
New Products 


Rack-Pinion Steering Unit 
Announced by Superior 


Superior Ball Joint Corp., Trier Rd., Fort 
Wayne, Ind., has announced the design 
and production of a packaged rack-and- 
pinion control assembly, consisting of four 
sealed ball joints, the rack-and-pinion, and 
assembly hardware. 


Superior claims that the rack-and-pinion 
can reduce the end cost of many steerable 
products, even below those presently using 
cruder control techniques. The design is 
flexible enough for installation in a variety 
of vehicular types and sizes, and its ‘‘pre- 
fabricated" nature greatly simplifies as- 


sembly problems, it is said. 
ee. 















Epoxy Based Paste Material 
Available for Industry Use 


Ren Shape, an epoxy resin based paste 
material for industry applications, has been 
announced by Ren Plastics, Inc., 5422 S. 
Cedar Rd., Lansing 2, Mich. 
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consuming job of replacing a leaky main 
bearing seal. 

Ordinarily, the engine must be removed 
and the crank shaft disassembled to get 
at the packing, so that the job requires 
14 hours. 

Without removing the engine, Meyer 
provides a hook with a handle that can 
pull the packing around and out of its 
chonnel, it is said. The gripper is then 
collapsed and pushed back through the 
packing channel, with a fresh section of 
packing engaged by the exposed end of 
the gripper and pulled through. 

* * * 


Aeroquip Cable Tensioner 
Offered for Cargo Tie-Down 


An Aeroquip 2664 Cable Tensioner for 
tying down heavy cargo has been develop- 
ed by General Logistics division, Aero- 
quip Corp., 2929 Floyd St., Burbank, Calif. 

The cable tensioner is a hand-operated 
| device. The company said 5,000 pounds of 
Pressure can be applied by one man by 
rotating the lever arm which locks auto- 


reached. 
* * * 


| Stacked Screen Filter Easy 
To Clean, Dynatech Says 


Uni-Screens, a stacked screen filter said 
to be easy to clean, have been introduced 
by Dynatech Mfg. Co., 17 Tudor St., Cam- 
bridge 39, Mass. 

The firm said the injection molded, 
nylon-support structure permits complete 
cleaning of both sides of each screen. The 
product also has a superior filter at lower 
cost due to the elimination of many stamp- 





| ing and crimping operations required with 
j older all-metal designs, Dynatech said. 


ROCHESTER, N. Y.—Photomi- 
crography of Metals, a reference 
guide for metallurgists, has been 
published by Eastman Kodak Co. 


The 46-page book is illustrated 
with photographs, charts and 
graphs. Written in layman’s lan- 


Ren Shape characteristics, including ease | guage, Eastman said, the booklet 
of mixing and application, fast curing and| contains six major sections which 


adhesiveness, point up many economies 
for users. Curing takes up to 30 minutes. 
Tests have shown that the product main- 
tains its dimensional stability with shrink- 
age of .003-inch to the foot. When sealed 
properly with a surface coat, it will not 
absorb moisture. 





Lift Truck Attachment Handle 
Tires Without Pallets, Banding 


A lift truck attachment that can handle 
car, highway truck and industrial tires in 
quantity without the use of pallets, skid 
platforms, containers or the necessity of 
banding the load has been developed by 
Yale Materials Handling Division, Yale & 
Towne Mfg. Co., 11000 Roosevelt Bivd., 
Philadelphia 15, Pa. 

A hydraulic rotating, clamp arrangement, 
the attachment can handle a variety of 
tire sizes and quantities up to eight, bulky 
11.00x20, 20-ply truck tires at one time, 
it is said. Tires are held securely in the 
attachment through the pressure of op- 
posed 65-inch long by 1042-inch wide steel 
pads. Range of the clamp is from 24 to 
48 inches in width, capacity is 1,800 
pounds. It can be fitted to any Yale lift 
truck of 3,000 pounds capacity or higher. 

* * 8 


Main Bearing Seal Kit 


Cuts Replacement Costs 


Ed Meyer of Ridgewood Auto Repairs, 
Inc., 136 S. Broad St., Ridgewood, N. J., 
has developed a short cut to the time- 


include detailed information on the 
metallographic microscope, illumi- 
nation, filters in metallography, 
photographic materials, exposure 
determination and processing and 
printing. 

* * * 


New Fluid Power Society 


_| Slates Apr. 21 Meeting 


MILWAUKEE.—The Fluid Power 
Society has been formed to bring 
together persons interested or en- 
gaged in activities which may fur- 


#ther the development and use of 


fluid power. 

The group’s first meeting will be 
Apr. 21 at the Statler-Hilton Hotel, 
Detroit. Membership is open to in- 
dividuals, and further information 
may be obtained from Barrett 
Rogers, executive vice-president, 
National Fluid Power Assn., 5595 
N. Hollywood Ave., Milwaukee 17, 
Wis. 


* * * 


Colleges Again Note Dip 


In Engineering Enrollees 


URBANA, Ill.—For the second 
consecutive year, enrollment in 
America’s accredited engineering 
colleges has dropped, according to 
the American Society for Engineer- 
ing Education. 


Last fall 240,063 students regis- 
tered in engineering; in 1958 there 
were 249,950, and in the fall of 1957 
the total was 257,777, the society 


said. 
of eo a 


New Machinery Ups Capacity 


50 Pct., Says Nylok-Detroit 


DETROIT.—Nylok-Detroit Corp., 
manufacturer of reusable self-lock- 
ing, sealing and adjusting threaded 
fasteners, has announced the devel- 
opment and installation of new spe- 
cial automatic processing and fin- 
ishing machines, which it says have 
resulted in a 50 percent increase in 


matically when maximum tension has been | 


Fig.1 





Fig. 2 


Micrometer Gage Locates 


| Rectangular Grooves 


The Truarc Groove Location Gage, devel- 
oped by Truarc Retaining Rings Division, 
Waldes Kohinoor, Inc., 47-16 Austel Pl., 
Long Island City, N. Y., is shown in Figure 
1. The micrometer gage is designed to 
measure the distance from the outer wall 
of a beveled or rectangular groove to a 
plane of reference 0.4-inch to 1.4-inch 
from the groove wall. The tool may be 


used for both internal grooves in bores 
|and housings and external grooves on 


shafts, it is said. 


The gage is supplied with the removable 
flange illustrated. The flange is designed 
to be affixed to the spindle to provide an 
artificial reference shoulder where none 
exists in the part being checked. The gage 
may be used for a number of different 
production set-ups involving either beveled 
or rectangular grooves or combinations of 
the two. A typical double-groove arrange- 
ment for which the tool is ideally suited is 





Engineering Briefs 





illustrated in Figure 2. 





productive capacity of its nearby 
Troy plant. 

The new machines are said to be 
the first ever made capable of ap- 
plying locking-sealing nylon pellets 
to any type or size of threaded part 
in both long and short production 
run quantities on an efficient, eco- 


nomical basis. 
K * * 


New Coating Process Used 


MINNEAPOLIS.—A new process 
said to hard-coat aluminum parts 
10 to 50 times faster than conven- 
tional methods has been announced 
by Toro Mfg. Corp. Heart of the 
process is its ability to utilize very 
high current densities without 
“burning” the aluminum, the firm 
said. 





New Transistor— 


Robert R. Bockemuehl, right, senior engi- 
neer, points to a new cadmium sulfide 
transistor developed in General Motors 
research laboratories’ physics department. 
With him is Edward F. Weller jr., assistant 
department head, who directed the project 
to “‘transistorize"” cadmium sulfide crystals 
experimentally. Demonstrated successful'y 
in various electronic circuits, one is used 
as an amplifier, controlled by a beam of 
light in the “tunnel” at the rear next to 
the speaker box. Electrical properties of 
cadmium sulfide are greatly affected by 
light and other radiation, making it a 
unique circuit device. 
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tional Vulcanized Fibre Co. 

Guhl joined National in 1954 as 
manager of quality control and 
process engineering. He was named 
engineering manager in 1955. 

= * ok 


duPont Names Richard Head 


Of New Automotive Division 

Paul H. Richard, automotive liai- 
son representative of duPont’s Pe- 
troleum Chemicals division in De- 
troit, has been named head of a 
new automotive division in the com- 
pany’s petroleum laboratory. 

Succeeding him as Detroit liaison 
representative is Max W. Corzilius, 
who had been attached to the petro- 
leum laboratory as a research engi- 
neer. 7 


* 
U. S. Rubber Ups Eckert 
Dr. Charles F. Eckert has been 
appointed manager of elastomer re- 
search at U. S. Rubber Co.’s Re- 
search Center. He succeeds Dr. 
Marvin C. Brooks, who was trans- 
ferred to Detroit. 
* * * 


Bendix-Scintilla Names 


New Engineering Director 
Appointment of Stephen E. Greg- 

oire as engineering director of Scin- 

tilla division of Bendix Aviation 





W. J. Spengler 


S. E. Gregoire 


Corp., Sidney, N. Y., has been an- 
nounced by George E. Steiner, gen- 
eral manager. 

Gregoire, who has been an assist- 
ant director of engineering here for 
the past year, succeeds Walter J. 
Spengler, who has retired. Gregoire 
joined the division in 1939 as a de- 
signer. 

* * ok 


Case Promoted by Ford 


Thomas B. Case has been ap- 
jointed forward product evaluation 
manager of the Ford division. He 
joined Ford’s merchandising and 
product planning staff in 1950 and 
worked on the development of the 
Thunderbird and Falcon. 


Firestone Promotes Eight 
In Tire-Engineering Unit 


T. A. Robertson, former man- 
ager of tire engineering, heads 


Firestone Marks 
25th Anniversary 


Of One-Stop Store 


AKRON.—Firestone Tire & Rub- 
ber Co.’s Home and Auto Supply 
division has observed its 25th an- 
niversary, 

When the division was founded, 
Harvey S. Firestone said its ob- 
jectives were “to increase sales 
volume, to help dealers extend 
their business and to make it a 
bigger and broader field for them 
to work in.” 

He noted that the one-stop serv- 
ice stores marked the first time a 
complete auto-supply business had 
been combined with complete auto 
service, 

By 1936, a company spokesman 
said, the operation had achieved 
such wide acceptance that it was 
expanded to include supplies for 
the home as well as the car. Other 
items offered at that time included 
radios, small appliances, lawn and 
garden supplies and outboard mo- 
tors. 

Today these stores handle every- 
thing for the car, all major house- 
hold appliances, housewares, hard- 
ware, paint, garden supplies, 
recreation items, toys, radios and 
television. 

Several years ago a catalog-order 
department was set up so that cus- 
tomers could acquire merchandise 
not normally carried in stock. 





a list of eight receiving promo- 
tions in Firestone’s tire-engineer- 
ing and development department. 
His new title is manager of tire 
engineering and development. 


Others promoted are: R. P. 


Powers, manager of tire testing 


Cleveland Engineering Unit 


Plans Show for Inventions 


CLEVELAND. — The Cleveland 
Engineering Society will hold an 
inventions show June 20-24 to give 
inventors and their works a chance 
to be seen by manufacturers and 
investors. 

In addition to providing some 
practical outlet for inventions, the 
society expects the show to stimu- 
late interest in inventing. 





and advanced engineering; R. H. 
Finefrock, sales engineer; C. T. 
Reynolds, manager of mileage- 
tire development; J. H. Cox, man- 
ager of fleet and commercial test- 
ing; L. L. Baldwin, manager of 
sales engineering, truck tires; 
D. A. Clendenen, manager of man- 
ufacturers sales engineering and 
E. W. Mitchell, senior compound- 
er, steelcord and mileage tires. 

| * * * 


Dodge Promotes Kobus 


Raymond C. Kobus has been 
named production manager at the 
Dodge assembly plant. He had been 
|manager of manufacturing engi- 
neering. He succeeds E. C. Shawe, 
who has been named manager of 
Chrysler Corp.’s St. Louis assembly 
plant. 

* * > 


AMC’s Jorgensen Promoted 


In Engineering at Kenosha 


Clement A. Jorgensen has been 
appointed manufacturing engineer 








osha (Wis.) plant. He succeeds Don- 





ald H. Monson, who has been named 
works manager. 

Jorgensen, who joined Nash Mo- 
tors in 1945, had been in the master 
mechanic and plant engineering de- 
partments. 

* # * 


Chrysler Appoints Podges 
Quality Control Director 


Appointment of A. P. Podges as 
quality control di- 
rector for Chrys- 
ler Corp.’s car and 
truck assembly 
group has been 
announced by 
F. M. Glassford, 
group executive. 
Podges joined 
Chrysler in 1957 
following 23 years 
of service in the 
‘ automotive indus- 
A. P. Podges try, chiefly in 
manufacturing and quality control 





of American Motors Corp.’s Ken-| areas. In 1958, he was appointed 


production manager of the Imperial 





assembly plant, the position he held 
until his present promotion. 
* * * 


Lipe Joins Permafuse 
Cord Lipe has been appointed 
chief adhesives engineer for Perma- 
fuse Corp. He formerly was man- 
ager of the adhesives division of 
Chrysler Corp.’s Cycleweld division. 


* * ® 


Dodge Promotes Two 


E. H. Thorsby was named man- 
ager of manufacturing engineering 
and Arthur L. Yahrmatter succeed- 
ed him as superintendent of tool and 
process engineering at Dodge’s De- 
troit assembly plant. Thorsby joined 
Chrysler Corp. in 1936; Yahrmatter, 


in 1934. 
e. Be 


Truckstell Names Ivins 


Herbert L. Ivins has been named 
chief engineer for Truckstell Mfg. 
Co., Cleveland, maker of truck 
equipment. He formerly was project 
engineer for Ramset division, Olin 
Mathieson Chemical Corp. 


PREPARE for BIG REPAIR BOOM 
with this BASIC ENGINE TRIO 


Three of every 5 cars on the road—24 million in 1960—need engine 
reconditioning. In order to meet the demands for precise, fast work, 
modern tools are a must. Check yours . . . are you equipped to do 
the jobs quickly . . . correctly? You will be with AMMCO—tools 
and equipment that are profitably used by Engine Repair Specialists 
throughout the world. 


CYLINDER SURFACING HONE, Mode! 3800... big 
2” to 7” range fits small and standard cars, trucks and tractors. 
Works fast . . . 20 seconds per cylinder. Eliminates ring job come- 


backs . . . oversizing impossible. 
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RIDGE REAMER 
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NEW RIDGE REAMER, Model 7100... range 3” to 5”... 
handles canted, short stroke and conventional engine blocks. Re- 
moves ridge in seconds with extra-tough Carbide Cutter. Easy to 
use—No complicated adjustments. 


CYLINDER HONE, Model 500... range 244” to 4%”"— 
extensions available to 5%” . . . corrects tapered, out-of-round 
engine cylinders . . . self-lubricated . . . no flying dust. 


Prepare now for the big boom in engine repair. Ask your AMMCO 
Distributor for details on these and other AMMCO Tools 
Equipment. 
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AMNCO TOOLS, INC. 


2150 Commonwealth Avenue, North Chicago, Ill. 
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Sears Publishes 
Separate Catalog 
On Auto Items 


CHICAGO —Sears, Roebuck & 
Co. has issued its first catalog de- 
voted exclusively to auto parts and 
accessories. 

The 160-page book includes more 
than 10,200 items. Equipment is of- 
fered for U. S. cars dating as far 
back as the 1920 Cadillac and Olds- 
mobile and for cars that are no 
longer produced including the 
Stutz, Pierce-Arrow and Edsel. 

Also listed are parts and acces- 
sories for foreign cars, sports cars, 
trucks and motorcycles. 

Sears has been selling automotive 
items since 1905, although this is 
the first time that the automotive 
offerings have appeared in a sep- 
arate catalog. 

In 1905 when there were only 8,000 
cars using the nation’s 144 miles of 
paved roads, Sears offered a book 
titled “Horseless Vehicles, Automo- 
biles and Motor Cycles.” 

The company began selling cars 
in 1908 but dropped that line in 1912. 





Henri de Valois 
was fearless 
Jousts 


WW 


Few men at the Royal Court could hold their own against 
the man who became the King of France in 1547. One 
writer of the day said, ‘One might believe him all made 
of muscle”. Henri could afford to be fearless; his armor 
was a product of the most skilled craftsmen, as you can 
see from the helmet above, thought to have been his. 

People might think the art of working metal so skill- 
fully is lost today. It isn’t. Actually, the expert armorer 
might have learned a thing or two about fine metalwork- 
ing in a Timken® roller bearing plant. Surface smoothness 
in millionths of an inch. The finest bearing-quality alloy 
steel available. And we know steel. We’ve been making 
fine alloy steel for over forty years. 


Timken “Green Light” bearings mean: 


®@ Lower prices 


@® Lower warranty costs 


@ Lower costs of assembly 





Lifting the Lid— 


A young lady uses her knee to operate 
a trunk lid lifter on a car equipped with 
a central hydraulic system by Electric Auto- 
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Autolite Works on Many Components .. . 


Central Hydraulics Interest High 


(Continued from Page 24) 


using a minimum amount of space. 
Space saving would be of special 
value with an accessory such as 
power window lifts. 

In preliminary work with the 
automotive engineers in the past, 
Lewis has found that their most 
serious concern has been about the 


possibility of leaks in the system. | 


“We were told,” Lewis said, 
“that if the system leaks, it’s not 
worth a darn, and we went after 
this problem very intensely. I’m 
convinced we’ve found out how to 
make the hydraulic pistons tight. 
The solution is smooth, chrome- 
plated piston rods and smooth ‘O’ 
rings.” 

Another accomplishment of Lewis 
and his staff was the development 
of a system that will “fail safe.” 
If a hydraulic line is severed, only 
the fluid around the damaged line 
will leak out. 

In their work on central hydrau- 
lic systems, Autolite engineers con- 


|cluded that a “closed-center” sys- 
tem is best for cars. With this sys- 
tem, the fluid is kept under pressure 
until a valve is opened.'In the 


continually courses through the 
system, being diverted through a 
specific motor when power is de- 
sired. 
, * * * 
Se also has developed a 
long, slim accumulator for auto- 
motive use. With a closed-center 
system, an accumulator is required 
to keep the fluid under pressure 
when the engine is not operating. 


and bulky. 

Asked about the cost of a central 
hydraulic system, Lewis said: 

“If a car had power steering, 
power brakes and electric wind- 
shield wipers, the cost of power- 
ing these hydraulically would be 





no more than powering them elec- 
trically. Power steering would 








METROPOLITAN MUSEUM OF ART 





That’s why Timken tapered roller bearings deliver the 
kind of trouble-free performance that keeps your cus- 
tomers happy, the kind of bearing performance that cuts 
warranty and assembly costs in cars, trucks and busses. 
Your engineers know about this extra quality which 
costs you nothing extra. At Bucyrus, Ohio, we’re pro- 
ducing “Green Light” bearings—leading the way in 
high uniform quality, low bearing costs. For quality and 
service you can’t get anywhere else, specify ‘“Timken” 
instead of just a part number. The Timken Roller Bearing 
Company, Canton 6, Ohio. Cable address :‘“Timrosco”’. 
Makers of Tapered Roller Bearings, Fine Alloy Steel 
and Removable Rock Bits. 


tapered roller 


BETTER-NESS rolls on 


: * ) TIMKEN 


Generally, accumulators are short) 





make the biggest demand on the 
system, Air-oil suspension would 
also tie in nicely.” 

Among the other car accessories 


“open-center” operation, the fluid; that could be operated by a central 


hydraulic system are the air con- 
ditioning and heater blowers, trunk 
lid lifter, seat shifter, hydraulically- 
operated generator, window lifts, 
tank-mounted fuel pump, parking 
brake, convertible top lift and horn. 


* * * 
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Seat Shifter 








bearings 





Window Lift 


Pure Oil Plans 
June Experimental 


Economy Trials 


CHICAGO.— The second annual 
Pure Oil experimental economy 
trials for modified cars will be held 
June 28-29 at the Daytona Inter- 
national Speedway, Daytona Beach, 
Fla. 

The contest is open to any U. §. 
built vehicle with 1) a minimum 
gross weight, excluding the driver, 
of 2,400 pounds; 2) a hub-to-hub 
wheelbase of 100 inches or more; 
3) a four-stroke/cycle gasoline en- 
gine with at least four cylinders. 

Cars must maintain a minimum 
average speed of 15 miles per hour 
during the event, 

Last year’s winner, Gene Stokes, 
got 68.6 miles per gallon out of a 
modified Studebaker Lark, To cut 
rolling friction he carried 75 
pounds air pressure in the tires, 
used a special carburetor and 4 
lightweight lubricant in the wheel 
bearings, and had the motor tuned 
for maximum economy. 

The event, to be conducted under 
the supervision of NASCAR, will 
carry a winner-take-all prize of 
$1,000. It is being limited to 30 en- 
tries. 


Steel-Building Producer 


Bares Expansion Plans 

WICHITA.—Construction of 4 
new 25,000-square-foot plant and 
plans for continued long-range ex~ 
pansion have been announced by 
Valentine Mfg., Inc., producer of 
portable all-steel buildings. 

The company said many types of 
buildings have been added to its 
line, that is manufacturing in Eng- 
land and is negotiating for a similar 
agreement in Canada. Valentine's 
policy of direct sales to consumers 
has been replaced by a distributor 
setup. Four distributors have been 
named and four more will be ap- 
pointed. 
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they can do most jobs tubes can 
do, as well as many others. 

Asked about the future costs of 
semiconductor devices, he said, “Ul- 
timately, the price of transistors 
will be just a few cents—maybe 10 
or 15 cents, while the minimum 
price for a tube is about 33 cents. 

“Within the next two years 
transistors will be cheaper than 
tubes. Very shortly a regenerative 
situation will develop in regard to 
tubes. As the demand drops, the 
costs will rise, and the tube price 
system will progressively worsen.” 

He admits that some of the ap- 


plications he has conceived are a 


little “exotic,” but he listed them 
in order to be completely compre- 


hensive. 
* * * 


— are the 150 possible semi- 
conductor uses: 


RIED  dathcscviouiveensenndsinnevecvuniie 6 
BIEN scthsanssdsuspebyencrecovenrwissoopeyeteussenenn 8-9 
Ignition system .................00000 3 
Multi-tone horn for city and 
highway driving ...................... 4 
I IE decseiel ivacescesoubesevetsiccssese 1 
Air conditioning .......................... 6 
Voltage regulator ........................ 3 
Headlights relay ....................00... 2 
EE eh tcncclsensersen 0 eoxtescsienis 2 
Starter solenoid ............................ 1 
Headlight dimmer ...................... 5 
Rear-view mirror dimmer .... 5 
Garage door opener .................. 1 





























Leece-Neville, 50, 
Plans New Growth 
In Electric Field 


CLEVELAND. — A company 
whose research, developments and 
products have played a major part 
in the growth and advancement of 
the automotive and transportation 
industries commemorates the com- 
pletion of a half-century of busi- 
ness this spring. 

Leece-Neville Co., manufacturer 
of automotive electrical system 
components, developed the automo- 
tive alternator system, and is a 
major manufacturer of such equip- 
ment. 

Leece-Neville, said a spokesman, 
has prepared for its second 50 
years by marking a record year for 
peacetime sales and earnings, em- 
barking on a $1 million expansion 
program and by a substantial in- 
crease in its executive staff. 

Leece-Neville began as a small 
shop in Cleveland in 1910, organiz- 
ed to produce a motor-generator 
system for vehicles such as the old 
Haynes automobile. 

One of the next developments 
out of Ben Leece’s laboratory was 
an adapter kit mass-produced for 
the starter of the 1912 Model T 
Ford. 

Succeeding years saw develop- 
ment and production of the mag- 
netic switch, now called the sole- 
noid; heavy-duty cranking motors 
for trucks and buses, and the volt- 
age regulator. 

Today Leece-Neville operates 
three plants in Cleveland with 240,- 
000 square feet of floor space. Sales 
in 1959 amounted to just under $15 
million, an increase of 44 percent 
Over 1958. 


Ford and Chevrolet 


Cite Safety Records 


DETROIT.—Chevrolet last week 
honored its assembly plants in Van 
Nuys and Oakland, Calif. for 
achieving perfect safety records 
during 1959. 

The Oakland plant worked 2,458,- 
360 man hours and the Van Nuys 
plant totalled 3,486,994 hours with- 
out a lost-time injury. 

Plant managers received en- 
graved plaques signed by E. N. 
Cole, Chevrolet general manager. 

Ford Motor Co., meanwhile, re- 
ported that in all its plants, the 
safety record showed 1% lost-time 
injuries per million man hours in 
1959. The record, it said, was twice 
as good as in 1950. 

Ford plants in the past 10 years 
have received 682 National Safety 
Council awards, including 235 
Awards of Honor, highest citation 
given by the council. 

Ten world safety records were 
Set in the 10 years, Ford said. 








Two-way telephone .................... 30 
UREN: ssesscccrerecovessesesreweinesernece 30 
A device for warning of fuel 
IED» ccevevisinengineseescqsvorcenavesssenss 1 
Oil warning device ..................... 1 
Speed warning device .............. 1 
A device for warning of tire 

ee 10 
A device for automatically 

and completely handling the 

SID vvcceccssarnstctisstncnsveenivenenievssesveevie 30 


Thus far, only the radio and the 
alternator have been adapted to the 
electronic devices, but it’s generally 
agreed that the next major break- 
through will be the transistorized 
ignition, followed closely by the 
transistorized voltage regulator. 

*~ * * 


| ge ogress engineers have 
felt that the biggest advantage 
of a transistorized ignition is that 
distributor point erosion will be 
eliminated, but now there is a grow- 
ing belief that other dividends will 
also accrue. Among these are less 





economy. 

Apparently not satisfied with 
his list of possible transistor and 
diode applications, Madland has 
established a four-man automo- 
tive applications group that will 
work full time thinking up addi- 
tional uses. 


In addition, this group will have|@ 
the responsibility of developing a|_ 


working prototype of some automo- 
tive transistorized device every six 
weeks, for demonstration to auto- 
motive engineers and other inter- 
ested persons. 

This work will also be imple- 
mented at the newly-established De- 
troit semiconductor office of Motor- 
ola, 


Gross Estate of $443,308 |" 


Left by Dealer Klein 


BUFFALO.—A gross estate of 
$443,308.09 was left by Howard 
Klein, partner in Klein-Weil Chev- 








rolet, who retired two years before| New West Coast Base for Fiat— 


he died in 1958. 

A State tax appraisal showed the 
following assets: Cash, $224,956.37; 
securities, $180,237.57; insurance, 
$14,056.90; miscellaneous, $20,557.25, 
and transfers, $3,500. 





| MAGNESIUM 





New headquarters for the Western division of Fiat Motor Co., Inc., have been opened 
in Van Nuys, Calif. The 36,000-square-foot building houses administrative offices, a 
work shop, training school and spare parts depot. More than half of the building is de- 
voted to the storage of a $500,000 inventory of spare parts, carried for emergency sup- 
ply to distributors and dealers. The school, employing technicians from the Fiat plant 
in Turin, Italy, offers detailed courses to Fiat dealers’ service personnel. 





MAGNESIUM DELIVERS MORE 
DIE CASTINGS PER POUND! 


6 pounds of magnesium make... 








6 pounds of aluminum make... 





6 pounds of zinc make... 


This means you're getting substantially more for your money 
when you choose magnesium die castings. You get more 
volume per pound! You get more die castings per pound! 
Reason: aluminum is 50% heavier than magnesium—zinc is 
4 times heavier. 

You save on production costs, too, because magnesium can 
usually be die cast 50% faster than aluminum. This means 
that 2 die casting units can produce as much as 3. Mag- 





Remember .. . 


nesium can be machined faster too, with less wear on tools. 


Save all three—weight, production time and manufacturing 
costs—and get more die castings in the bargain by choosing 
magnesium for your die cast components! For more infor- 
mation check with your die casting supplier or write to: 
Automotive Development Engineering, Magnesium Sales « 
Department, 1101U3-28, THE DOW CHEMICAL COMPANY, 
Fisher Building, Detroit, Michigan. 


magnesium gives you fast production! The fact that magnesium can be die cast faster means you 


not only get more die castings per pound with magnesium, but you get more flexible production schedules, too! 





See the “DOW HOUR of GREAT MYSTERIES” on NBC-TV 


THE DOW CHEMICAL COMPANY - MIDLAND, MICHIGAN 












FORD FAMILY OF FINE CARS CLEARINGHOUSE « NO. 180 OF A SERIES 








FIRST ANNUAL ft 
FARM EFFICIE 
HONOR LEAD 





L. A. ABBOTT, Morrison, Ill., has 
grown 132 bu. of corn per acre, 
farm-wide, for past 23 years. His 
cost: 49¢ a bu. 








NEWELL ELDER, Springfield, 
Ohio, had 148% lamb crop, weigh- 
ing 95 Ib. at 44% months of age, a 
and a return per ewe of $40.87. a 


in American ag 


JOHN FARLEY, . Leland, Ill., fed 
out beef at cost of $16.50 per 
cwt.; got $153 return per $100 
worth of feed, had labor effi- 
ciency of 430 man-days of work 
per man. 





WILLIAM FIGI, Argyle, Wis., pro- 
duced 5,320 Ib. of milk per acre 
of pasture, with feed cost of 
$1.25 and feed profit of $2.25 
per cwt. of milk. 


LEWIS FOSSETT, Canton, Ga., 
produced broilers for 16¢ a Ib., 
fed only 2.4 Ib. of feed per Ib. 
of gain, and produced 509,000 
Ib. of broiler meat per man. 





ford Motor Company 


ee Jos Almanac 
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HAROLD L. HAWLEY, Weedsport, 
N. Y., produced 11,800 Ib. of 
milk and had labor income per 
cow of $243; produced 320,000 
Ib. per man. 





ORD ALMANAC 
INCY AWARDS 
NG FARMERS 


Recently, :at a special ceremony in Dearborn, Michigan, 
Henry Ford II presented the First Annual Ford Almanac 





HOWARD WAHLGREN, Elk City, 
Neb., grew 105 bu. of grain 
sorghum per acre, at cost of 73¢ 
and profit of 79¢ per cwt. 


Farm Efficiency Awards to twelve outstanding men who 


typify today’s progressive farmers. 


Ford Motor Company, recognizing the skill and efficiency of 
these outstanding farmers, is sending them on a tour of Latin 


America and the Far East. Through a mutual exchange of ideas 





with farmers in other lands, lasting goodwill can be created MERLE PETERS, Gouda Springs. 
. ° Kan., grew 41 bu. of wheat per 
which should reflect favorably on the company and its dealers. acre, at cost of 84¢ per bu., and 


profit of 98¢ per bu. 


We have long known the importance of farming to our 
nation’s economy—and have shown this awareness by manu- 
facturing the finest possible trucks, tractors and implements 
for the farm. The Ford Almanac Efficiency Awards are 
another example of our continuing effort to serve the national 
interests and to constantly build and retain goodwill for its 
dealers everywhere. 





HUGH NICHOLS, JR., Tchula, 
Miss., grew 1276 Ib. of cotton 
per acre, at cost of 20¢ a Ib., and 
a profit of 15¢ per Ib. 





FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
Ford e Falcon e Thunderbird e Comet e Mercury e Lincoln e 

Lincoln Continental e English Ford Line « Taunus e 

Ford Trucks e Farm and Industrial Tractors and Implements e 
Industrial Engines ¢ Aeronutronic—Products for the Space Age « 
American Road Insurance Company e Ford Motor Credit Company 


Co 


MOTOR COMPANY 


THE AMERICAN ROAD 
DEARBORN, MICHIGAN 





FLOYD MURPHY, Colfax, Calif., 
produced 260 eggs per hen, fed 
only 3.96 Ib. of feed per dozen 
eggs, and got 72% production. 





TOM MADDOX, Otterbein, Ind., NORBERT MEADE, Oxford, lowa, 
grew 63.6 bu. of soybeans per marketed 11.1 pigs per litter. His 
acre, at cost of $1 per bu., with feed cost was 9.16¢ per Ib. of 
profit of 83¢ per bu. gain. He fed only 3.07 Ib. of feed 


per Ib. of gain. 








| 
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Chrysler, AMC in Doubt... 


2 GM Compacts Plan 


Aluminum 


Engine 


(Continued from Page 24) 


duction, there are at least eight 
other aluminum engines in varying 
degrees of development, Among 
these are: A Chrysler Corp. V-8, a 
Cadillac V-8, an aluminum version 
of the current Buick engine, two 
Ford Motor Co. V-8s and a four- 
cylinder engine for Ford’s subcom- 
pact car, a Chevrolet V-8, and a 
Studebaker-Packard engine. 
* * * 


Antifreeze Solution 

ART of the confusion in recent 

months as to whether any alu- 
minum engines would be ready this 
year came from reports that tools, 
dies and machines for the Buick 
engine would not be delivered until 
Feb. 1, 1961, These reports were 
correct, except that they concerned 
the large aluminum engine that is 
slated for introduction on some ’62 


Buicks, and not the Buick-Olds 
compact-car engine. 

Subsequently, several stovies fol- 
lowed rationalizing this conclusion 
by saying that the aluminum en- 
gine projects were “bottlenecked” 
by several problems, chief among 
which was the lack of a suitable 
antifreeze. 

It’s quite true that the alumi- 
num engine has produced a num- 
ber of difficult problems for the 
auto makers, and some of these 
are still not completely solved. 
It’s also true that antifreeze and 
other coolant problems have ex- 
isted, but these are now generally 
considered to be less serious than 
originally was believed. 

In this connection, about 30 top 
GM engineers, including Engineer- 
ing Vice-President Charles A. 
Chayne and several divisional chief 





engineers, recently attended a two- 
hour presentation by engineers 
from Union Carbide Co., producer 
of Prestone, on how this antifreeze 
will work in aluminum engines, A 
similar presentation was also given 
for Chrysler Corp. engineers. 


oe + * 

A MAJOR point of these presen- 

tations is that prospective alu- 
minum engine buyers should not be 
scared off by fear of coolant prob- 
lems, but they should be cautioned 
that their aluminum engine will 
need more attention in this respect 
than their old grey iron engines, 
particularly in regard to their need 
for rust inhibitors during the sum- 
mer when water is the coolant. 

However, some of the automotive 
engineers have been made a little 
wary by the claims of several] anti- 
freeze producers that their product 
is all right for aluminum blocks, 
“but watch out for our competitors’ 
products.” 

By far the biggest problem in 
the development of aluminum en- 
gines at Chrysler and American 
Motors hag been the casting of 
suitable heads for the engines. 
Chrysler of Canada _ reportedly 
has dropped its aluminum engine 
project because of this problem. 

Both Chrysler and AMC are com- 





Woman's eye view of an extra sales point... 


the luxury and practicality 
in upholstery of Du Pont Nylon 


He knows all about cylinders and carburetors. But she keeps an eye out for style and 
value. That's why you're wise to alert her when the fabrics are made of Du Pont Upholstery 
Nylon. (This is easy to do, too, with three out of four new models featuring upholstery 
containing nylon.) Chances are she's enjoying nylon upholstery in her home right now. 
She knows, firsthand, about the durable beauty of nylon... its lasting luxury, and year- 
round comfort. Speak to her in her language ...and she'll help get the message across to him! 


dale 


N 


BETTER THINGS FOR BETTER 


Enjoy THE DU PONT SHOW WITH JUNE ALLYSON—Mondays at 10:30 p.m., EST, on CBS-TV 


taeda owen wu we” 












the casting has hardened, can «ase 

ily be broken up and washed out 

of the parts’ interior. But sand 

cores could not withstand the pres-" 

sures of up to 30,000 PSI that are” 

used in die casting. ; 
*” + * 


Needed: Right Glue 


OE solution getting much con- 
sideration from Chrysler and 
AMC engineers is to die-cast the 
head in two sections and to glue 
them together. 

Although metal adhesives have 
improved greatly in recent years, 
none has yet been found that will 
exactly do the job needed for a 
“sandwich” head. 

Said one casting expert, “If 
American Motors could find a 
suitable glue, their aluminum en- 
gine would be in production in 
nothing flat.” 

Another solutian, and one which 
Chrysler and AMC are loath to 
accept, is the use of the present 
grey-iron head with an aluminum 
block, There is some sentiment to 
accept this solution, especially 
among those who want to get alu- 
minum blocks on the road, regard- 
less. 

However, aluminum engine ex- 
perts say that some of the chief 
advantages of an aluminum engine 
—such as heat dissipation, ability 
to handle higher compression ra- 
tios and light weight—would be 
considerably neutralized by using 
an iron head. 

* + * 
= engineers also say that the 
different amounts of thermal 
expansion which would be induced 
in the aluminum block and iron 
head when the engine got hot 
would be a problem, Others say 
that this would not matter, point- 
ing out that iron blocks and alumi- 
num heads have often been used 

together in the past. 

Some other engineers have re- 
duced the problem of casting the 
head by selecting the permanent 
mold casting method for the block 
and the semi-permanent mold sys- 
tem for the head. This consists of 
using the steel molds customarily 
used in permanent mold casting 
plus sand cores for the more intri- 
cate areas. 

Casting authorities say that 
this is the more conservative 
approach, but it has the disad- 
vantages of producing castings at 
a slower speed and of requiring 
more manpower per unit. Perma- 
nent mold equipment only costs 
about half as much as die-cast- 
ing equipment, although the lat- 
ter process will produce three to 
four times as many castings in 
an hour. 

However, permanent mold cast- 
ing does offer a transistional proc- 
ess in which much of the same 
equipment can be used for machin- 
ing grey iron engines, with a grad- 
ual switchover to aluminum coming 
later. 

Then, when the bugs are elimi- 
nated from the engine and if @ 
market of sufficient proportions 
materializes, a subsequent switch 
can be made to die-casting. Taking 
this route would be cheaper initi- 
ally, although more expensive in 
the long run. 

cS 


















Engine Prototype— 


An_ engineer checks over an aluminum 
engine profotype at the Cleveland auto- 
motive research lab of Aluminum Co. of 
America. This prototype is a sand casting. 

2: 2 we 


mitted to die-casting the blocks. 
But it’s not feasible to die-cast a 
head because of the large, labyrin- 
thine water jacket in the relatively 
small casting. Die-casting is a mod- 
ern, high-speed, high-volume cast- 
ing method, but it can’t do this 
job without a considerable design 
change. 

With the current American grey- 
iron heads and blocks, sand-casting 
is employed. This consists of using 
sand molds and cores which, after 


46. u. Ss. pat. OFF 


LIVING . . . THROUGH CHEMISTRY 


* 


Both Tried at Ford 

ORD has “fiddled” with both 

permanent mold and die-casting, 
probably indicating that it also will 
permanent-mold cast its initial en- 
gines, with a switch to die-casting 
later. 

Another advantage of die cast- 
ing, whereby a quantity of molten 
aluminum is shot under pressure 
into a die at rather high speed, is 
that this process permits faster 
chilling of the aluminum, which 
produces a tough skin on both sides 
of the casting. 

This faction of the casting fra- 
ternity says that in addition to 
producing stronger castings, the 
quick “chill” and high pressure 
used in die casting also consid- 
erably reduces the casting’s po- 
rosity. Coincidentally, porosity 
has been a major concern of GM 
engineers, both in the develop- 
ment of this engine, as well as 
the Corvair’s low-pressure perm- 
anent mold engine. 

The amount of porosity in the 
engine castings will dictate the 
type impregnation they will require. 
This can vary considerably in re- 
gard to expense and time, It’s gen- 
erally agreed most of the aluminum 
engines produced for some time 
will have to be impregnated in 

(Continued on Page 34, Col, 3) 
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some way to eliminate any undue;be solved by the auto makers’ en- 
porosity. gine development groups is the 
e2 . 2 need to produce these light-alloy 
ANOTHER minor, but surprising | engines profitably, meaning at 
problem confronting some of|about the same cost as the grey 
the aluminum engine developers | iron engines are produced. Although 
eee a6 
high thermal conductivity. 

Until these engines were actually . 
produced, this characteristic was| Thermo-Electric Generator 
considered as strictly an advantage,| CLEVELAND.—Development and 
the reasoning being that the| production of a new thermo-electric 
quicker you conduct heat from an| generator, for small power require- 
engine, the better and quieter the| ments of long duration, has been 
engine will function. |announced by Pesco Products divi- 

However, it’s been found in | sion, Borg-Warner Corp. 
some cases that this heat can be The generator takes heat from an 
conducted to areas where extra (outside or built-in source and 
heat is not wanted, such as the | changes it to an electrical energy 
intake manifold and the fuel | power supply, and can be designed 
lines, This could lead to poor fuel | into a compact capsule “possibly as 
mixture and vapor lock, small as a standard flashlight bat- 

An additional problem that must! tery,” Pesco said. 


Pesco Products Announces 





A Tough Nut to Crack— 

Rambler's single-unit construction was credited with saving the driver of this car 
from injury when a delivery truck was hit by another car and toppled over onto the 
‘59 Rambler on a Boston expressway. The Rambler's roof and rear fender were only 


slightly damaged. 








DELCO eis 


The products are the same... the difference is the name—Delco Moraine. Now every product that 
comes off our family tree (formerly Moraine Products Division of General Motors) bears this new name 
for quality automotive parts. It’s a name you can trust, too. For it’s backed by almost a quarter of a 
century of experience in the manufacture of such dependably made products as engine bearings, 

sintered metal parts, brake assemblies, power brakes, brake fluid, porous metal filters and friction 


materials. So be sure to remember our new name. It’s DELCO MORAINE 


Delco Moraine, Division of General Motors, Dayton, Ohio DEPENDABLY MADE 








— 


aluminum costs more, it permits 
many compensating economies such 
as less machining, faster machining 
and longer tool life. 

* * 


Europe Far Out Front 

At THIS point it’s appropriate to 
ask: “Why are the U. S. engine 

builders having so many probicems 

when the European auto makers 

have been making successful alu- 

minum engines for many years?” 

Discussing this question, one ex- 
pert said that an important fact in 
the U. S, is that aluminum casting 
must compete against the very 
economical and proficient grey iron 
casting methods, whereas grey iron 
competition is not so formidable in 
Europe. 

Another fact is that many of 
these problems are simply grow- 
ing pains that arise because U.S. 
engine builders haven’t the years 
of experience that the Europeans 
have, After all, the high cost of 
gasoline, vehicle taxes and mini- 
mal purchasing power drove the 
Europeans to lightweight power 
plants years ago. 

A recognized leader in aluminum 
casting in this country said Italy 
is the most advanced country in 
casting aluminum, followed by 
France, Germany, England and the 
U. S. 

If anyone still doubts that the 
aluminum engine era is upon us, 
all they have to do is to lift the 
hoods of the 400 to 500 test cars 
with aluminum engines now being 
operated in the streets of Detroit 
by the engineers of the auto mak- 
ers and their suppliers. 

While the coming U. S,. aluminum 
engines will vary considerably in 
how they are made, they will be 
quite similar in that they will all 
have iron cylinder liners, ductile 
iron crankshafts, steel cams, valves, 
pans and push rods. 


Steady Speed 
Urged to Save 
On Fuel Costs 


DAYTONA BEACH, Fla. — The 
driver who took top honors in the 
NASCAR Pure Oil economy trials 
gave some advice to motorists tired 
of big auto fuel bills. 

Tommy Thomas, Corona del Mar, 
Calif.. who drove an overdrive- 
equipped 1960 Rambler American 
sedan to victory, averaging 51.28 
miles per gallon, said motorists 
“waste up to one-third of the gas- 
oline they buy because of improp- 
er driving and maintenance habits.” 

It was pointed out, however, that 
the motorist can’t expect to dupli- 
cate the economy achieved in the 
trials, run under ideal conditions by 
expert drivers. 

“Maintaining a steady speed is 
much more efficient than fluctuat- 
ing between high and low speeds,” 
he said. “Keeping an even pace also 
is less wearing on the nerves.” 

A motorist who screeches away 
from a light only to have to jam 
on his brakes a few blocks later is 
bound to feel the results in his 
pocketbook, he said. 

Weight of lubricants recommend- 
ed in the owner’s manual should be 
used, Thomas said, since heavier oil 
increases “drag” and therefore cuts 
‘into economy. Another cause of 
drag are improperly adjusted 
brakes, he said. 

Regular-grade fuel is reeommend- 
ed for compact cars and the owner 
who uses the more expensive grade 
is wasting his money, Thomas said. 

“In general, by using common 
sense in both driving and mainten- 
ance, a car owner will find his 
monthly gas bill substantially re- 
duced,” Thomas said. 









Encyclopedia Describes 
Jobs in Manufacturing 


MILWAUKEE.—An Encyclopedia 
of Job Descriptions in Manufactur- 
ing has been announced by Ameri- 
can Liberty Press, Inc. It was writ- 
ten after four years of research 
with more than 25,000 executives, 
the firm said. 


The publication lists the respon- 
sibilities of each job in all types of 
manufacturing, the firm said, and 
the education and experience re- 
quired for each. 








135 HP 4-wheel-drive TOYOTA LANDCRUISER 
(available in hard or soft top models), most 
powerful — most saleable — sports/utility 
vehicle in the world. 










4-door, 6-passenger CROWN CUSTOM sedan, 
F smartly styled and engineered for the American 
4-door CROWN CUSTOM station wagon, 2nd to buyer. Numerous selling features normally found 
















none in style, comfort and sound /safe only in the world’s most luxurious automobiles. 
construction. 25% more load capacity than Heavy double-body construction—big car comfort 
any wagon in its class. One hand rear window —small car economy. 






and tailgate operation. Big wagon capacity, 
small car economy! A fast moving, high profit leader. 


new 1960 complete line of Toyota products... 


NOW AVAILABLE for immediate profits 
TOYOPET 


& 
com p lete lin € for every segment of the market. 
higher g fits higher net profits 
ca 
6-months 6000 im i les warranty — quick, efficient dealer-distributor relationships. 
* a 
e * , - - as . 
promotion, publicity, merchandising and advertising campaigns. 

HA ore pa rts per car available in the USA than any other import — warehoused nationally by Toyota. 


Pp LU S many bonus programs, individual dealer advertising placed by the distributor, cost-free display 
een crear materials and sales aids — continuous multi-phased dealership merchandising programs. 


qj lla lity f rod ucts manufactured and distributed by one of the world’s great automobile companies (our plants 


are the most advanced and modern automobile manufacturing facilities in the entire world), 
a complete line designed specially and expressly for the exploding Compact Car Market. 
As a reputable dealer in your area, you will be proud to join the hundreds of successful 
Toyopet dealers coast-to-coast — to become a part of the progressive team offering quality 
products priced for immediate selling . . . priced for immediate dealer profits. 
Write or call now while choice franchise areas are still available. 


get full details LOS ANGELES (Mr. F. Mullen) 8701 Beverly Boulevard, OL 7-2700 


SAN FRANCISCO (Mr. 0. Dahl) Room 205, World Trade Center, SU 1-7452 
NEWARK (Mr. H. Lane) 231 Johnson Avenue, BI 8-3450 
CHICAGO (Mr. E. Wehle) 2906 West Peterson Avenue, BR 4-6101 
SEATTLE (Mr. V. Petri) 11037 Fremont Avenue, EM 3-6502 
DALLAS (Mr. H. Holmes) 9795 Twin Creek Circle, DA 1-5659 
MIAMI (Mr. L. Grooms) 2955 N.E. 7th Avenue, FR 7-2106 


ee 
coming Soon BONUS ADDITION TO TOYOPET LINE 


All new 4-passenger, 4-door quality economy sedan now in production. 
Competitively priced with the two import leaders — yet with 
incomparably more selling features — this high profit, high volume 
vehicle will be the hottest import ever offered in this country. 

You are invited to be a part of the fantastic nation-wide advertising 
and promotion which will introduce this newest Toyopet. 
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Eaton Builds 


ee —Eaton Mfg. Co. | 
ter in Southfield, near Detroit, 


present facility in the city proper,” 


den, chairman and president. 

The new structure, of modern 
design and architecture, will cost 
around $1,250,000 for building 
and equipment, and is expected 
to be completed late this year. It 
will replace the present quarters 
in Detroit. 

Containing 28,751 square feet of 





Eaton's New Research Center— 

This is an architect's drawing of Eaton Mfg. Co.'s new research center in Southfield, 
Mich., near Detroit. The new structure will cost an estimated $1,250,000 and will 
contain 28,751 square feet of working area. It is expected to be completed late 
this year. 


present 18,694 square feet, including 
2,700 of outside leased area, 
new center will be capable of proc- 
essing considerably more work 
than present facilities will permit 
and will make possible the fulfill- 
ment of a program to broaden our 
activities into new fields of re- 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


GMAC 


yh GENERAL MOTORS ACCEPTANCE Soc 


TIME PAYMENT 


New Detroit Center... 


will start construction soon of 
a@ new and expanded research cen- | 


“which will afford about 50 per-| 
cent more working area than our) 


it was announced by John C, Vir-| 


working area as compared with the | 


“the | 





for Research 


search and development,” Virden 
said. 


| completion of the Southfield facil- 
ity, “the laboratory will be known 
as the Eaton Research Center, and 


'Tapco Engineering Center 


'To Be Named for Colwell 

CLEVELAND.—The campus-type 
engineering center now under con- 
| Struction for the Tapco Group of 
|Thompson Ramo Wooldridge, Inc., 
|mear the Tapco plant in Euclid, 
| will be named in honor of Vice- 
| President Arch T. Colwell, who has 
| headed the firm’s engineering re- 
search and development activities 
| for 30 years, 

First three buildings of the multi- 
unit facility are near completion 
|} and one is already 80 percent oc- 
cupied by personnel of the Tapco 
_ Group Materials Laboratory. 





Winning MORE TIME BUSINESS comes from better Time Sales 


Management. A 5-Step Program is used by General Motors 


Dealers who are “stepping” up results from time sales control. 


Ask your GMAC representative for complete 


information. 


Avoilable to Dealers in CHEVROLET » PONTIAC + OLDSMOBILE » BUICK + CADILLAC new cars and used cars of all mokes 








— 


will continue under the direction of 
Sidney Oldberg as director.” 


* oa + 
— operates another research 
and development center in 
South Euclid, O.. a suburb of 
Cleveland, known as the Eaton 
Technical Center. This is under the 
|direction of Andrew §&, Gill jr, 


| manager. Both centers functi 
Virden also announced that upon | - = + 


under the staff responsibility of 
B. L, Boatner, Eaton’s engineering 
administrator. 

The new Eaton building in 
Southfield will be in the form of 
an irregular H, The rear leg of 
the structure will be 20 feet in 
height and planned, as is the en- 
tire building, on a 5-foot module, 
This module will afford complete 
internal flexibility and external 
expansion, according to Giffels 
and Rossetti, Detroit architects, 
Exterior walls will be constructed 
of a combination of face brick, 
cinder block and precast concrete 
panels with glass aggregate sur- 
face, The connecting wing and 
front leg will be approximately 13 
feet high and will have a liberal 
amount of glass and aluminum ex- 
terior walls, Precast concrete pan- 
els with quartz aggregate surface 
form the end walls. The facility 
will be air conditioned in the office 
and laboratory areas. 








1014 Million Hours 
Of Training Given 
At GM Centers 


DETROIT. — General Motors has 
provided 10.5 million hours of spe- 
cialized instruction for its dealer's 
mechanics and other personnel 
since the opening of the first GM 
Training Center in 1953. The cor- 
poration operates training centers 
in 30 cities throughout the U. S. 

“There is a growing need for ex- 
pertly trained auto mechanics and 
other service technicians,” said 
Myrle St. Aubin, director of the GM 
service section. “Rapid technological 
advance and an exploding motor- 
vehicle population require quality 
service on an ever-expanding scale. 

“Awareness of this fact on the 
part of General Motors car and 
truck dealers is pointed up by the 
115,341 class registrations for auto 
mechanics we had during 1959,” he 
added. 

This training is disseminated to 
additional thousands when the 
service personnel return to their 
own dealerships and teach others 
what they learned in repair tech- 
niques, St. Aubin said. 

Auto service and repair instruc- 
tion alone totalled some 1,875,000 
hours last year, he said. In addition, 
the training centers provide instruc- 
tion for servicing GM’s nonautomo- 
tive products such as household ap- 
pliances, marine engines and 
“off-the-road” diesel-powered equip- 
ment. 


More Sillictusamie 
Charge Electrical 


Price Conspiracy 


PHILADELPHIA.—A Federal 
grand jury has returned another 
series of four indictments charging 
12 manufacturers of electrical 
equipment with price-fixing viola- 
tions of the Sherman Antitrust Act 
in connection with the sale and dis- 
tribution of various electrical de- 
vices and accessories. 

The indictments involved bush- 
ings, distribution lightning arrest- 
ers, intermediate lightning arrest- 
ers, station lightning arresters, 
arrestor-cutout combination units, 
insulators and open fuse cutouts. 

General Electric and Westing- 
house were named in each new in- 
dictment. 


Ohioan Applies for Patent 


On Protective Hood Shield 


WILINGTON, O.—B. John Heiser 
has applied for a patent on a pro- 


| tective hood shield for autos, trucks 


and tractors. The shield is tailored 
to fit the front of the hood and 
follows its contour, he said. 

He added that the shield is made 
of extruded Butyrate sheet which 
will resist calcium chloride and 
protect the hood from road oils, 
tar and salt. It will be marketed 
through auto dealers and distribu- 
tors, he said. 











Holiday families are miles ahead as new-car prospects 


..- 6,671 miles to be exact! Odometers in the average 
Holiday family car click off 15,971 miles every year 
— about two-thirds more than the U. S. average! It’s 
not surprising. Holiday families are constantly behind 
the wheels of their cars — taking more pleasure trips, 
more business trips. No wonder nearly half own two 
or more cars. (Thousands, in fact, own three cars. ) 


This selective audience is attracting more and more 
automobile advertisers. They know that, month after 
month, Holiday puts 900,000 affluent families in the 
mood to step out and really enjoy life — with both 
ideas and products. That’s why your advertising is not 
simply in Holiday — it is a part of Holiday! 

NOTHING MOVES PEOPLE LIKE THE HOLIDAY MOOD 






HOLIDAY 
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DEGREASER-CLEANER — Permatex Co., 
Inc., Huntington, N. Y., has announced the 
development of a chemical cleaning com- 
pound for degreasing of all metal parts 
and concrete surfaces. Permatex Degreas- 
er-Cleaner is marketed in two forms—con- 
centrated and ready-to-use—in a range of 
sizes. Shops that have a variety of de- 
greasing needs will find the concentrate 
the more versatile because it is diluted 
with kerosene or light fuel oil before use 
and the mixture proportions can be varied 
fo achieve the exact cleaning strength re- 
quired, it is said. The concentrate is avail- 
able in a one-quart and one-gallon can, 
@ five-gallon container, and a 53-gallon 
drum. 





NEW PRODUCTS 


been announced by Radio Corp, of 
America. 

A small bracket clamps to the 
dashboard with a single thumb- 
screw, and the radio snaps into 
place, An antenna, fitted with a 
suction cup, can be installed any- | 
where on the body of the car, and 
a weatherized lead-in wire connects 
the antenna with the dashboard 
bracket, 


ok 


* 


* 
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POLISHER—A two-speed electric auto 
polisher with reversing action has been an- 
nounced by Skil Corp., 5033 Elston Ave., 
Chicago 30, Ill. It's said to have four op- 
erating possibilities—a high or low speed 


| in either forward or reverse direction. This 


versatility reportedly makes the seven-inch 
Model 196 polisher ideal for use on every 


type car finish including acrylics. 
- s @ 









FENDER PANELS—To simplify body re- 
pairs 
Chevrolets, Schofield Mfg. Co., E. 222nd 
St., Cleveland 17, O., has produced two 
replacement panels. Designed to save re- 
pair time and costs, these latest additions 
to the 600 replacement panels in the Scho- 
field line are said to eliminate the need of 
replacing the entire factory part. Shown 
are P-343R, right, and L, (left) for repair of 
lower front sections on all 1955 two-door 
Chevrolets . . . P-346R and L for lower 
rear section on rear fenders of all 1955 





POWER BRAKE KIT—C. E. Niehoff & Co., 
Chevrolet models. 


4925 Lawrence Ave., Chicago 30, Ill., has 
introduced a line of power brake kits for 
the servicing of all cars and light trucks. 
These kits are said to provide all essential 
ports for a powerbrake overhaul. Niehoff 
offers six types of kits to fit Bendix, Mor- 
gine, Kelsey-Hayes and Hydrovac units as 
follows: Hydraulic section; vacuum section; 
poppet replacement, and major and minor 
kits. Major kits contain all parts necessary 
for unit reconditioning except piston pack- 
ing. Minor kits contain a minimum of parts 
most generally required. Poppet Valve kits 
contain poppet valve parts for complete re- 
placement, it is said. 
7 


* * 





TUNEUP KITS—Two tuneup kits have 
been announced by Auto-Test, Inc., 600 S. 
Michigan Ave., Chicago 5, Ill. Testers in 
these kits are the Auto-Test CAT-5 Cam 
Angle Tester and the VAT-9 Volt-Amp 
Tester. The CAT-5 checks cam angles and 
engine r.p.m. for 4, 6, and 8-cylinder cars. 
The VAT-9 switches from volts to amps 
and positive to negative ground without 
disconnecting. Its complete coverage is 
1/10 to 50 volts, in three voltage ranges: 
0-10, 0-20, 0-50 volts, -7 to 80 amps, it 
is said. The Mark |1V Combination Timing 
Light replaces two individual lights. Its 
automatic voltage selector adjusts to bat- 
tery input. It tests engines at low and 
high speed, low and high voltage, has 
zero time lag, it is said. 

me ere 


RCA Transistor Portable 


Can Be Used as Auto Radio 


A kit which enables an auto 
owner to install his own transis- 
torized radio on the dashboard and 
also use it as a portable radio has 





CAR TOP CARRIER—Regal Motor Prod- 
ucts, Inc., 6325 Grand River Ave., Detroit, 
Mich., has announced the ‘‘Adjust-Tu-Load” 
automotive top carrier. The unit is design- 
ed to fit domestic, compact, and foreign 
cars. The rack is made of cold-rolled tub- 
ing. The unit adjusts to seven different po- 
sitions lengthwise and five positions width- 
wise. lt also flattens out to handle bulky 
cargoes, it is said. Fully expanded, the 
rack adjusts to a maximum of 62 inches in 
length and 42 inches in width. Closed, its 


dimensions are 37 by 26 inches. 
ec os 





BATTERY FILLER—A battery filler equip- 
ped with a valve which automatically shuts 
off the flow when the proper levels are 
reached in the cells has been announced 
by United Motors Service Division, General 
Motors Corp., Detroit 2, Mich. The two- 
quart capacity filler is said to be acid- 
proof. Over-filling, spilling and splashing 
are said to be eliminated and battery serv- 
ice time cut up to half. The operator need 
not see the filvid level in the battery to 
use the filler. Pressing the nozzle into the 
cell filler hole releases the water. When 
the gurgling sound stops, the cell is filled 
to the correct level. As the filler is re- 
moved, the self-closing valve prevents 
dripping even if the filier is turned upside 
down, it is said. To refill, the filler nozzle 
unscrews. The filler is available through 
UMS distributors. 





in the rear fender area of 1955) j 


TIRE VALVES—A line of self-vulcanizing 
tire valves for replacement has been intro- 
duced by A. Schrader’s Son, Division Sco- 
vill Mfg. Co., 470 Vanderbilt Ave., Brook- 
lyn, N. Y.. Described as making tube valve 
replacement as easy as tubeless, the valves 
utilize Schrader's self-vulcanizing fluid with 
“Chemical Cure” which is supplied with 
the Schrader kits. ‘Chemical Cure" on tube 
valves is said to eliminate the need for 
vulcanizers, heat and smoke, and makes 
replacing a valve as simple as patching 
the tube. The valve replacements can, how- 
ever, be applied by hot-plate vulcanizing 
if desired. 





SERVICE MANUAL—Complete informa- 
tion on all American and Canadian-built 
cars is said to be available through the 
latest edition of National Service Data. 
The manual includes such phases of auto- 
motive repair as wiring diagrams, test 
procedures, and trouble-shooting informa- 
tion. The manual contains more than 3,000 
pages, many of which are illustrated with 
exploded views and repair procedures rec- 
ommended by the manufacturer. National 
Automotive Service, 142 Drumm St., San 
Francisco 11, Calif. 





VALVE LIFTERS—Thompson Products Re- 
placement Division, Thompson Ramo Wool- 
dridge, Inc., 6902 Cedar Ave., Cleveland 3, 
O., has announced the addition of mechan- 
ical lifters to its valve parts line. Lifters 
for practically all mechanical applications 
are included. Adustable lifters in this line 


feature hardened, self-locking adjusting 
screws. All lifters are hardness tested, and 
materials are matched to cam shaft ma- 
terials for perfect compatibility and long 


life. 


* * ” 


Belden Adds Two Types 


Of Cordlite Handles 


Two types of molded Cordlite 
handles assure the automotive serv- 
iceman a safer and more durable 











cord, according to Belden Mfg. Co., 
4645-T W. Van Buren, Chicago 80, 
Til. 

The molded-vinyl handle con- 
struction has UL approval including 
the side outlets on the handle, the 
firm said. The other addition to the 
Cordlite line is a molded phenolic 
type of construction which also is 
UL approved, the firm added. 


* * 





SEAT CUSHION—A heavy-duty seat 
cushion designed especially for persons 
who drive a lot has been introduced by 
Hinson Mfg. Co., Waterloo, la. Covered 
with a special weave of black and white 
heavy fibre on both sides, the cushion is 
reversible. It is available in two sizes—the 
regular size, No. 2000, which has an 18 by 
19-inch backrest and 18 by 16-inch cush- 
ion, and a jumbo size, No. 2002, measur- 
ing 22 by 20 inches and 22 by 16% 
inches. 





CARRIER—An aluminum luggage carrier 
for the Chevrolet Corvair has been an- 
nounced by Canell Co., 61 S. State St., 
Hackensack, N. J. Patterned after its line 


of carriers for the smaller foreign cars, 
this carrier follows the sweep of the Cor- 
vair roof. Made of highly polished alumi- 


num tube, and with plated clamps to hold 


it to roof, this carrier is shipped disas- 
sembled. 





POWER STEERING KiT—Aeroquip Corp., 
Jackson, Mich., has announced its Power 
Steering Kit No. 5190. The kit contains a 
coil of Aeroquip 2555 power steering hose 
and a variety of Aeroquip reusable fittings, 
everything needed to make dependable 
hydraulic pressure and return lines for 
power steering units on all makes of cars 
ranging from 1952 models to the latest 
trucks, buses, material handling trucks, 
and many other types of industrial and 
farm vehicles, it is said. With this basic 
inventory a mechanic can assemble.power 
steering pressure and return lines to any 
length and the only tools required for 
assembly are a wrench and a vise, it is 
claimed. 








FILTER TESTER—A side-by-side “light 
through” comparison of a used and new air 
filter cartridge is said to be afforded by a 
demonstrator-tester announced by Hastings 
Mfg. Co., Hastings, Mich. The unit, which 
folds compactly against the wall, saves 
bench or counter space. It operates at elbow 
level, with no stooping, according to the 
manufacturer. The tester is available to 
dealers with the purchase of an assortment 
of Hastings dry-type gis-cleaner filters. 
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AIR CHISEL—Albertson & Co., Inc., Sioux 
City, la., has introduced an air-driven 
chisel to be known as the Sioux Slugger. 
Major applications in auto service and 
body shops include quick removal of muf- 
flers, tail pipes, door posts, rocker panels, 
floor boards, grill bars and body panels. 
Attachments include a chisel, rivet buster, 
extension chisel, punch, scraper, metal 
punch, panel crimper, spot weld breaker, 
and metal cutter. Advantages are said to 
be savings in torches, and gas, less body 
filling, and less danger of fire or explosion. 
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CARBURETOR REPAIR KIT—An off-the- 
car carburetor cleanout and light repair kit 
to meet the majority of service require- 
ments has been announced by United Mo- 
tors Service Division, General Motors 
Corp., Detroit 2, Mich. The Off Kar Kit 
provides all necessary gaskets for disman- 
tling the carburetor during cleanout to- 
gether with light repair parts including 
needie and seat, pump plunger and boot, 
clips, float gages and cotter pins. 





TIRE PATCHES — Shaler Co., Wavupun, 
Wis., has added ‘‘cold patches"’ to its line 
of tube and tire material. Included in the 
“cold patch” line are: Self-vuleanizing 
patches for tubes and tubeless tires in five 
sizes, 8 ounces rubber solvent cement, 
chemical vulcanizing tubeless tire patches 
in two sizes, eight ounces chemical vul- 
canizing cement, four sizes rayon cord tire 
boots, red rubber boot cement in quart can 
and four sizes of two-ply tire boots, it is 
said. 






NEWSPAPER ads blanket America with the 


invitation to ‘Enjoy Springtime in a Rocket!” 







TV—RADIO commercials on “Dennis O'Keefe” and 
“Lowell Thomas” shows promote Rocket rides! 






A TIMELY NEW PROGRAM 
TO BACK OLDS DEALERS’ 
BIG SPRING SELLING DRIVE! 








Oldsmobile dealers are off and running for extra Spring sales—the 





kind that can put profits in their pockets! To help them achieve 






their goal, all Olds advertising, sales promotion and merchandis- 










MAGAZINE advertising, in full color, pictures the ing is geared to get new-car prospects into the showroom—and out 


fun of spending Springtime in an Olds! 





on the road behind the wheel of a Rocket Engine Oldsmobile! It’s 





always great to be with Olds...this Spring it will be greater than ever! 









You do better wh ou’re an 












DEALER 





DEALER WINDOW TRIM reaches motor- 


ists as they pass... helps pull ‘em in fora ride in an Olds! 






OLDSMOBILE DIVISION, GENERAL MOTORS CORPORATION, LANSING, MICH. 





AUTOMOTIVE NEWS, MARCH 28, 1960 


Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of 60s added and ’52s dropped in December, 1959. Prices of ’59s added and ’51s dropped in December, 1958. 
Figures alongside bars represent dollars. 






Prices marked with an asterisk 
indicate a unit equipped with an 
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FLINT 


Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of March 16. Even 
though we had a steady snow storm all 
afternoon we had what you would consider 
@ real good sale. Prices were down some 
but not drastically. Sold 201 cars from 304 
consignments. 

BUICK—’59 Electra 4-dr., $2,620* (ps), 
$2,300* (ps), $2,255* (ps); LeSabre 4- 
dr. hardtop, $2,365* (ps), $2,330* (ps), 
$2,275* (ps), $2,235* (ps), $2,215* 
(ps), $2,155* (ps), $2,120* (ps); 2-dr., 
$2,205* (ps), $2,050*; 4-dr., $2,080* 
(ps), $2,075*; 2-dr. hardtop, $2,080*; 
Invicta 4-dr. hardtop, $2,350* (ps). 


‘68 RM 4-dr., $1,665* (ps); Special 4-dr., 
$1,100. 

‘57 Super 4-dr., $1,250* (ps); RM 2-dr. 
Riviera, $1,180* (ps); Special 2-dr., 2 
at $1,115*, $1,050*; 4-dr., $1,120*. 

"56 Super 2-dr., $840* (ps), $720* (ps); 

(ps); 4- 

Riviera, $575*; 


Century 4-dr. Riviera, $800* 
dr., $675*; 


2-dr. 


. ALABAMA 





JOHNSON AUTO 


AUCTIONS 


Nashville, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








COLORADO 





Denver Auto Auction 
6% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 

Auctioneers: Geo. Workman—Bill Hauschildt 

Titles and Checks Guaranteed 

TWIN RING SELLING 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our l4th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


INDIANA 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 





MARYLAND 
BEL AIR—Bel Air Auto Auction. Ti- 


checks guaranteed. Cars group- 
fre 12 noon. Established 1947. 





cial 2-dr, Riviera, $655*; 4-dr., $585*; 
Estate Wagon, $585*. 
‘55 Super 2-dr. Riviera, $525*; Century 
4-dr., $440*. 
‘54 Special 2-dr. Riviera, $215*, $165*; 
4-dr., $145*. 
’53 Special 2-dr., $250*; RM 2-dr. Rivi- 
era, $135* (ps). 
CADILLAC—’'56 (62) 2-dr., $1,450* (ps). 
"55 (62) 2-dr., $985* (ps); (60) Special 
4-dr., $710* (ps). 
CHEVROLET—’60 Impala (8) sport coupe, 
$2,485" (ps). 
‘59 Parkwood (8) 4-dr., $1,850*; Bel Air 


(8) 4-dr, hardtop, $1,715* 
$1,535*; 2-dr., 


(ps); 4-dr., 

$1,515; Bel Air (6) 2- 
dr., $1,615; Brookwood (8) 4-dr., $1,- 
675*; Brookwood (6) 4-dr., $1,500. 

‘58 Corvette (8) conv., $2,100; Brookwood 
(8) 4-dr., $1,450*, $1,405*, $1,300*; 
Impala (8) 2-dr. hardtop, $1,440*; Bel 
Air (8) sport sedan, $1,415* (ps), $1,- 
340*, $1,275*; Biscayne (8) 2-dr., $1,- 
320*; 4-dr., $1,285*, $1,260*, $1,100*; 


2-dr., $1,320*. 
"57 Bel Air (8) 4-dr., $1,200*; sport 
2-dr., $915*; Bel Air 


coupe, $1,200*; 
(6) 4-dr., $1,000*; Two-ten (8) station 
$1,035*; 


wagon, $1,170*, 2 at $1,080", 

4-dr., $950*, $930*; 2-dr., $935", $915"; 

Two-ten (6) 4-dr., $1,010, $885*; Del- 

ray, $915*; 2-dr., $780. 
56 Two-ten (8) 2-dr., $800*, $790*, 


aN yCee 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just /. mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


STATE FAIR AUTO AUCTION 


19745 Ralston in rear of 19600 Woodward, 
Detroit 3. TOwnsend 9-4660-61-62. Same loca- 
tion—new facilities. 


EVERY TUES. & FRI. 12:00 NOON 











NEW JERSEY 
AAG he CARS veiod WEEK 


NO bien a : 


At the 


oe 


aon TTT n La 


NATIONAL AUTO 
DEALERS EXCHANGE 


MICHIGAN | 


$650*; station wagon, $760*, 
Two-ten (6) 4-dr., $585*; 
2-dr., $550, $205. 

’55 Bel Air (8) 2-dr., $605*; 
$535*; 4-dr., $385*; 
$550*; Two-ten (8) 4-dr., 
station wagon, $505, 


2-dr., $310. 
’54 Two-ten 4-dr., $250, $235, $215. 
'53 Two-ten 2-dr., $190; 4-dr., $155. 


’52 Deluxe 2-dr., $190 


CHRYSLER—’58 Windsor 2-dr. 
$1,550* (ps). 


DeSOTO—’57 Firedome 4-dr. hardtop, $1,- 


020* (ps). 
DODGE—’55 Coronet (8) 2-dr. 
$385*. 
EDSEL—’59 Ranger 4-dr., $1,465*. 
FORD—'60 Falcon (6) 2-dr., $1,725. 


’59 Galaxie (8) conv., $2,240* 


r., $1,975* (ps); 


dr., $1,800*; Ranch Wagon (6) 4-dr., 
$1,725*; Custom 300 (8) 2-dr., 
075. 

’58 Thunderbird (8), $2,355* (ps); 
try Sedan (8) 4-dr., $1,250*, 
Fairlane 500 (8) 2-dr., $1, 210°; 
300 (6) 2-dr., $1, 005°*’; Custom 300 (8) 


Fairlane (8) 2-dr., 
$980*, 


2-dr., $900*; 
"57 Fairlane 500 (8) 4-dr., 
(ps), $875*, $720* (ps); 
(8) 4-dr., $800*; 


$745, $725, $695; Custom (6) 


NEW JERSEY 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 


Dual Lane Sale—4 Auctioneers 
Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 





NEW YORK 


LAFAYETTE—Syracuse Auto Aucti 
Center of Empire State. Check 
Title Protection. (Wed.). 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 


Albany 5, N. Y. 
Ev. Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 








LU CAD, the Dealers’ Directory 


to Leading Auto Auctions. 





$670*; 
One-fifty (6) 


sport coupe, 
Bel Air (6) 2-dr., 
$540, $495*; 
$450; Two-ten (6) 


hardtop, 


hardtop, 


(ps); 
Ranch Wagon (8) 4- 


Coun- 
$1,155; 
Custom 


$800*. 
$925*° 
Custom 300 
Custom 300 (6) 2-dr., 
2-dr., 





and 


For Fast, 
Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. 


(Copyright, 1960, by Automotive News) 


$730. 
’56 Ranch Wagon (8) 2-dr., 
lane (8) 2-dr., $590* (ps), $505*. 


’55 Country Sedan (8) 4-dr., $485, $455*; 
Custom (8) 4-dr., $415*, $330; Fairlane 


(8) 2-dr. Victoria, $290*. 
’53 Custom (8) 2-dr., $115. 


HUDSON—’'55 Hornet 4-dr., $185*. 
MERCURY—’58 Monterey 2-dr. 
$1,300*, $1,225*. 
’57 Montclair 2-dr. hardtop, $940* (ps). 
’55 Montclair 2-dr., $505*; 
hardtop, $190. 
52 Monterey 4-dr., $140*, 


OLDSMOBILE—’59 (88) Super Fiesta 4-dr., 
(88) 2-dr. Scenic, $2,370* 
4-dr. Holiday, $2,- 
$2,015", 
$1,850* (ps). 
$975* 


$2,700* (ps); 
(ps), $2,185* (ps); 
205* (ps); 4-dr., $2,275* (ps), 
$1,825* (ps); (98) 2-dr., 
’57 (88) Super 4-dr., $1,160* (ps), 


(ps); (98) 2-dr. Holiday, $935* (ps). 

’56 (98) 2-dr. Holiday, $935* (ps); 4-dr., 
$680* (ps); (88) 4-dr., $720* (ps), 
$590*. 

"55 (88) 2-dr., $585*; 4-dr., $345*; (98) 
4-dr., $250*. 

"54 (98) 2-dr., $270*. 

’53 (88) 4-dr., $130*. 

PLYMOUTH—’59 Suburban (8) 4-dr., $1,- 

485; Savoy (6) 4-dr., $1,240 

"58 Belvedere (8) 4-dr., $1, 125° (ps); 
Savoy (8) 4-dr., $965*. 

’57 Suburban (8) 4-dr., $945*, $875*. 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Minutes from New York City| Sale, Rt. 5. Ph. 3-1564, Titles & 


checks guaranteed. Mon. 10 A. M. 


PENNSYLVANIA 


THREE WAY PROTECTION 


When You Do Business with the 
MANHEIM AUTO AUCTION 


You're protected from... 

1. Buying a lemon. You have the priv- 
ilege of a trial drive, to assure you 
that the car you buy is as repre- 
sented, before the sale is final. 
Stolen or encumbered cars. All titles 
are guaranteed by the auction man- 
agement. 

Receiving a bad check because auc- 
tion checks are issued. 
Sale 10:00 A.M. every Friday 


Manheim Auto Auction, Inc. 


Route 72, Manheim, Pa. 
MOhawk 5-2401 





Accurate Directions to 





$615; Fair- 


hardtop, 


Monterey 2-dr. 





"56 Savoy (6) 4-dr., $455, $325*. 
°55 Plaza (6) 2-dr., $115. 
"54 Plaza Suburban, $205; Savoy 4-dy, 


$100. 

PONTIAC—’59 Catalina 4-dr., $2,350* (pg); 
2-dr., $2,180* (ps); sport coupe, a 
150*, ” $850*, 

57 Star Chief 4-dr., $1,115* (ps); 
$1,110* (ps); Chieftain 2-dr, Cataling 
$915*. 

’56 Star Chief conv., $665* (ps). 

’54 Chieftain 2-dr. Catalina, $260* (ps), 
’53 Chieftain 2-dr. Catalina, $140*. 
RAMBLER—’58 American (6) 2-dr., $8499, 

’56 Custom Cross Country, $800*, 

’55 Deluxe Suburban, $425*. 

MISCELLANEOUS—’59 Ford Rancher, 
$1,000* (ps). 

’58 Ford pickup, $775. 

’56 Chevrolet %-ton panel, $600; Ford 4. 
ton panel, $250. 

’54 Chevrolet %-ton pickup, $405. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs. 
day. Prices are for sale of March 17. De. 
spite rain, snow and sleet a very respectable 
83 percent of all entries changed hands, 
Market continues to be firm with good deal. 
er activity. Sold 186 cars from 220 con- 
signments. 
BUICK — 


’58 RM 2-dr. Riviera, $1,490* 


(ps); Century 4-dr., $1,480* (ps); Spe- 
cial 4-dr. Riviera, $1,355*; 2-dr. Rivi- 
era, $1,275*. 

’57 RM 4-dr. Riviera, $1,090* (ps); Cen. 
tury 4-dr., $925* (ps). 

’56 Special 4-dr. Riviera, $810* (ps); 
Super 4-dr. Riviera, $555* (ps). 

’55 RM 2-dr. Riviera, $525* (ps). 

’54 Super 4-dr., $255*. 

CADILLAC—’58 (62) 2-dr. hardtop, §2,- 


800* (ps); 4-dr. hardtop, $2,425* (ps), 
"57 (62) 2-dr. hardtop, $1,780* (ps). 
’55 (62) 4-dr., $1,090* (ps), $960* (ps), 
CHEVROLET—’59 Impala (8) 4-dr. hard. 


top, $1,975* (ps), $1,900* (ps), $1,805* 
(ps); Kingswood (8) 4-dr., $1,860" 
(ps). 

'58 Brookwood (6) 4-dr., $1,420*, $1,300*, 
$1,220*; Brookwood (8) 4-dr., $1,245* 
(ps); Bel Air (8) 4-dr., $1,305* (ps), 
$1,295* (ps); Biscayne (6) 4-dr., $1,- 
225* (ps), $1,210*, $1,170*, $1,165*, 
$1,155*, $1,150*, $1,100*, $1,025; 2-dr., 


$1,035, $1,025, $1,025; Biscayne (8) 4 


r., $1,185*; 4-dr. hardtop, $1,170 
(ps); Yeoman (8) 2-dr., $1,220* (ps). 
’57 Two-ten (8) Delray, $800*; 2-dr, 
$725*; Two-ten (6) 2-dr., $675; Bel Air 
(6) 4-dr., $750*. 
'56 Bel Air (8) 4-dr., $860*; One-fifty (8) 
4-dr., $610. 
’55 Bel Air (8) sport coupe, $715*; Two- 
ten (8) 4-dr., $340*. 
’54 Bel Air 2-dr., $295*; Two-ten 2-dr., 
$210*. 
’53 One-fifty 4-dr., $225; Bel Air 2-dr., 
$200. 
CHRYSLER— "5S NY 4-dr., $1,625* (ps); 
Windsor 4-dr., $1,315* (ps). 
’57 NY 4-dr. hardtop, $1,035* (ps); Wind- 
sor 4-dr., $860*. 
’55 Windsor 4-dr., $535* (ps). 
DeSOTO—'58 Firedome 4-dr., $1,325* (ps). 
’57 Fireflite 4-dr., $1,075* (ps). 
’56 Firedome 4-dr., $690* (ps). 
DODGE—’60 Seneca (6) 2-dr., $2,025. 
"58 Coronet (8) 4-dr. hardtop, $1,300* 





| (Continued on Page 41, Col. 1) 





TEXAS 


a 





AMARILLO AUTO 
AUCTION, INC. 
3202 E. 10TH Phone: DR 2-9503 
WE PICK UP AND SELL 
FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 
Auction Checks Issued—— 


SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 











Need hard to get parts? Automotive News’ 
Want Ads get quick results. 





Crossroads 


. . . where they meet... 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 


tion . . . and on the pages of 


Automotive News. 


You will reach both groups 
through an ad in Automotive 
News. 





FO 
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"59 (60) Special 4-dr., $4,100* (ps); de 
t-dr,, Ville 4-dr. hardtop, $3,800* (ps), $3,- 




















































® 780* (ps), $3,750* (ps); (62) 2-dr., 
| Used-Car Auction Prices fay e-an haraon 3,000 Gin kar 
- = (ps); 4-dr. hardtop, $3,600* (ps); 4-dr., 
$3,550° (ps). reserve an rotec 
tee "58 (62) conv., $2,890* (ps). 
ina, 57 (62) 4-dr., $2,180*; conv., $2,000* 
if Pp 40) (ps), $1,985* (ps); 2-dr., $1,940* (ps); * 
(Continued from Page (60) Special 4-dr., $2,110* (ps). m 
(Ps), : - ’56 (62) Coupe de Ville, $1,480* (ps), e inves en oO your 
(ps); Custom Royal (8) 4-dr., $1,230* 57 Custom 300 (8) 4-dr., $870*, Custom $1,465*; 2-dr., $1,410* (ps); 4-dr., $1,- 
340°, (ps). (6) 2-dr., $790. 190* (ps). 
‘57 Coronet (8) 4-dr., eee (ps), $785*. | OLDSMOBILE—'57 (88) 4-dr., $1,040*. | ’55 (62) Coupe de Ville, $850* (ps). 4 5 car 
'56 Coronet (8) 4-dr., $565*. 56 (88) 4-dr. Holiday, $805* (ps). | CHEVROLET—'60 Corvair (6) 4-dr., $1,- m r . 
lero, ’55 Coronet (8) 4-dr., $450*. ’55 (88) 4-dr., $520*. 580. cu oO e e e 
FORD—’'59 Galaxie (8) 2-dr. a a $1,-| PLYMOUTH—’58 Savoy (8) 4-dr., $1,005. | = go (8) conv., ane (ps), >: 
845* (ps); Fairlane (8) 4-dr, Victoria, '57 Savoy (8) 2-dr., $715*; 4-dr., $700*. 90, $2,250* (ps), ,245* (ps), $2,- . 
he $1,790* (ps); Fairlane 500 (8) 4-dr.| °56@ Savoy (8) 2-dr.. $570, 240* (ps), $2,200* (ps), $2,170*, $2,- with a BLUE CORAL Treatment 
Victoria, $1,635* (ps). PONTIAC—’59 Catalina 4-dr, Vista, $2,- 150*, $2,145* (ps), $1,965; 4-dr., $2,- ‘“ + 99 i 
58 Fairlane 500 (8) 4-dr., $1,085*; Fair- 075*. | 270*’ (ps); sport sedan, $2,160* (ps); the Chromaphylactic treat 
lane (8) 2-dr., $890*; Custom 300 (8) | MISCELLANEOUS—’56 Ford ‘%-ton pick- Bel Air (8) 4-dr., $1,645*; Biscayne (8) 
4-dr., $1,045*, $970, $965; 2-dr., $930*; | up, $675. 2-dr., $1,600*, $1,450*; 4-dr., $1,460*; ment known the world over 
Custom (6) 2-dr., $865; Ranch Wagon | Brookwood (6) 4-dr., $1,550. . s . 
ure (8) 2-dr., $975*; Ranch Wagon (6) 2- CHICAGO | +58 Nomad (8) 4-dr., $1,570°: Bel Air (8) for its enduring protection of 
De- dr., $750. ; : * send 4-dr., $1,460* (ps), $1,405*; sport se- Ce 7 iokk 
ible '57 Fairlane (8) 2-dr, Victoria, $965* Arena Auto Auction. Sale every Tuesday. | dan, $1,290*; Brookwood (8) 4-dr., $1,- rylic and a present-day fin 2s. 
ids, (ps); Custom 300 (6) 2-dr., $705* (pS), | Prices are for sale of March 15. Sold 404 | 335*; Biscayne (8) 4-dr., $1,325*, $1,- 
eal- $535*, $490*; Custom (6) 2-dr., $685*,| cars from 667 consignments. | 235* (ps), $1,155* (ps); 2-dr., $1,280*, 
‘on $650*, $580*; Custom (8) 4-dr., $655;| BUICK—’59 Electra 4-dr, hardtop, $2,400* $1,215, $1,210*, $1,205*, $1,080*; Bis- 
Main (6) 2-dr., $550*. s (ps), $2,100* (ps); LeSabre 4-dr., $2,- cayne (6) 2-dr., $1,300*, $1,200*; 4-dr., 
90° 56 Country Sedan (8) 4-dr., $785; Fair- 020* (ps); 4-dr. hardtop, $1,970* (ps). $1,185*. 
ipe- lane (8) 4-dr., $665* (ps), $475*; 2-dr., ’58 Century 4-dr. Riviera, $1,550* (ps); "57 Bel Air (8) 4-dr., $1,205*; sport se- 
ivi- $425; Main (8) 4-dr., $525; Custom (8) Super 4-dr. Riviera, $1,545* (ps). dan, $1,160*, $1,150*; sport coupe, $1,- 
2-dr., $495*; 4-dr., $430; Custom (6) 4- ’57 Special conv., $1,300* (ps); 4-dr. Riv- 100*; Nomad (6) 2-dr., $1,135*; Two- 
ea dr., $380; 2-dr., $350. iera, $1,240* (ps), $1,150* (ps); 2-dr. ten (8) 4-dr., $890; Two-ten (6) 4-dr., 
’55 Fairlane (8) 2-dr. Victoria, $665*; Riviera, $885* (ps); RM 2-dr. Riviera, $775*; One-fifty (6) station wagon, | 
8); Main (8) 4-dr., $400*; 2-dr., $300. $1,010* (ps); Century 4-dr. Riviera, $885, $800. 
’53 Ranch Wagon (6) 2-dr., $225*. $1,000*. ’56 Bel Air (8) sport sedan, $970*, $925", 
PE . — '57 Imperial 4-dr., $1,565*| °56 Super 4-dr. Riviera, $840* (ps); Spe- $900*, $850*; 4-dr., $845* (ps), $820*; 
9 _ = #0 - cial 2-dr. Riviera, $650* (ps); Century 2-dr., $690*; Bel Air (6) sport sedan, 
1? iCOLN—'58 Premiere 4-dr., $2,085* 2-dr. Riviera, $575*. 785*. 
8). tae Capri 4-dr., $1,675° (ps). 55 Century 4-dr. Riviera, $655* (ps);| °55 Bel Aif (6) sport coupe, $805*; 4-dr., 
) 56 Premiere 4-dr., $960* (ps); Capri 2- RM 2-dr. i $620* (ps); Special $700; Bel Air (8) 4-dr., $750*, $640* 
8), . nr ‘ 2-dr. Riviera, $575*, $550*, $535* (ps). (ps); conv., $730* (ps); Nomad (6) 2- 
955* (ps). 
rt ss! capri 2-dr. hardtop, $110* (ps). 54 RM 2-dr. Riviera,’ $325* '(ps). dr., '$690*; Two-ten (8) 4-dr., $600*; AVAILABLE TO ALL CAR DEALERS 
3 MERCURY—'58 Montclair 4-dr. hardtop, | CADILLAC—’60 (62) conv., $5,275* (ps). (Continued on Page 42, Col. 1) 
aif $1,470* (ps), 
ye '57 Montclair 4-dr., $940*; Monterey 4- 
5¢ dr., $870*; 2-dr. hardtop, $750*. 
) ’56 Monterey 4-dr., $605*; 2-dr. hardtop, 
+ $405*: Montclair 2-dr. hardtop, $560*; 
3 4-dr., $400* (ps); Medalist 2-dr. hard- 
,.. top, $525. 
> ’53. Monterey 2-dr. hardtop, $150*, $120*. 
Qe OLDSMOBILE — ‘58 (98) conv., $1,726* 
(ps); 4-dr., $1,495* (ps); (88) 2-dr., 
. $1,540* (ps); 4-dr. Holiday, $1,525* 


ir (ps); 4-dr., $1,480* (ps). 
’B7 (88) 4-dr., $1,210* (ps). 
8) '56 (98) 4-dr, Holiday, $865* (ps), $550* 
(ps); (88) 4-dr., $650* (ps). 
‘55 (88) Super 4-dr., $700*, 
PACKARD—’56 Clipper 4-dr., $260*. 
’55 Clipper 4-dr., $195*. 
" PLYMOUTH—’58 Belvedere (8) 2-dr. hard- 
top, $1,160* (ps), $1,020* (ps); Sub- 
5° urban (8) 4-dr., $1,005; Savoy (8) 4- 
ys dr., $850*. $840; 2-dr., $585. 
3 ’57 Savoy (8) 4-dr., $785*, $775* (ps), 
$730*; 2-dr., $625*; Suburban (8) 2- 
dr., $780; Plaza (8) 4-dr., $535*; busi- 
ness coupe, $390*. 
’56 Savoy (6) 2-dr. hardtop, $500; Savoy 
(8) 4-dr., $440*. 
'55 Savoy (8) 4-dr., $430*; Belvedere (8) 
conv., $350*; Plaza (8) 4-dr., $290. 
i ’53 Plaza 2-dr., $135*. 
PONTIAC—’'58 Star Chief 2-dr. Catalina, 
$1,480*; Chieftain 4-dr. Catalina, $1,- 
3 390* (ps). 
’57 Star Chief 4-dr., $1,035*. 
’56 Chieftain 4-dr., $615. 
’55 Star Chief conv., $600* (ps). 
’54 Star Chief 2-dr. Catalina, $275* (ps); 
Chieftain 4-dr., $170". 
’53 Star Chief conv., $180* (ps); Chief- 
tain 2-dr., $100* 
RAMBLER—'59 Super (6) Cross Country 
4-dr., $1,495; Deluxe (6) 4-dr., $1,300*. 
’58 Super (8) Cross Country 4-dr., $980*; 
Deluxe (6) 4-dr., $955. | 
"57 Custom (6) 4-dr., $735*. 
STUDEBAKER - "53 Commander 2-dr., 
$145*. 
MISCELLANEOUS—’57 Chevrolet (8) %- 
ton panel, $475. 


, VALDOSTA, GA. 


Tom Hewitt Auto Auction, Inc. Sale every 
Friday. Prices are for sale of March 18. 
A lot of clean cars. Sold 75 percent of 200 
consignments. 

BUICK—’55 Special 2-dr., $390*. 

’53 Special 2-dr. Riviera, $575". 

CADILLAC—’'57 (62) Sedan de Ville, $2,- 
000* (ps); 4-dr., $1,575* (ps). 

CHEVROLET—’59 Impala (8) 2-dr. hard- 
top, $1,840; Biscayne (6) 4-dr., $1,- 


485*. 4é 9” 
'58 Bel Air (8) 4-dr., $1,340*, ave S own ese ae an man 
'57 Bel Air (8) 4-dr., $1,045*; One-fifty 





twos 
oS 


vi 
(6) 2-dr.; $850. 


Bae Pat bt wom (0 2 more new Car dealers the way to profit from leasing and renting. 


dr., 
’53 Bel Air 4-dr., $250* (ps). 
"51 Deluxe 2-dr., $130*. 


CHRYSLER '59 NY 4-dr., $2.210* (ps). Your interest, enthusiasm and profitable experience in leasing and renting 
or ses° — ee ee cars has made possible the success of CARS Rental System’s international 
FORD—'60 Gaiaxie (8) 4-dr., $2,340* (ps). program. Beginning with CARS “Seminars in the Sun’”—a practical 
’59 Custom 300 (8) 2-dr., $1,210. three-day session in leasing, renting and financing methods—many of 
nr . > 2 . . . . 
™ _— Sedan (8) 4-dr., $1,200 you have developed outstandingly strong, independent leasing and 
'57 Ranch Wagon (8) 2-dr., $1,015* (ps): rental businesses in your own area .. . and are a part of the only interna- 
Fairlane (8) 4-dr., $725°*. tional network of new car dealers participating in this profitable business 
'56 Fairlane (8) conv., $650*; 4-dr., with an unlimited future. 





$630* (ps); 2-dr., $585*, $460*; Cus- 


tom (8) 2-dr., $375. 
'S5 Fairlane (8) 4-dr., $575°. NOW ... SEMINARS IN THE SUN CONDUCTED WEEKLY! FULLY SUPPORTED BY 
= Custom (3) 2-ér., ad $390. on — NATIONAL CONSUMER ADVERTISING 





MERCURY—’58 Montclair 4-dr., $1,250*. As graduates of CARS “Seminars in the Sun,”’ you have a share in the 
53 } - 375*; 2-ar. ' s : 
eaten So leit ches tet toe), growth of the System, expressed by the need for weekly Seminars, to WATCH FOR THE SYMBOL 
, 8660". ; meet the demands of prospective new car dealer members. This decision OF THE ANTIQUE CAR 
ag Super 2-dr., $535*; (88) 4-dr., of the System’s Educational Board more than doubles the number of 
PLYMOUTH—'59 Fury (8) 4-dr., $1,575*. annual sessions—and insures that enrollment at each Seminar can be 
PONTIAC—'57 Star Chief 4-dr., $1,210*; small enough to permit individual attention to the problems of each new Phone LOgan 6-4321 or 
Chieftain 4-dr., $975*. car dealer in attendance. write for reservation 


MASON CITY, IA. 
Central States Auto Auction. Sale every THE SEMINARS ARE UNDER THE JOINT SPONSORSHIP OF THE = cars RENTAL SYSTEM, Box 7126 


Wednesday. Prices are for sale of March 


i. UNIVERSITY OF MIAMI AND CARS RENTAL SYSTEM. SESSIONS SUNRISE srarion, Forr LAuoERDALE, 


Special 4-dr., $990*. FLORIDA. IN CANADA: 145 YONGE STREET, 


CADILLAC 50, (62) 4-ar., $1,275 ARE HELD AT THE OCEAN MANOR HOTEL, FORT LAUDERDALE. — toronto 1, ontario 


CHEVROLET—'60 Bel Air (8) 4-dr., $2,-| 
325; Corvair (6) 2-dr., $1,715* 

*59 Impala (8) conv., $2,230; 4-dr., $1,- 
925*. 

’58 Impala (8) 2-dr. hardtop, $1,700; Bis- 
Cayne (6) 4-dr., $1,210; Biscayne (8) 
2-dr., $1,140". 

"57 Two-ten (8) 2-dr., $975*; Two-ten 
(6) 4-dr., $940 

"56 Two-ten (6) 4-dr., $750; Bel Air (8) 
Sport sedan, $690*, 

"55 Bel Air (8) 4-dr., $675*; Two-ten (8) 
4-dr., $655; Delray, $645 

FORD—'60 Fairlane 500 (8) 4-dr., $2,125*; 
j Falcon (6) 4-dr., $1,950*. 
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Two-ten (6) 2-dr., $580*. 
°54 Bel Air 2-dr., $520*; 


$375. 
OCHRYSLER—’'59 Saratoga 4-dr., $1,905* 


(ps). 
"57 Windsor 4-dr. hardtop, $1,160* (ps); 
4-dr., $790* (ps). 
DeSOTO—'59 Fireflite station wagon, $2,- 
055*; Firedome 4-dr. hardtop, $1,950* 


sport coupe, 


(ps). 
*58 Firesweep 2-dr. hardtop, $1,210*, $1,- 
175* (ps). 
*57 Firedome 2-dr. hardtop, $900* 
4-dr., $800* (ps). 
DODGE—'59 Custom Royal (8) 4-dr. hard- 
top, $1,900* (ps); Coronet (8) 4-dr 


(ps); 


$1,690* (ps). 

"58 Coronet (6) 4-dr., $980*; 2-dr., $940*. 

*56 Coronet (8) Suburban, $550*, 

*55 Coronet (8) 2-dr. hardtop, $530*. 

FORD—’60 Galaxie (8) starliner, $2,340* 
(ps); Galaxie (6) 4-dr., $2,120* (ps); 
Ranch Wagon (6) 4-dr., $2,075. 

"59 Thunderbird (8) 2-dr. hardtop, $2,- 
960° (ps), $2,855* (ps); Country Sedan 
(8) 4-dr., $2,095* (ps), $1,850*, $1,- 
755*; Galaxie (8) 4-dr. Victoria, $2,- 
030* (ps); conv., $2,025* (ps); 4-dr., 
$1,755*, $1,750* (ps), $1,695*; Fairlane 
500 (8) 4-dr., $1,680*, $1,640*; Custom 
(6) 4-dr., $1,565*; Fairlane (6) 4-dr., 
$1,410. 

°58 Fairlane 500 (8) conv., $1,425*; 4-dr. 
Victoria, $1,265* (ps); Fairlane 500 (6) 
4-dr., $1,050*; Ranch Wagon (8) 4-dr., 
$1,170*; Fairlane (6) 4-dr., $980*. 

*57 Fairlane 500 (8) conv., $1,115*; 4-dr. 
Victoria, $1,025*; Fairlane 500 (6) 4-dr. 





mr. car dealer: 
get 


The ONLY boats with 
a LIFETIME GUARANTEE! 


There is no slow season when 


you sell SPEED QUEEN BOATS. 


BOATS are BIG BUSINESS 
and you should look into a 
SPEED QUEEN franchise 
for yourself, 


Put 'em in the showroom, hang 
*em from the ceiling, block the 
sidewalk with 'em, but SHOW 


"EM and SELL 'EM. It's that ea 
. . . because, among other 


tremendous advantages, SPEED 
QUEEN BOATS are the only boats 


with a LIFETIME GUARANTEE 


FIND out why more car dealers 


are boat dealers, too! 


* “Miss Speed Queen” will help 


Victoria, $935*; conv., $915*; Country 
Sedan (8) 4-dr., $1,040* (ps); Ranch 
Wagon (8) 2-dr., $855*; Custom (6) 
4-dr., $655; Fairlane (6) 4-dr. Victoria, 
$625*. 

’56 Country Sedan (8) 4-dr., $770*; Fair- 
lane (8) conv., $715*, $455* (ps); 2-dr. 
Victoria, $470*; Fairlane (6) 2-dr.. Vic- 
toria, $650* (ps); Ranch Wagon (6) 
2-dr., $620; Custom (8) 4-dr., $480. 

'5S Fairlane (8) conv., $460*; Custom (6) 


4-dr., $440. 
’54 Crest (8) 2-dr., $400; Custom (8) 4- 
dr., $320*. 
IMPERIAL — '57 Imperial 4-dr., $1,720* 
(ps). 


LINCOLN—’58 Continental Mark III conv., 
$2,770* (ps).- 

’57 Premiere 4-dr. hardtop, $1,885* (ps), 

$1,790* (ps); 2-dr. hardtop, $1,550* 

(ps); Capri 2-dr. hardtop, $1,415* (ps). 


’56 Premiere 2-dr., $910* (ps); 4-dr., 
$900* (ps). 
MERCURY—’60 Monterey 4-dr. hardtop, 
$2,555* (ps). 
’58 Commuter 4-dr., $1,235* (ps). 
’57 Montclair 4-dr., $1,110* (ps); Mon- 


terey 4-dr., $920* (ps), $850*. 
’56 Monterey 4-dr. hardtop, $680* 
Custom 2-dr., $640. 
’55 Monterey 2-dr. hardtop, $690*; conv., 


(ps); 


$430*. 
OLDSMOBILE—’59 (88) Super Fiesta, $2,- 
725* (ps); 4-dr., $2,390* (ps); (98) 


conv., $2,550* (ps). 
’58 (88) Super conv., $2,000* (ps); Fies- 
ta, $1,980* (ps); 4-dr. Holiday, $1,700* 





sy 





you sell! She is making personal 
appearances around the country 


to help SPEED QUEEN dealers 


at the most important moment... 
THE POINT OF DECISION! 
EASIEST FINANCING .... can be 
—_— 


handled in the same way you 
handle your floor plan for 


automobiles. It's just like MONEY 
IN THE BANK! Write-wire-phone 
today . . . complete sales promotion 


package including window 


streamers, point-of-sale pieces, 
newspaper mats, national consumer 


advertising to help you sell. 


qu 
GLASTEX COMPANY, 6101 West 147th Street, Tinley Park, Illinois 
(WILL HORVATH, PRES., FORMERLY WITH GENERAL MOTORS AND KAISER-FRAZER CORP.) 


| 


| 





profits 
with 


(ps); 4-dr., $1,650*; (98) 4-dr. Holiday, 
$1,895* (ps), $1,850*, $1,800* (ps), $1,- 
790* (ps), $1,735* (ps); 4-dr., $1,475* 
(ps). 

’57 (88) conv., $1,485* (ps); 4-dr. Holi- 
day, $1,105*, $880* (ps); 4-dr., $915*, 


$795*; (88) Super 4-dr. Holiday, $1,- 
420* (ps), $1,150* (ps); (98) conv., 
$1,345* (ps); 2-dr. Holiday, $1,205* 
(ps), $1,200* (ps). 

°56 (88) 4-dr. Holiday, $1,020* (ps), 
$605* (ps). 


’55 (88) Super 4-dr., $445* (ps). 
PLYMOUTH—’59 Fury (8) 4-dr., $1,540*. 
58 Suburban (8) 4-dr., $1,030*; Savoy 
(8) 4-dr., $960*, $900*. 
’57 Belvedere (6) 4-dr., $790*; Savoy (8) 
4-dr., $600*; 2-dr. hardtop, $585*. 
’56 Suburban (8) 2-dr., $620*; Belvedere 


(6) 2-dr., $550*; Savoy (6) 4-dr., 
$500*. 
’55 Belvedere (6) 2-dr. hardtop, $480*, 
$435". 
PONTIAC—’60 Bonneville Safari 4-dr., $2,- 
790* (ps). 


59 Bonneville 4-dr. Vista, $2,510* (ps); 
Catalina 4-dr. Vista, $2,330* (ps), $2,- 
240*, $2,085* (ps); Star Chief 4-dr., 
$2,180* (ps). 

’58 Star Chief 2-dr. Catalina, $1,630*; 
Safari 4-dr., $1,460*; Chieftain 4-dr., 
$1,240*, $1,210*, 

’57 Chieftain 4-dr. Catalina, $905*; 2-dr. 
Catalina, $785*; Safari, $610*. 

56 Star Chief conv., $785* (ps); 4-dr. 
Catalina, $615* (ps), $550* (ps); Chief- 
tain 4-dr., $465*, $455*; 2-dr. Catalina, 
$405*; 2-dr., $390*. 

RAMBLER—’59 Ambassador. (8) Cross 
Country, $1,720*; 4-dr., $1,665*. 

’58 Ambassador (8) Cross Country, $1,- 
425*, $1,410*; Deluxe (6) 4-dr., $715 
’57 Custom (8) Cross Country, $1,080*; 
Super (6) Cross Country, $885*. 
’56 Custom Cross Country, $765*. 


















Model Breakdown 
Of Auction Averages 








Mar., 1960 Feb., Jan., 

Model To Date 1960 1960 
ae $2,409 $2,516 $2,685 
re 2,092 2,157 2,140 
a 1,390 1,419 1,425 
1957.... 965 1,015 1,012 
1956............ 661 692 710 
Ne dvinstease 488 517 532 
Me bvbiersesevs 315 333 340 
Bee reersesisiee 220 225 218 

Overall — 

Average $1,068 $1,109 $1,133 





VALIANT—’60 station wagon 4-dr., $2,- 
140*. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of March 16. 
BUICK—’59 LeSabre 2-dr., $1,900* (ps). 

’57 Special 4-dr. Riviera, $855* (ps); 2- 

dr. Riviera, $635*. 

56 Super 4-dr., $790; 2-dr. Riviera, 

$350* (ps); Special conv., $685*; 2-dr. | 
Riviera, $630* (ps). 


’55 Special 2-dr. Riviera, $510*, $455*, 
$425*; 2-dr., $390*. 
54 Super 2-dr. Riviera, $435*%; 4-dr., | 


$260* (ps); Special 4-dr., $345*; Cen- 
tury 4-dr., $140*. 

’53 Super 4-dr., 2 at $125*. 
OADILLAC—’52 (62) 2-dr., $235*. 
CHEVROLET—’59 Brookwood (6) 

$1,760* (ps), $1,700. 

58 Impala (8) conv., $1,630* (ps); Bel 
Air (8) 4-dr, hardtop, $1,330*; Brook- 
wood (6) 4-dr., $1,310; Biscayne (6) 
4-dr., 2 at $1,200*, $1,100, $1,090; Yeo- 


4-dr., 


| 
| 
| 
| 











il, 
man (6) 2-dr., $1,155. 

’57 Two-ten (6) station wagon 4-dr., $1, 
130; Two-ten (8) station wagon 4-dp 
$1,060*; Bel Air (8) 4-dr., $1,075° (pg): 

"56 Bel Air (6) 4-dr. hardtop, $840*; 9 
dr., $770*, $695*; Two-ten (6) 2-dr,, 
$660; One-fifty (8) 2-dr., $435. 

55 Bel Air (6) station wagon 4-dr,, 
$705; 4-dr., $425* (ps); Bel Air (g 


conv., $690*; 2-dr., $535*%; Two-te 
(6) 4-dr., $625* (ps); Two-ten (g) 
2-dr., $560*, 

54 Two-ten 4-dr., $340, $330*; 2-dr,, 


$295; Bel Air 4-dr., $305*. 
’53 Deluxe station wagon 4-dr., (8 pass), 


$240. 
’50 Deluxe 2-dr., $130*. 
CHRYSLER — °57 Windsor 2-dr. hardtop, 


$1,180* (ps). 
’55 Windsor 4-dr., $700*. 
DeSOTO—’54 Firedome 4-dr., $150* (ps), 
DODGE—’57 Sierra (8) 4-dr., $985* (pg), 
’55 Coronet (8) 2-dr. hardtop, $469. 
Royal (8) 4-dr., $400. : 


FORD—'59 Thunderbird (8) 2-dr. hardtop, 
$3,000* (ps); Galaxie (8) 4-dr. Vig. 
toria, $1,835* (ps). 

"58 Country Sedan (8) 4-dr., $1,299. 


Ranch Wagon (8) 2-dr., $1,040* (ps), 

‘57 Country Sedan (8) 4-dr., $1,200*, $1. 
000; Fairlane 500 (8) 2-dr. Victoria, 
$1,120*, $1,000*; 4-dr., $945*; Fairlane 
(8) 2-dr. Victoria, $890* (ps). 

*56 Country Squire (8) 4-dr., $860*; Cus 
tom (8) 4-dr., $750* (ps), $475*; 2-dp, 
Victoria, $650*; Custom (6) 2-dr,, 
$455*; Fairlane (8) 4-dr., $565* (ps); 
2-dr. Victoria, $540* (ps); 2-dr., $525*: 
Country Sedan (8) 4-dr., $390*. 


55 Fairlane (8) conv., $600"; 4-dr,, 
$525*, $495; Custom (8) 4-dr., $405; 
2-dr., $245. 


"54 Crest (8) 2-dr, Victoria, $380*: 2-dr 
Victoria,, $200*; Custom (8) 4-dr, 
$130*. 

’53 Ranch Wagon (8) 2-dr., $145; Custom 
(8) 4-dr., $135, $130. 

*52 Country Squire (8) 4-dr., $395*; Cus. 
tom (8) 4-dr., 2 at $110*. 

HUDSON—’54 Jet 4-dr., $120. 
MERCURY—’'58 Park Lane 2-dr. hardtop, 
$1,490* (ps). 

’57 Commuter 4-dr., $1,150* (ps). 

’55 Monterey 4-dr., $835*; 2-dr., $410*; 
2-dr. hardtop, $160* (ps). 

*53 Monterey 2-dr. hardtop, $265*; 4-dr,, 
$190*. 

OLDSMOBILE—’55 (88) 2-dr., $235*. 

*54 (88) 2-dr. Holiday, $300*; (88) Super 
2-dr. Holiday, $165* (ps). 

’53 (88) Super 4-dr., $100*. 
PACKARD—’56 Clipper 4-dr., $275*. 
PLYMOUTH—'58 Savoy (6) 2-dr., $910. 

’57 Belvedere (8) 2-dr. hardtop, $1,000*, 
$810*; Savoy (6) 2-dr. hardtop, $700; 
Savoy (8) 4-dr., $340; Plaza (8) 2-dr., 
$420". 

’54 Plaza (6) Suburban 2-dr., $240, $130. 

PONTIAC—’59 Bonneville conv., $2,425* 
(ps). 

’58 Chieftain 4-dr., $925. 

"57 Chieftain 4-dr., $980*, $905*, $885*, 
$675*. 

"56 Chieftain 4-dr., $505*, 

*54 Chieftain 2-dr. Catalina, $260*, $230*; 
2-dr., $185. 

RAMBLER—’57 Super (6) 4-dr., $900. 

’55 Custom 4-dr., $285*. 
STUDEBAKER—’'53 Champion 4-dr., $145. 
MISCELLANEOUS—’56 Chevrolet (6) %- 

ton pickup, $590; Dodge (6) 1-ton, 
$535. 

’54 Ford %-ton pickup, $380, 

*53 Chevrolet %-ton pickup, $320. 

’48 GMC Wrecker, $175. 

’47 Ford %-ton pickup, $250. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of March 16. 
BUICK—’59 LeSabre 2-dr., $1,970*. 

’58 Century 2-dr., $1,600* (ps). 

’57 Century Estate Wagon, $1,255* (ps); 

Super 4-dr. Riviera, $1,105* (ps). 

’56 Special 2-dr. Riviera, $700*; 

Riviera, $650*, $515*. 
’55 Century 2-dr. Riviera, $340* (ps). 


4-dr, 


CADILLAC—’58 (62) 4-dr. hardtop, §2,- 
675* (ps). 
’57 (62) Coupe de Ville, $2,000* (ps). 


CHEVROLET—’59 Brookwood (6) 4-dr., 
$1,600; Bel Air (8) 4-dr., $1,565*. 


58 Brookwood (6) 4-dr., $1,340*, $1,- 
300*, $1,290; Delray (6) 2-dr., §$1,- 
075*, $1,050*. 

"57 Bel Air (8) station wagon, $1,200* 


(ps); Two-ten (8) station wagon, $1,- 
130*; sport coupe, $1,100*; Two-ten 
(6) 4-dr., $915*; One-fifty (8) 4-dr., 
$785; 2-dr., $745. 

"56 Bel Air (8) station wagon, $860*; 
sport sedan, $700*; sport coupe, $680*; 
Two-ten (6) station wagon, $775; sport 
coupe, $750; 2-dr., $725. 

’55 Bel Air (8) sport coupe, $650*; One- 
fifty (6) station wagon, $470; Two- 
ten (6) 2-dr., $450; 4-dr., $400*. 

’54 Two-ten 2-dr., $160*. 

CHRYSLER—’58 Saratoga 2-dr. 
$1,455* (ps). 

’57 Saratoga 4-dr. hardtop, $1,080* (ps). 

’55 NY 4-dr., $460* (ps); Windsor 2-dr. 
hardtop, $410*. 


hardtop, 


DeSOTO — '56 Firedome 2-dr. hardtop, 
$670* (ps). 
’55 Fireflite 4-dr., $530* (ps). 
DODGE—’57 Coronet (8) 2-dr. hardtop, 
$950*; 2-dr., $790*; Royal (8) 4-dr., 
$940*. 


’56 Royal (8) 2-dr. hardtop, $700*; Cor- 

onet (8) 4-dr., $535*, $510. 
EDSEL—’58 Pacer 4-dr., $1,075. 
FORD—’'60 Galaxie (8) starliner, $2,265*. 

’59 Galaxie (8) 2-dr., $1,980*, $1,025*; 
2-dr. Victoria, $1,720; Ranch Wagon 
(8) 4-dr., $1,650*. 

’58 Thunderbird (8) 2-dr. hardtop, $2,- 
320* (ps); Fairlane 500 (8) conV., 
$1,365*; 2-dr., $1,210*, $1,200*; Cus- 
tom 300 (8) 4-dr., $1,075*. 


’57 Country Sedan (8) 4-dr., $1,135*; 
Fairlane 500 (8) 2-dr. Victoria, $1,- 
060* (ps); Ranch Wagon (8) 2-dr., 
$s90*. 

56 Country Sedan (8) 4-dr., $790*; 
Fairlane (8) 2-dr., $680* (ps); 2-dr. 
Victoria, $675*; conv., $670*; Ranch 
Wagon (8) 2-dr., $615, $615*; Custom 


(8) 2-dr., $555*, $265. 
*55 Thunderbird (8) conv., 
HUDSON—'57 Hornet (8) 


$1,390. 
4-dr., $915*. 


LINCOLN — ’56 Premiere 4-dr., $1,150* 
(ps). 
MERCURY—’58 Monterey 2-dr. hardtop, 
$1,285*; 4-dr., $1,050* (ps). 
’56 Montclair 2-dr. hardtop, $510* (ps); 
Medalist 4-dr., $435*. 
’55 Montclair conv., $550*. 
OLDSMOBILE — ’59 (88) 2-dr., $2, 285° 
(ps). 
’58 (88) Super 2-dr. Holiday, $1,855* 
(ps); 4-dr., $1,810* (ps). 
"57 (88) 2-dr., $1,075* (ps). 
’56 (S88) 2-dr. Holiday, $915", $545*; 
2-dr., $740*; 4-dr. Holiday, $700*; 
(88) Super conv., $820* (ps); 2-dr. 


(Continued on Page 44, Col. 3) 
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In the last 45 days— 


234 more LARKS just delivered to the State of California. 
>> 515 LARK V-8’s now in use by the “Golden State.” 


491 LARKS delivered to the U.S. Government, General 
Services Administration. 


>> This is the largest order for 1960 compact cars 
placed by the G.S.A. 


159 more LARKS were delivered to the State of Oregon. 


> Oregon first tried out 1 LARK. Next order was for 
47 more—then 159 more. 


41 more LARKS were delivered to the State of Indiana. 


BUDGET-WISE BUYERS 


=  TARK- 


BY STUDEBAKER 





LARK IS BREAKING FLEET RECORDS 
FROM MANHATTAN TO SQUAW VALLEY 


56 LARK Marshals delivered to the Milwaukee Police. 


86 more Studebaker taxicabs delivered to Frenat Service 
Corp., New York. 
=> Frenat was the first Studebaker taxi fleet in New 
York City, and is one of the largest. They have just 
ordered a complete fleet of 1960's. 


Fresh proof that The LARK, the Compact without Com- 
promise, is the finest fleet car! 


Fleet buyers—for immediate action, see your Studebaker 
dealer. He has full fleet information. He also has 
the Fleet Division of the factory to call on for special 
assistance and technical information, to help you. 


TELL US MORE ABOUT LARK SAVINGS! 

Fleet Sales Division, Studebaker-Packard Corp., South Bend 27, Indiana 
( ) Send us informative literature only 

( ) Havea factory representative call me for an appointment 
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Kiplinger Tells How 


to Make Your Money 
Grow with the Boom 


How to live better and make more 
money in these exciting boom years 
is explained in detail in a special 
study by W. M. Kiplinger, famous 
business analyst and ashington 
authority. 

This timely volume is called, 
“How to Make More Money in the 
Boom Years Ahead.” It shows you 
scores of ways you can capitalize 
on money-making opportunities 
arising from ex pulation, 
new products, new leisure, new 
methods of doing business. 

You get specific directions show- 
i smart ways to handle details 
of your income, savings, job, busi- 
ness, investments, retirement... to 
make your money grow, to protect 
al capital, your savings, from 

inflation. 

For example: How to safeguard 
the buying power of your dollars. 
Which businesses will gain—which 
lose in years ahead. Where the 
boom towns of tomorrow will be. 
New re Ld raise capital for a 


business. a pay jobs of the 
future’ in usiness, government, 
overseas. How to move up to a 


better job, higher pay. How to get 
more out of your mortgage, real 
estate, insurance. Planning now to 
get your children into over-crowded 
colleges. What securities will benefit 
by the boom. How to invest your 
money and make it grow. Franchise 


businesses worth going into. How 
to adjust to coming changes in 


working hours, leisure, taxes, pen- 
sions. How to set up an inflation- 
Smart 


proof retirement program. 
money-making, money-saving plans 
for people on fixed incomes, small 
businessmen, investors, young cou- 
ples, heads of families .. Lge ye 
you need to know to come out 

the boom with ‘your future secure. 

A copy is being made available 
to you FREE with a 13-week trial 
subscription to The Kiplinger Letter 
—both together for only $4 (Full 
value $7.95. You save $3.95 by 
acting now). 

The Kiplinger Letter every Mon- 
day morning supplies key informa- 
tion you need—inflationary signals 
to watch for, business activity and 
trends, new legislation, labor, taxes, 
prices, new products—any signifi- 
cant development. Keeps J gen posted 
on how to ride safely and profitably 
through tae exciting times. 
protect your business and personal 
interests. 

Just tear out this ad and return it 
to us today. Attach check for $4, or 
tell us to bill you. Either way you get 
FREE book plus 13-week trial of The 
Kiplinger Letter. (Offer open to new 
subscribers only.) Address The Kip- 
linger Washington Letter, Rm. 4634, 
ne H Street, N.W., Washington 6, 


Used-Car Auction Prices 





(Continued from Page 42) 


Holiday, $775*. 

PLYMOUTH—’58 Fury (8) 2-dr. hardtop, 
$1,450* (ps); Belvedere (8) conv., $1,- 
375* (ps); Suburban (8) 4-dr., §$1,- 
125* (ps); Savoy (8) 4-dr., $900*; 
Plaza (8) 2-dr., $825. 

’57 Suburban (8) 4-dr., $1,125*, $900*; 
Fury (8) 2-dr. hardtop, $1,025* (ps); 


Savoy (8) 2-dr., $640*; Plaza (8) 4- 
dr., $570*; Plaza (8) 2-dr. hardtop, 
$550. 
56 Suburban (8) 4-dr., $615* (ps); 


Savoy (8) 2-dr. hardtop, $550*; Plaza 
(8) 4-dr., $350. 
'55 Plaza (8) Suburban, $300. 
PONTIAC—’58 Chieftain Safari 4-dr., $1,- 
515*; 4-dr., $1,175* (ps); 2-dr. Cata- 
lina, $1,155*. 
’57 Chieftain Safari, $905. 
’56 Chieftain Safari, $850* 
4-dr., $600*. 
"55 Chieftain 2- dr., $465*. 
MISCELLANEOUS—’59 Ford (8) 
ero pickup, $1,385. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
March 14. Prices were firm on all kinds 
of choice cars. Fix-ups, repaints and poor 
grades were responsible for the low per- 
centage sold. Sold 114 cars from 158 con- 
signments. 

BUICK—’58 Century 4-dr., 
’57 Super 2-dr. Riviera, $1,030* (ps). 
’55 Special 4-dr., §470*; 2-dr., $290* 

(ps); Super 2-dr. Riviera, $310* (ps). 

54 Century 2-dr. Riviera, $310*; Spe- 

cial 2-dr. Riviera, $230*. 

’53 RM 2-dr. Riviera, $300* (ps). 
CADILLAC—’59 de Ville 4-dr. hardtop, 

$3,800* (ps). 

’53 (62) 4-dr., $390*. 

CHEVROLET—’'59 Impala (8) sport sedan, 
$2,075* (ps); Brookwood (6) 4-dr., 
$2,025*, $1,420; Bel Air (8) 4-dr. hard- 
top, $1,930° (ps). 

'58 Biscayne (6) 4-dr., $1,200*, $1,115, 


(ps), $710*; 


Ranch- 


$1,410* (ps). 


will go in your 
cae if you sell 


EXTRA PROFITS 


and install the Prior “LOAD-STER” Helper Spring. Warehouses nearby mean lower 
inventories. The 12 models of the “LOAD-STER” will fit any make or model passenger 
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car, %4-ton or %-ton pick-up truck. Passenger cars pulling utility 
trailers or mobile homes, salesmen with heavy sample cases, 
pick-up trucks, in: fact, anyone with an overloaded vehicle 
is a mighty good prospect for a “LOAD-STER” Helper Spring 
to increase capacity by 1,000 to 1,500 pounds. The ease of 
installation and complete absence of maintenance will make 
the “LOAD-STER” Helper Spring one of the most profitable, 
sellable items you carry. For further information, write: 


PRIOR PRODUCTS, INC./?. 0. sox 760s . 


DALLAS, TEXAS 


$1,100; Brookwood (6) 4-dr., $1,180; 
Bel Air (8) sport sedan, $1,050*. 


’57 Bel Air (8) 4-dr., $1,250*, $1,070* 
(ps); sport coupe, $1,175* (ps); Two- 
ten (6) station wagon, $1,135; 2-dr., 


$1,075*. 
"56 Two-ten (8) station wagon, $1,030*; 


4-dr., $640*; Two-ten (6) 4-dr., $560*; 
Bel Air (8) 2-dr., $915*; sport coupe, 
$900". 

’55 Bel Air (8) station wagon, $850* 
(ps); One-fifty (6) 2-dr., $470. 

’54 Bel Air 4-dr., $485*, $460; sport 
coupe, $250*; Two-ten 4-dr., $440. 

53 Two-ten 4-dr., $280; 2-dr., $120; 
Bel Air sport coupe, $280*; 4-dr., 
$170°. 

CHRYSLER—’'58 NY 4-dr., $1,575*. 

’57 Saratoga 4-dr., $890* (ps), 

’54 Windsor 4-dr., $250*. 


DeSOTO—’56 Fireflite 2-dr. hardtop, $750* 


(ps). 
’55 Firedome 4-dr., $640* (ps). 
DODGE—’56 Royal (8) 4-dr. hardtop, 
$670*; Coronet (8) 4-dr., $600*. 

’55 Coronet (8) 4-dr., $410*. 

FORD—’60 Country Sedan (8) 4-dr., $2,- 
365* (ps). 

"59 Country Sedan (8) 4-dr., $2,100* 
(ps); Galaxie (8) 2-dr. Victoria, §2,- 
O75* (ps); 4-dr., $2,035* (ps); 4-dr. 
Victoria, $1,930* (ps). 

‘58 Country Sedan (8) 4-dr., $1,500* 
(ps); Custom 300 (8) 4-dr., $1,025. 

’57 Fairlane 500 (8) conv., $1,225*, $780; 
4-dr., $1,050*; 2-dr. Victoria, $850*; 
a (8) 2-dr, Victoria, $910*%; 4- 

$880*; Custom 300 (8) 4-dr., $850, 
$1008; Custom (6) 2-dr., $650. 

"56 Fairlane (8) 4-dr., $900*, $480; 2-dr. 
Victoria, $800*; 2-dr., $730*; Country 
Sedan (8) 4-dr., $825* (ps), $775, 
$700; Custom (8) 2-dr., $500*. 

55 Fairlane (8) 4-dr. Victoria, $600 
(ps); 4-dr., $425* (ps); Custom (8) 
4-dr., $500*; Country Sedan (8) 4-dr., 
$390. 

’54 Custom (8) 2-dr., $440; 4-dr., $430*; 
Custom (6) 2-dr., $225; 4-dr., $210. 

’53 Crest (8) 2-dr. Victoria, $380. 

LINCOLN—’'58 Capri 4-dr., $2,075* (ps). 
MERCURY—'57 Monterey 2-dr. hardtop, 
$970*; Montclair 4-dr., $910* (ps). 


"56 Custom 4-dr., $750*; Monterey 2-dr. 


hardtop, $725". 


OLDSMOBILE—’58 (88) Super Fiesta 4- 
dr., $1,810* (ps); (88) 2-dr, Holiday, 
$1,690* (ps). 


56 (88) Super 4-dr., $570*. 

54 (88) Super 2-dr. Holiday, 

53 (98) 4-dr., $250*° (ps); 
$160*. 


$275* (ps). 


(88) 4-dr., 
PLYMOUTH—’58 Belvedere (8) 4-dr., $1,- 
250* (ps); Plaza (6) 2-dr., $875. 

’56 Belvedere (8) 2-dr. hardtop, $580*; 
Savoy (8) 4-dr., $540*, 2 at $400*. 
55 Savoy (6) 2-dr., $510*%; Belvedere 

(6) 4-dr., $450*; 2-dr., $340. 
PONTIAC—’58 Chieftain 4-dr., $950. 
’57 Star Chief Safari 4-dr., $1,210*. 
’55 Chieftain 2-dr., $230*. 
’54 Chieftain 2-dr. Catalina, $230*. 
’53 Chieftain 4-dr., $150*. 
RAMBLER—’55 Super Cross Country, 


$460. 
MISCELLANEOUS—’56 Ford %-ton pick- 


up, $510; Chevrolet ‘%-ton delivery 
sedan, $370, 


'53 Chevrolet %-ton pickup, $250. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction, Sale every Tuesday, Prices are 
for sale of March 15. 


BUICK—’58 Special 2-dr. Riviera, $1,605* 
(ps). 

’57 Century Estate Wagon, $1,310* (ps); 
Special 2-dr. Riviera, $1,300* (ps); 
conv., $1,065* (ps); RM 2-dr, Riviera, 
$1,150* (ps); Super 2-dr, Riviera, 
$975* (ps). 

’56 Century 4-dr. Riviera, $700*; Spe- 


cial 4-dr., $670*. 

’55 Special 2-dr. Riviera, $675* (ps); RM 
2-dr, Riviera, $500* (ps). 

54 Super 2-dr. Riviera, $305* 
Special 4-dr., $350*. 

CADILLAC—’59 (62) conv., $4,445* (ps), 
$4,285* (ps), $4,275* (ps), $4,135* 
(ps); 2-dr., $4,200* (ps), $4,100* (ps), 
$4,000* (ps), $3,970* (ps); de Ville 
2-dr. hardtop, $4,350* (ps); 4-dr. 
hardtop, $4,350* (ps), $4,140* (ps). 

’58 (62) Coupe de Ville, $3,235* (ps). 
’57 (62) 2-dr., $2,240* (ps), 


(ps); 


’56 Eldorado conv., $1,750* (ps); (62) 
2-dr., $1,575* (ps). 
’55 (62) Coupe de Ville, $1,355* (ps); 


conv., $1,300* (ps). 
’54 (62) 2-dr., $875* (ps). 
’51 (62) Coupe de Ville, $135*. 
CHEVROLET—’'60 Impala (8) sport coupe, 
$2,725*, $2,650; Biscayne (6) 2-dr., 
$1,960; Corvair (6) 4-dr., $1,935*. 

59 Corvette (8) conv., $2,885; Impala 
(8) sport coupe, $2,250* (ps), $2,235* 
(ps), $2,210, $2,150*, $2,115*, $2,040; 
sport sedan, $2,045* (ps), $2,040* (ps), 
$2,025* (ps); 4-dr., $1,785* (ps). 

’58 Impala (8) 2-dr. hardtop, $1,875* 
(ps), $1,820* (ps), $1,615*; conv., $1,- 
575*, $1,500*; Nomad (8) 4-dr., $1,- 
650°; Bel Air (8) sport sedan, $1,- 
455* (ps), $1,400* (ps); Brookwood 
(8) 4-dr., $1,430* (ps); Biscayne (8) 
4-dr., $1,245*; 2-dr., $1,185* (ps); 
Delray (8) 4-dr., $880. 

57 Nomad (8) 2-dr., $1,500* (ps); Bel 
Air (8) sport coupe, $1,400*; 4-dr., 
$920*; Two-ten (8) station wagon, $1,- 
310*, $1,245*; 2-dr., $980*%; 4-dr., 
$980*; sport sedan, $965*; Two-ten (6) 
4-dr., $950*; 2-dr., $895*. 

"56 Corvette (8) conv., $1,485; Bel Air 
(8) conv., $815*; Two-ten (8) 2-dr., 
$785* (ps); station wagon, $750*. 

"55 Bel Air (8) 4-dr., $680*, $590°*, 
$575; sport coupe, $635; Bel Air (6) 
sport coupe, $435*; Two-ten (8) sta- 
tion wagon, $650*; 2-dr., $600*; Two- 
ten (6) station wagon, $580; One-fifty 
(8) station wagon, $500. 

’54 Bel Air 2-dr., $450; Two-ten 2-dr., 
0395*; station wagon, $310*; One-fifty 
2-dr., $315*. 

’53 One-fifty 2-dr., $285; Two-ten 4-dr., 
$280*, $210, $175; 2-dr., $260*; Bel 
Air sport coupe, $210*, 

50 Deluxe Bel Air, $150; Special busi- 
ness coupe, $105 

DODGE—’60 Pioneer (8) 2-dr. hardtop, 
$2,300* (ps). 

’57 Coronet (8) 4-dr, hardtop, $905*. 

63 Coronet (8) 2-dr. hardtop, $260; 4- 
dr., $250. 


— 

EDSEL—’58 Pacer conv., $785* (ps). 

FORD—’'60 Thunderbird (8) 2-dr. ha 
$3,940* (ps), $3,850* (ps); alate 
(6) starliner, $2,305; Falcon (6) 2-4r,, 
$2,035*, $1, 900; 4- dr., $1,885; Fairlan 
(6) 2-dr., $1,710, 

’59 Thunderbird (8) 2-dr, hardtop, 
475* (ps), $3,450* (ps), $3,240* (pg) 
$3,030* (ps); conv., $3,200* (ps); Gy 
laxie (8) 2-dr. Victoria, $2,130* ‘(ps): 
4-dr., $1,930* (ps); Country Sedan @} 
4-dr., $1,950* (ps); Fairlane 500 (g) 
2-dr., $1,625, 

’58 Thunderbird (8) 2-dr. 
900* (ps), $2,785* (ps); 
dan (8) 4-dr., $1,540* (ps), $1,449 
(ps); Fairlane 500 (8) skyliner, $},. 
435* (ps); 4-dr. Victoria, $1,315" (ps), 
$1,100*; 4-dr., $1,310*%; Custom 300 
(8) 2-dr., $1,115, $1,040, $1,035; 4 
dr., $760, $710*, 

‘57 Thunderbird (8) conv., $2,395», 
Country Squire (8) 4-dr., $1, 210° (ps): 
Fairlane 500 (8) 2-dr, Victoria, $1,- 
185* (ps), $1,100*; 4- ar. Victoria, $1,- 
025*; DelRio (8) 2-dr., $1,125" (ps); 
Country Sedan (8) 4-dr., $1,115", $1,- 


hardtop, $2,. 
Country §@. 


110*, $965*; Custom 300 (6) 4-dr, 
$780*; Custom 300 (6) 2-dr., $760: 
4-dr., $600* (ps). 

’55 Thunderbird (8) conv., $1,585*, §1,. 
340*; Country Sedan (8) 4-dr., $609, 
$440*; Fairlane (8) 2-dr., $595", 
$445*; Ranch Wagon (8) 2-dr., $500; 
Custom (8) 4-dr., $440*; 2-dr., $425*, 

’54 Country Sedan (8) 4-dr., $410; Ranch 
Wagon (8) 2-dr., $325*; Custom (6) 
4-dr., $250*; Custom (8) 4-dr., $245, 

"53 Ranch Wagon (8) 2-dr., $310*; Cup. 
tom (8) 4-dr., $260. 

"52 Crest (8) 2-dr. Victoria, $200*; Cus 
tom (8) 2-dr., $175; Custom (6) 4 
dr., $135*. 

‘51 Custom (6) 2-dr., $150. 
HUDSON—'55 Wasp Custom 4-dr., $375* 
LINCOLN—’59 Capri 2-dr., $2,850* (ps), 

'55 Custom 4-dr., $485* (ps). 

"54 Capri 2-dr., $350* (ps). 
MERCURY—’57 Monterey 2-dr., $1,035%, 

$915*, $595*. 

‘56 Montclair conv., $725* (ps). 

’55 Montclair 4-dr., " $625*; 2-dr., $585*, 
$575*; Monterey 2-dr., $465. 

"54 Monterey 2-dr., $425*. 

'52 Monterey sport coupe, $145*, 

NASH—’53 Ambassador (8) Super 4-dr,, 
$160. 

OLDSMOBILE—'60 (98) 4-dr. Holiday, 
$4,250* (ps), 

"59 (88) 4-dr. Holiday, $2,485* (ps). 

‘58 (98) 2-dr. Holiday, $2,040* (ps); 


(88) Super 2-dr. Holiday, $1,895* (ps); 
conv., $1,685* (ps); (88) 4-dr., $1, 


(Continued on Page 48, Col. 1) 


Used Imported 
Cars 


ALBANY 


Fiat—’'58 4-dr., $630. 
Ford (English)—’'59 Anglia 2-dr., 


ARMONK, N. Y. 
Ford (English)—’'58 Squire, $610. 
Simea—’60 4-dr., $1,485. 
Volkswagen—’'58 2-dr., $1,040. 


BORDENTOWN, N. J. 
Jaguar—'57 4-dr., $1,425. 
Renault——’58 4-dr., $725*. 
Triumph—’60 conv., $2,210, 2 at $2,190. 
Wartburg—’59 4-dr., $860. 
Volkswagen—'59 2-dr., $1,350, $1,200. 


CALDWELL, N. J. 
Austin-Healey—’55 4-dr., $175. 


CHICAGO 
Lloyd—’56 2-dr., $250. 
Triumph—’58 TR-3 roadster, $1,400. 
Volvo—’58 2-dr., $935. 


DAYTONA BEACH, FLA. 
Fiat—’59 1100 4-dr., $850. 
"58 600 2-dr., $590, $570. 
Ford (English)—’'59 Consul 4-dr., 
Anglia 2-dr., $890. 
‘58 Anglia 2-dr., $735, $675. 
Hillman—’60 Minx 4-dr., $1,425. 


DETROIT 
Ford (English)—’58 station wagon, $635. 
Simea—’59 4-dr., $1,125. 
Vauxhall—’58 4-dr., $725. 
Volkswagen—’57 2-dr., $750. 


FLINT 


Opel—’58 2-dr., $1,150. 
Volkswagen—’58 Karmann-Ghia 2-dr., $1, 
450. 


$860. 


$1,000; 


LOS ANGELES 
Austin—’'59 4-dr., $1,210, $1,040. 
Renault—’57 Dauphine sunroof 2-dr., 
Taunus—’59 2-dr.. $985*. 
Volkswagen—'59 2-dr., $1,295. 

’56 2-dr., $635. 
Volvo—’58 2-dr., $1,000. 


MANHEIM, PA. 
Alfa-Romeo—'58 conv., $1,675. 
Austin—’59 station wagon, $925. 
Fiat—’60 2-dr., $925. 

"59 2-dr., $680. 
Goggomobil—’59 2-dr., $525. 
Hiliman—’58 station wagon 2-dr., $800. 
'57 Deluxe 4-dr., $610. 
Lioyd—' 59 station wagon, $300. 


$630. 


Mercedes—’59 220S 4-dr., $3,350. 
’53 220 4-dr., $585. 
itan—’58 2-dr., $825. 


’56 conv., $540. 
Renault—’59 4-dr., 
’58 4-dr., $800. 
'S7 4-dr., $470. 
Simca—’'58 station wagon, $710; 4-dr., 

Taunus—’58 station wagon, $900. 
Vauxhall—’58, $850; 2-dr., $815. 
Volkswagen—’60 2-dr., $1,590, $1,565. 

’59 sunroof 2-dr., $1,260. 

'58 2-dr., $1,090. 

"57 2-dr., $1,000, $800. 


PORTLAND, ORE. 
Volkswagen—'58 2-dr., $1,090. 
Volvo—’57 2-dr., $900. 


SALT LAKE CITY 
Renault—’58 4-dr., $675. 
Volkswagen—'59 2-dr., $1,425. 


WAREHOUSE POINT, CONN. 
Austin-Healey—'59 Sprite, $1,020. 
MG—'57 4-dr., $870. 


$680. 


$530. 
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That means more than three and one-half million Chevrolet — FIRST IN THE INDUSTRY EVERY YEAR SINCE 1937! 
trucks are in use today, over 25 per cent more than any other Looking ahead, the kind of advanced thinking that will 
make. It also means the future is bright for Chevrolet dealers keep Chevrolet on top is exemplified by the totally new 1960 
everywhere — for the overwhelming majority of Chevrolet truck = models. Under heavy demand, they're already off to a big 
owners keep buying Chevrolets. Why? One big, irresistible rea- _— sales lead in ’60, and truckers everywhere tell us they like 
son: Truckers know value—Chevrolet delivers it! This fact alone them better than ever! . . . Chevrolet Division of General 
can account for the unparalleled Chevrolet truck sales record Motors, Detroit 2, Michigan. 


A RECORD-MAKING PAST... A RECORD-BREAKING FUTURE! 
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The 
gested 
excise 
cluded 
the 


taxes, 
tional equipment. - 
(Copyright, 1960, by Automotive News) 
BUICK — LeSabre — 4-dr. sed., $2,870; 
2-dr, sed., $2,756; 4-dr. hardtop, $2,991; 
2-dr. hardtop, $2,915; conv., $3,145; 4-dr. 
2-seat stat. wag., $3,386; 4-dr, 3-seat stat. 
wag., $3,493. Invicta—4-dr. sed., $3,357; 
4-dr. hardtop, $3,515; 2-dr, hardtop, $3,- 
447; conv., $3,620; 4-dr. 2-seat stat. wag., 


$3,841; 4-dr. 3-seat stat, wag., $3,948. 
-dr. sed., $3,856; 4-dr. hardtop, 
$3,963; 2-dr. hardtop, $3,818. Electra 225 


—4-dr. hardtop (flat roof or sloping roof), 
$4,300; conv., $4,192. (Turbine Drive trans- 
mission standard on Invicta, Electra and 
Electra 225. Power steering and power 
brakes standard on Electra and Electra 
225.) 


CADILLAC—Sixty-Two — 4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan 


de Ville 4-dr. hardtop (flat roof or sloping 
roof), $5,498; Coupe de Ville 2-dr, hardtop, 


$5,252; Eldorado Seville 2-dr, hardtop, 
$7,401; Eldorado Biarritz conv., $7,401. 
Sixty Special—4-dr. hardtop, $6,233. Seven- 


ty-Five — 8-pass. sed., $9,533; limousine. 
748. Eldorado -dr. hardtop, 
,075. (Hydra-Matic, steering, 


Power brakes standard on all models.) 

CHECKER—Superba — 4-dr. sed., §$2,- 
542.42. (Price does not include dealer prep- 
aration charge.) 


CHEVROLET—(Prices are for six-cylin- 
der models. For V-8s, add $107). Biscayne 
Fleetmaster—4-dr. sed., $2,284; 2-dr. sed., 
$2,230. Biscayne—4-dr. sed., $2,316; 2-dr. 
sed., $2,262; utility sed., $2,175. Bel Air— 
4-dr. sed., $2,438; 2-dr, sed., $2,384; 4-dr. 
hardtop, $2,554; 2-dr. hardtop, $2,489, Im- 

-dr. sed., $2,590; 4-dr. hardtop, $2.- 
662; 2-dr. hardtop, $2,597; conv., $2,847. 
Station Wagons—2-dr. 2-seat Brookwood, 
$2,586; 4-dr. 2-seat Brookwood, $2,653; 
4-dr, 2-seat Parkwood, $2,747; 4-dr. 3-seat 
Kingswood, $2,850; 4-dr. 2-seat Nomad, 
$2,889. Corvette—hardtop cpe. or conv. 
€V-8 standard), $3.872. 


CHRYSLER—Windsor—4-dr. sed., $3,- 
194; 4-dr. hardtop, $3,343; 2-dr, hardtop, 
$3,623; 4-dr, 2-seat stat. 
4-dr, 3-seat stat. wag., 

5 -dr. sed., $3,929; 4-dr. 
hardtop, $4,067; 2-dr, hardtop, $3,989. 
Yorker — 4-dr. sed., 409; 4-dr. 
hardtop, $4,518; 2-dr. hardtop, $4,461; 
conv., $4,874.50; 4-dr. 2-seat stat, wag., 

,022; 4-dr. 3-seat stat. wag., $5,130.50. 

—2-dr. hardtop,. $5,411; conv., $5,- 
841. (TorqueFlite, power steering, power 
brakes standard on Saratoga, New Yorker 
and 300-F.) 

COMET—4-dr. sed., $2,053; 2-dr. sed., 
$1,998; 2-dr. 2-seat stat. wag., $2,310; 4- 
dr, 2-seat stat. wag., $2,365. 

IR—500 $2,- 


CORVA Serles—4-dr. sed., 


038; cpe., $1,984. 700 Series—4-dr, sed., 
$2,103; cpe., $2,049. 
__ HEBOTO—Fireiitte — 4-47. sed., $3,017; 
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4-dr. hardtop, $3,167; 2-dr. hardtop, $3,- 
102. Adventurer—4-dr. sed., $3,579; 4-dr. 
hardtop, $3,727; 2-dr. hardtop, $3,663. 
(TorqueFlite standard on Adventurer.) 


DODGE—Dart—(Dart prices are for six- 
cylinder models. For V-8s, add $119). Dart 
Fleet Special—4-dr. sed., $2,296; 2-dr. sed., 
$2,245. Dart Seneca—4-dr. sed., $2,330; 
2-dr, sed., $2,278; 4-dr, 2-seat stat. wag., 
$2,695. Dart Pioneer—4-dr. sed., $2,459; 
2-dr, sed., $2,410; 2-dr. hardtop, $2,488; 
4-dr, 2-seat stat. wag., $2,787; 4-dr. 3-seat 
stat. wag., $2,892. Dart Phoenix—4-dr. 
sed., $2,595; 4-dr, hardtop, $2,677; 2-dr. 
hardtop, $2,618; conv., $2,868. Dodge 
Matador V-8 —4-dr. sed., $2,930; 4-dr. 
hardtop, $3,075; 2-dr. hardtop, $2,996; 
4-dr. 2-seat stat. wag., $3,239; 4-dr. 3-seat 
stat. wag., $3,354. Dodge Polara V-8—4-dr. 
sed., $3,141; 4-dr, hardtop, $3,275; 2-dr. 
hardtop, $3,196; .conv., $3,416; 4-dr, 2-seat 
stat. wag., $3,506; 4-dr, 3-seat stat, wag., 

1. 


FALCON—4-dr. sed., $1,974; 2-dr. sed., 
$1,912; 2-dr. 2-seat stat. wag., $2,225; 4- 
dr. 2-seat stat. wag., $2,287. 


FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $113.) Custom 300 
(Fleet)—4-dr. sed., $2,284; 2-dr._ sed., 
$2,230. Fatrlane—4-dr. sed., $2,311; 2-dr. 
sed., $2,257; business 2-dr., $2,170. Fair- 
lane 500—4-dr. sed., $2,388; 2-dr. sed., 
$2,334. Galaxie—4-dr. sed., $2,603; 2-dr. 
sed., $2,549; 4-dr. hardtop, $2,675. Star- 
liner—2-dr. hardtop, $2,610. 
conv., $2,800. Station Wagons—2-dr. 2- 
seat Ranch Wagon, $2,586; 4-dr. 2-seat 
Ranch Wagon, $2,656; 4-dr. 2-seat Country 
Sedan, $2,752; 4-dr. 3-seat Country Sedan, 
$2,837; 4-dr. 3-seat Country Squire, $2,967. 
Thunderbird—(V-8 standard)—2-dr. hard- 
top, $3,755; conv., $4,222. 


IMPERIAL—Custom—4-dr. sed., $5,029; 
4-dr. hardtop, $5,029; 2-dr, hardtop, $4,- 
922.50. Crown — 4-dr. sed., $5,647; 4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. sed., $6,- 
318; 4-dr. hardtop, $6,318. (TorqueFlte, 
power steering, power brakes standard on 
all models.) 


LINCOLN—Lincoin—4-dr. 
4-dr. hardtop, $5,441; 2-dr, hardtop, $5.- 
253. Premiere—4-dr. sed., $5,945; 4-dr. 
hardtop, $5,945; 2-dr. hardtop, $5,698. 
Continental—4-dr. sed., $6,845.30; 4-dr. 
hardtop, $6,845.30; 2-dr. hardtop, §$6,- 
598.30; conv., $7, 056. 20; town car, $9,208; 
limousine, $10,230. (Automatic transmis- 
sion, power steering, power brakes, radio, 
heater standard on all models.) 


MERCURY—Monterey—4-dr. 
730; 2-dr. sed., $2,631; 4-dr. 
$2,845; 2-dr. hardtop, $2,781, conv., 
077. Montelair—4-dr. sed., $3,280; 4-dr. 
hardtop, $3,394; 2-dr. hardtop, $3,331. 

- Lane — 4-dr. hardtop, $3,858; 2-dr. 
hardtop, $3,794; conv., $4,018. Station 


sed., $5,441; 


sed., $2,- 
hardtop, 
$3,- 





Wagons—4-dr. 2-seat Commuter, $3,127: 

4-dr. 2-seat Colony Park, $3,837. (Merc-O- 

Matic standard on Montclair and Colony 

Park. Dual range Merc-O-Matic, power 

a power brakes standard on Park 
ne. 


OLDSMOBILE—Series 88 -—4-dr. sed., 
$2,900; 2-dr. sed., $2,835; 4-dr, hardtop, 
$3,034; 2-dr, hardtop, $2,956; conv., $3,- 
284; 4-dr. 2-seat stat. wag., $3,363; 4-dr. 
3-seat stat. wag., $3,471. Super 88—4-dr. 
sed., $3,176; 4-dr. hardtop, $3,402; 2-dr. 
hardtop, $3,325; conv., $3,592; 4-dr, 2-seat 
stat. wag., $3,665; 4-dr, 3-seat stat. wag., 
$3,773. Series 98—4-dr. sed., $3,887; 4-dr. 
hardtop, $4,159; 2-dr. hardtop, $4,083; 
conv., $4,362. (Hydra-Matic, power steer- 
ing, power brakes standard on Series 98.) 


PLYMOUTH — (On six-cylinder models, 
add $119 for a V-8 engine.) Fleet Special 
Six—4-dr. sed., $2,277; 2-dr. sed., $2,227. 
Savoy Six—4-dr. sed., $2,310; 2-dr. sed., 
$2,260. Belvedere Six—4-dr. sed., $2,439; 
2-dr. sed., $2,389; 2-dr. hardtop, $2,461. 
Fury Six—4-dr. sed., $2,575; 4-dr. hard- 
top, $2,656; 2-dr. hardtop, $2,599. Station 
Wagon Six—2-dr. 2-seat Deluxe Suburban, 





$2,602; 4-dr. 2-seat Deluxe Suburban, §$2,- 
668; 4-dr. 2-seat Custom Suburban, $2,761, 
Plymouth V-8 (On the following models, a 
V-8 engine is standard and a six-cylinder 
engine is not available.—Fury V-8—conv., 
$2,967. Station Wagon V-8—4-dr. 
$2,990; 


Custom Suburban, 


Sport Suburban, $3,024; 4-dr, 3-seat Sport 
» $3,134. 

PONTIAC—Catalina—4-dr. sed., $2,702; 
4-dr, hardtop, 
$2,766; conv., $3,078; 4-dr. 
2-seat stat. wag., $3,099; 4-dr, 3-seat stat. 
wag., $3,207. Ventura—4-dr. hardtop, $3,- 
$2,971. Star Chief— 


Suburban 


2-dr. 


047; 


sed., 
2-dr, hardtop, 


2-dr. 


$2,631; 


hardtop, 


4-dr, sed., $3,003; 2-dr. 


$3,331; 


2-dr. 


$3,255; 


4-dr, 


conv., 


476; 4-dr, 2-seat stat. wag., $3,530 


RAMBLER — American Deluxe — 4-dr. 
sed., $1,844; 2-dr. sed., $1,795; 2-dr. 2-seat 
$2,020. American Super—4-dr. 
$1,880; 
2-seat stat. wag., $2,105. American Custom 
—4-dr. sed., $2,059; 2-dr. sed., $2,010; 2-dr. 
2-seat stat. wag., $2,235. Deluxe Six—4-dr. 
2- seat stat, wag., $2,- 


stat. wag., 
$1, 


sed., 


sed., 


929; 


$2, 098; 4-dr, 


2-dr. 


sed., 


3-seat 
2-seat 


$2,842; 


sed., $2,932; 4-dr. 
hardtop, $3,136. Bonneville—4-dr. hardtop, 
hardtop, 


2-dr. 


$3,- 





383; 


wag., 
4-dr. 


181; 


130; 
3-seat stat. wag., 


4-dr. 


3- seat stat. 
V-8 — 4-dr. 
$2,577; 
4-dr. 3-seat stat. wag., 
dor Super V-8—4-dr. 
2-seat stat. wag., $2,881; 
$3,006. Ambassador Custom V g_ 
$2,822; 
4-dr. 2- seat stat. wag., $3,026; 4-dr. 2-seat 
hardtop stat. 
stat, wag., $3,151. 

STUDEBAKER—Lark Deluxe Six—4-q, 
sed., 


sed., 


427. Super Six—4-dr. 
2-seat stat. wag., $2,562; 4-dr. 3-seat 
wag., $2,687. Custom Six—4-dr. sed., 
hardtop, $2,458; 
stat. wag., $2,677; 4-dr, 3-seat stat. 
$2,802. Rebel Super V-8—4-dr. 
387; 4-dr, 2-seat stat. wag., $2,681; 
$2, 806. Rebel © 
$2,502 

2-seat stat, 


wag., 
sed., 
4-dr. 


2,732; 


wag., 


4-dr, 


sed., 


4-dr. 
wag., 


$2,268 ; 


4- 


$2,921. 


sed., 


dr. 


sed. 


2 


“a 


tr, 


har 


$2,796, 


Am 


$2,587; 


4dr, 


4-dr. 3-seat 


hardtop, 


$3, 116; 


4- 


dr, 


3-seat 


$2,046; 2-dr. sed., $1,976; 2-dr. 2-seat 


2-dr. 
wag., $2,501; 
576. Lark 
| 2-dr. hardtop, 
2-seat stat. wag., $2,591. 
$2,331; 2-dr. hardtop, $2,431; 
2-seat . stat. 
$2,726. Hawk V-8—5-passenger sport cpe., 
$2,650. 
VALIANT — V-100 — 4-dr. sed., 
4-dr. 2-seat stat. wag., $2,365; 4-dr. 3-seat 
stat. wag., $2,488. V-200—4-dr. sed., 
4-dr. 2-seat stat. 
$2,566. 


—4-dr. sed., 
conv., 


$2, 756; 


sed., 


4-dr. 


2-dr, 


wag., 


New Commercial-Car Registrations, 
All States for January, 1960-1959 


Truck 


istrations by states are 
led 








stat. wag., ’$2, 366; 4-dr. 2-seat stat. wag, 
$2,441. Lark Deluxe V-8—4-dr. sed. a 
$2,111; 


2-seat stat, 


sed., 
$2, 621; 


yo dr, 2- seat stat. wag., §2. 
Regal Six—4-dr. 
$2,296; conv., 
Lark 


$2, 196; 


4-dr, 


Regal v8 


$2,053; 


$2,. 


$2,443: 4-dr, 












































I of 3 in Survey Is Called 
Potential Compact Buyer 


NEW YORK. — One of every 
three car owners contacted in a re- 
cent study is a potential compact- 
car buyer, according to Television 
Advertising Representatives, Inc., 
which sponsored a five-city survey 
of the compact’s impact on the 
public. 

The study was conducted last 


Hitchings Says 
Gloomy Outlook 


Is Unwarranted 


CHICAGO. — Business conditions 
and the business outlook have not 
changed enough in recent weeks to 
merit pessimism in business and in- 
vestor sentiment, according to 
George P. Hitchings, Ford Motor 
Co, economic analysis manager. 

Speaking before the Central 
States group of the Investment 
Bankers Assn. of America, he said 
business and investor sentiment has 
shifted from “unwarranted opti- 
mism to unwarranted pessimism.” 

He blamed the shift on declining 
stock prices, cutbacks from abnor- 
mally high rates of auto production, 
and prospects for a slowdown in 
steel production. 

“Underlying business conditions 
and prospects today are not appre- 
ciably different from what could 
reasonably have been anticipated 
three or four months ago,” Hitch- 
ings said. 

“Gross national product has mov- 
ed up sharply from $483.5 billion 
in the fourth quarter of 1959 to 
about $500 billion in the first quar- 
ter of 1960.” 

Dominating the sharp advance 
was anticipated rebuilding of in- 
ventories, he said. But with steel 
inventories rebuilt, a slowing down 
was to be expected, he explained. 

In the main, potential offsets to 
this slowdown are unchanged, 
Hitchings said. He listed such off- 
sets as expansion in business plant 
and equipment spending, exports, 
state and local government pur- 
chases, residential construction and 
consumer spending. 





December by Pulse, Inc., among 
2,500 men who own cars in five 
major markets — Boston, Balti- 
more, Pittsburgh, San Francisco 
and Cleveland, 

Larry H,. Israel, TvAR general 
manager, said interest in buying 
compacts was particularly strong 
among young car owners (18-34 
years) and men in multicar fam- 
ilies, 

He claimed 36.7 percent of those 
in the 18-34 group said they would 
consider a compact the next time 
they buy a car, compared with 30.1 
percent of those 35 to 49 years old 
and 29.8 percent of those 50 and 
older. 


“Owners of Chevrolets, Fords 
and Plymouths who indicated in- 
terest in buying a compact car 
have a strong allegiance to the 
particular small car affiliated 
with the make they now own,” 
Israel continued. 

“Corvair ranked first among 
Chevrolet owners,” he said, “Falcon 
led the way with men owning 
Fords, and Valiant was the | No. 
choice of Plymouth owners.’ 


Compact preference varied con- 
siderably with the age of the po- 
tential buyer, the study showed. 

The young car owner was especi- 
ally high on the Falcon, while 
Rambler was tops among middle- 
age and older men interviewed in 
the survey. 

“Both Corvair and Valiant fared 
best in the 35-49 age bracket, with 
Lark having its greatest strength 
in the over-50 group,” Israel said. 


“A comparison of men in one- 
car and multicar families gives 
Rambler the edge among the one- 
car owners, while Corvair was 
the choice of prospective buyers 
in multicar households,” he 
added. 


Israel said the survey showed 
that buying interest was highest in 
Pittsburgh, with 34.6 percent of 
those interviewed indicating they 
would consider a compact. 

San Francisco was next with 33.8 
percent, followed by Boston, 31.4; 
Cleveland, 29.2, and Baltimore, 27.6. 
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‘Here's money in your pocket!” 


It’s just a little breast-pocket folder. But it’s full of sales points about 
E-Z-Eye Safety Plate Glass that will help General Motors dealers 
sell more: of this worthwhile option. For free copies for all your 


salesmen, write to Dept. 5630, Libbey‘Owens‘Ford Glass Company, 
811 Madison Avenue, Toledo 3, Ohio. 


I} Z:- Eye is easy to demonstrate 
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In sunlight, roll a window part-way down. 
Ask your prospect to hold his hand half- 
way in the opening. Above the glass, the 
hand feels warm; behind the glass, it’s 
cooler because sun heat is reduced. 


=-Z-EVIE SAFETY |°,, PLATE GIASS 





Put the prospect in the driver’s seat. 
Show her the shaded band that’s scien- 
tifically designed to shield her eyes from 
sun glare. Gives her a more comfortable, 


squint-free ride. 
as 


-—\- 





Explain that E-Z-Eye filters out about 
50% of the sun’s rays and that rear 
windows of some models have an almost 
invisible mineral band that rejects 75% 
of the hot rays. Keeps back seat cooler. 


LIBBEY*OWENS-FORD a Gneat Name in Glass Toledo 3, Ohio 









Used-Car Auction Prices 


AUTOMOTIVE NEWS, MARCH 28, 1960 


(Continued from Page 44) 


000*. 

'57 (88) Fiesta 4-dr., $1,580* (ps); (98) 
4-dr. Holiday, $1,425* (ps); (88) Su- 
per 2-dr. Holiday, $1,305* (ps). 

"56 (98) 4-dr. Holiday, $690* (ps); (88) 
4-dr., $670*; 2-dr. Holiday, $670* (ps). 


’65 (88) 4-dr. Holiday, $730* (ps); (98) 
4-dr, Holiday, $635* (ps). 

’54 (88) Super 2-dr, Holiday, $490* (ps); 
4-dr., $415*; (88) 2-dr. Holiday, $480*; 
(98) 2-dr, Holiday, $450* (ps), $440* 
(ps). 

PACKARD—’56 (400) 2-dr. hardtop, $625* 
(ps); Patrician 4-dr., $600* (ps). 


PLYMOUTH—’58 Fury (8) 2-dr. hardtop, 
$1,500* (ps); Savoy (6) 4-dr., $885. 
’57 Belvedere (8) 2-dr, hardtop, $1,030*; 
Savoy (8) 2-dr, hardtop, $675*; 2-dr., 
$665, $485; 4-dr. hardtop, $600*; Plaza 
(6) 2-dr., $625, 
’56 Suburban (8) Custom 4-dr., $760* 
(ps), $710* (ps), $610*, $600*; Sport 
4-dr., $650*; Plaza (8) 4-dr., $265. 
’6S Savoy (8) 2-dr., $505*, $450*; 4-dr., 
$400; Plaza (6) Suburban, $410, 


54 Belvedere 4-dr., $265*. 
PONTIAC—’'60 Bonneville conv., $3,350* 
(ps). 


’56 Chieftain 2-dr. Catalina, $625*, $510* 
(ps); Star Chief conv., $600* (ps). 

’5S5 Chieftain 2-dr., $450*, $380*. 

’53 Chieftain 4-dr., $130* 

RAMBLER—’'60 American 
025°. 

57 Super (6) 4-dr., $785. 

56 Custom Cross Country, $685*. 

51 Super 2-dr., $120. 

MISCELLANEOUS—'59 Chevrolet (8) El 
Camino, $1,860, $1,735; Ford (6) F-100 
pickup, $1,140. 

’58 Chevrolet (8) %-ton apache pickup, 
$1,115; Dodge (6) %-ton LWB pick- 
up, $955; Studebaker (6) %-ton pick- 
up, $850. 

"57 Chevrolet (8) %-ton pickup, 
(6) %-ton pickup, $875*. 

56 Ford (8) F-100 pickup, $695*, $585. 

55 GMC (6) %-ton pickup, $640*; (8) 
%-ton pickup, $620*; Ford (8) F-100 
pickup, $460*; Dodge (8) %-ton pick- 


(6) 4-dr., $2,- 


$935; 


up, $385; Chevrolet (8) delivery se- 
dan, $305. 

'54 Ford (8) %-ton pickup, $480; Chev- 
rolet %-ton pickup, $430, $335; de- 
livery sedan, $340. 

’53 Chevrolet i-ton -tractor, $335; Ford 
(8) Ranchero, $295*. 

*52 Ford %-ton panel, $185. 

’51 Ford (6) F-3 %-ton pickup, $230. 

*50 Chevrolet %-ton pickup, $340, $275. 

*49 Ford (8) F-100 pickup, $175. 


ARMONK, N. Y. 


Banksville Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of March 15. 
The buyers were out in force this week, 


with all years and models, except '59s, in 
strong demand. Bidding was very brisk 
from the opening unit till the final car. 


Prices on all units were strong. Sold 76 per- 
cent of the consignment. 
BUICK—’58 Special 4-dr. Riviera, $1,325*. 

’55 Special 4-dr., $335* (ps), $200. 

CADILLAC—’59 de Ville 2-dr. hardtop, $3,- 
880* (ps). 
"55 (62) conv., $1,375* (ps). 
"53 (62) 4-dr., $375; 2-dr. hardtop, $350*. 
CHEVROLET—’'59 Impala (8) 4-dr. hard- 
top, $1,870* (ps), $1,800* (ps); Bel Air 
(8) 4-dr., $1,600*. 

"58 Biscayne (8) 4-dr., $1,110*. 

’57 Bel Air (8S) 4-dr. hardtop, $1,125*. 
"56 Two-ten (8) 2-dr., $795; Two-ten (6) 
2-dr., $460; One-fifty (6) 2-dr., $310. 

’55 Nomad 2-dr., $750*; Bel Air (6) 2-dr. 
hardtop, $550; conv., $515. 

"53 Two-ten 4-dr., $240; 2-dr., $200. 

FORD—'59 Galaxie (8) 4-dr., $1,845* (ps); 
Fairlane 500 (8) conv., $1,825", $1,- 
810* (ps). 

*58 Custom 300 (8) 4-dr. (police), $560. 

’57 Fairlane 500 (8) conv., $1,150, $985* 
(ps); Country Squire (8) 4-dr., $1,125, 
$1,075* (ps). 

‘56 Fairlane (8) conv., 
Victoria, $750* (ps); 2-dr. Victoria, 
$660* (ps), $540* (ps); Country Sedan 
(8) 4-dr., $775* (ps); Custom (6) 2-dr., 
$550. 

’55 Fairlane (8) 2-dr. Victoria, $610; Cus- 
tom (8) 2-dr., $400, $390. 

*54 Country Squire (8) 4-dr., $440; Coun- 
try Sedan (8) 4-dr., $335; Crest (6) 2- 


$830* (ps); 4-dr. 


dr., $290. 
’5S Crest (8) conv., $175; Custom (6) 2- 
dr., $105. 
LINCOLN—’59 Continental Mark IV 4-dr. 


hardtop, $2,700* (ps). 
53 Capri 2-dr. hardtop, $535. 
MERCURY—’57 Monterey 2-dr., $775; 
conv., $720*. 
’55 Montclair 2-dr. hardtop, $500*, $465*; 


conv., $455*. 
OLDSMOBILE—’58 (98) conv., $1,700*; 
(ps). 
"57 (88) Super 2-dr. Holiday, $1,150* 
(ps). 
’56 (98) 4-dr. Holiday, $735* (ps). 
PACKARD—'54 Clipper 2-dr., $240* (ps). 
PLYMOUTH—'58 Savoy (8) 4-dr., $925; 


Plaza (6) 2-dr., $710. 
’57 Suburban (8) 4-dr., $700. 
*56 Savoy (8) 2-dr., $630; 
4-dr., $600*. 
*55 Belvedere (8) 4-dr., $455; conv., $400* 


(ps). 
PONTIAC—‘59 


Catalina 4-dr. Vista, $2,- 
175* (ps). 
"57 Chieftain 4-dr., $930*. 
’56 Chieftain 4-dr., $685; 2-dr., $590*. 
"55 Star Chief 2-dr. Catalina, $520*; 4- 
dr., $480*. 
RAMBLER—’59 Super (6) Cross Country 
4-dr., $1,350". * 
"57 Custom (6) 4-dr., $1,025*. 


MISCELLANEOUS 


PORTLAND, ORE. 


Portland Auto Auction, Inc, Sale every 
Monday, Prices are for sale of March 15. 
BUICK—'57 Special Estate Wagon, $1,510* 

(ps). 
"56 Super 4-dr. Riviera, $670* (ps). 


55 Century 4-dr. Riviera, $680* (ps); 
Special 2-dr., $555. 
"53 RM 4-dr., $380* (ps). 
CADILLAC—'56 (62) 2-dr. hardtop, $1,- 
920* (ps). 
"55 (62) 2-dr. hardtop, $1,440* (ps). 
CHEVROLET—’59 Impala (8) sport coupe, 
$2,340* (ps); conv., $2,240; sport se- 
dan, $2,145* (ps), $2,135* (ps), §$2,- 
085* (ps); Parkwood: (8) 4-dr., $2,- 
O75*, $2,070*, $2,050*; Bel Air (8) 





Belvedere (8) 


"51 Dodge Stake, $280. | 





4-dr., $1,825*; 


"58 Impala (8) 


2-dr., 
2-dr, 


$1,800*. 

hardtop, $1,750*; 
Brookwood (8) 4-dr., $1,600* (ps), 
$1,585*, $1,470*, $1,460; Bel Air (8) 
sport sedan, $1,590* (ps); Yeoman (6) 
4-dr., $1,490; Biscayne (8) 4-dr., $1,- 
430*, $1,340*, $1,325, $1,295*, $1,285*; 
2-dr., $1,300*; Biscayne (6) 2-dr., $1,- 
170; Delray (6) 4-dr., $1,195. 
57 Bel Air (8) sport sedan, 
Two-ten (8) 4-dr., $1,090*; 
(6) 2-dr., $955. 
‘56 Bel Air (8) 
conv., $830* (ps); Bel Air (6) 
$910; Two-ten (6) 2-dr., $900; 
$875; Two-ten (8) 4-dr., $745", 

'55 Two-ten (6) 4-dr., $610, $575, $555. 

’53 One-fifty 2-dr., $200. 

’51 station wagon, $160*. 
CHRYSLER—’56 300 2-dr., $1,290* (ps). 
DeSOTO—’'53 Power Master 4-dr., $100*. 
DODGE—’57 Royal (8) 2-dr. hardtop, $1,- 

255* (ps); Coronet (8) 2-dr., $860*. 

‘55 Royal (8) station wagon, $625*. 

’54 Coronet (8) conv., $315*, 
FORD—’60 Galaxie (8) starliner, $2,670* 

(ps); Fairlane 500 (8) 2-dr., $2,110*. 

*59 Country Sedan (8) 4-dr., $2,065* 
(ps); Galaxie (8) 4-dr., $2,035*; Fair- 
lane (8) 4-dr., $1,760*%; Custom 300 
(8) 4-dr., $1,675*, $1,580*, 

5S Thunderbird (8) 2-dr, hardtop, $2,- 
900* (ps); Country Sedan (8) 4-dr., 
$1,550* (ps), $1,480*; Fairlane 500 (8) 
4-dr, Victoria, $1,395* (ps); Fairlane 
(8) 4-dr., $1,250*%; Custom 300 (8) 4- 


$1,315*; 
One-fifty 


$950*; 
4-dr., 
4-dr., 


sport sedan, 


dr., $1,155", 


we 


AT THIS VERY MOMENT, Childers Carports—the most startling 
new idea in the history of outdoor car display—are springing 





’57 Country Sedan (8) 4-dr., $1,360* 


(ps); Fairlane 500 (8) 4-dr. Victoria, 
$1,345* (ps); 4-dr., $1,060*, $1,030* 
(ps), $950*, $925; Custom 300 (8) 4- 


dr., $995*; 2-dr., $990*, $915*; Custom 
(8) 2-dr., $940; 4-dr., $700. 


’56 Country Sedan (8) 4-dr., $895* (ps), 
$880*, $865*; Fairlane (8) 2-dr., 
$885* (ps). 


(8) conv., $865* (ps); 2-dr. 
Country Sedan (8) 4- 


'55 Fairlane 
Victoria, $540*; 
dr., $595, 

’54 Crest (8) conv., $390*. 

’53 Crest (8) 2-dr. Victoria, $390; Ranch 


Wagon (6) 2-dr., $310; Custom (8) 
4-dr., $270*; 2-dr., $260*. 
HUDSON—’51 conv., $200*. 
IMPERIAL—’53 Imperial 4-dr., $620* 
(ps). 
LINCOLN — ’60 Premiere 2-dr. hardtop, 
$4,600* (ps). 
MERCURY — ’'59 Voyager 4-dr., $2,250* 


(ps); Monterey 4-dr, hardtop, $2,080* 
(ps). 
’56 Montclair 2-dr, hardtop, $860* (ps). 
’55 Monterey 2-dr., $725*; Montclair 2- 
dr. hardtop, $690*. 
’54 Monterey 2-dr. hardtop, $500* (ps), 
$465*; Custom 2-dr., $325*, 
OLDSMOBILE—’55 (88) 2-dr. Holiday, 
$695* (ps). 
PACKARD—’57 Clipper 4-dr., $955* (ps). 
PLYMOUTH—’59 Suburban (8) 4-dr., $1,- 
790, $1,695; Fury (8) 4-dr., $1,785* 
(ps). 
"5S Savoy (8) 4-dr., $1,000, $995, $990. 
’55 Belvedere (8) 2-dr. hardtop, $735*; 
Plaza (6) Suburban, $625. 
PONTIAC—’59 Bonneville 4-dr. Vista, $2,- 
425* (ps). 
’57 Super Chief 2-dr. Catalina, $1,370* 
(ps). 
’54 Chieftain 4-dr., $335*, 
RAMBLER—’57 Super (8) 4-dr., $985*. 
’55 Custom Cross Country, $820*; Super 


2-dr., $670. 
STU DEBAKER—’59 Lark (6) station wag- 
on, $1,635, 


e. 


up on carlots all over America. 


Hundreds of dealers—dealers you know—are letting the 
magic of Childers Carports turn their ordinary lots into attrac- 
tive, profitable 365-day outdoor showrooms! These dealers no 
longer worry about being out of business in bad weather. 


And now, a new dimension has been added to the protec- 


tive magic of Childers Carports. 


Yes, now you can add color to your Childers Carport 


roof trim! 


"562 Commander (8) 4-dr., $270*. 

| MISCELLANEOUS—’56 Ford %-ton pick- 
up, $590, 

'54 Ford %-ton pickup, $300. 


DYER, IND. 


Dyer Auto Auction. Sale every Friday. 
Prices are for sale of March 18. Had some 
real tip-top cars and the dealers were 
really taking hold. Bad weather during 
the week caused our consignment to be 
down, but percentage was real good. Sold 
213 ‘cars from 286 consignments. 
BUICK—’56 Super 4-dr., $790* ps); Spe- 

cial 2-dr., $665*; 4-dr., $485*, $305*. 





’54 Super 2-dr., $415* (ps); 4-dr., $165*; 
Special 2-dr., $355. 
’53 Special 2-dr., $135*. 


OADILLAC—’57 (62) 4-dr., $2,100* (ps). 

’52 (62) 2-dr., $175*. 

CHEVROLET—’58 Impala (8) conv., $1,- 
610* (ps). 

57 Bel Air (8) sport coupe, $1,180* 
(ps), $1,130* (ps); Two-ten (8) sta- 
tion wagon, $1,025*, $1,020*. 

’56 Bel Air (8) 4-dr., $760*, $675*; Two- 


ten (6) 4-dr., $550*; station wagon, 
$295. 

55 Bel Air (8) 2-dr., $650*; 4-dr., 
$575*, $445*; Two-ten (6) 2-dr., $400, 
$200. 

’54 Bel Air 2-dr., $385, $125*; 4-dr., 
$350; Two-ten 4-dr., $350*, $245; 2- 
dr., $190. 

"53 Bel Air 2-dr. hardtop, $340*, $280; 
Two-ten 2-dr., $230, $185, $165; One- 
fifty 2-dr., $130. 

"52 Deluxe 4-dr., $115. 

CHRYSLER — ‘55 Windsor 4-dr., $500*, 
$325*. 

'54 NY 4-dr., $110* (ps). 

’53 Windsor 2-dr., $185*. 

DeSOTO—’55 Firedome 4-dr., $485* (ps). 
DODGE—’58 Coronet (8) 2-dr. hardtop, 


$1,370* (ps). 
55 Royal (8) 4-dr., $380*, $230*. 
’54 Coronet (6) 4-dr., $125*. 


Red! Yellow! Green! 


can finish the roof trim in 


es, 


FORD—'59 Galaxie (8) conv., 51,92 
(ps); Custom 300 (6) 2-dr., $1,210*, 

’58 Fairlane (8) 4-dr., $1,235* (ps), $1. 
230* (ps); Fairlane (6) 4-dr., $1,05) 
Custom 300 (6) 4-dr., $1,085*, $1,055" 
$835*; Custom 300 (8) 4-dr., $1,029% 
’57 Fairlane (8) 4-dr., $955", $8190 
(ps); Ranch Wagon (6) 2-dr., $90ge 
$800*; Custom 300 (8) 4-dr., $85g. 
Custom 300 (6) 2-dr., $850*; Country 


Sedan (8) 4-dr., $730*. 

’56 Fairlane (8) 2-dr., $525; Custom (6) 
2-dr., $450*; 4-dr., $370, $305*; Cu 
tom (8) 2-dr., $355; 4-dr., $300; 
Ranch Wagon (8) 2-dr., $385*. 

’55 Country Sedan (8) 4-dr., $495 


Custom (8) 4-dr., $470, $175*; 2-dr, 
355; Custom (6) 2-dr., $365*; Faip. 
lane (8) Crown Victoria, $405*; Rane) 
Wagon (8) 2-dr., $360. 

’°54 Custom (8) 4-dr., $305; 2-dr., $235, 
$185; Custom (6) 2-dr., $240*, $139; 
Main (6) 2-dr.,, $140. 


*53 Main (8) 4-dr., $165; Main (6) 2 
dr., $110; Crest (8) 2-dr, Victoria, 
$150*. 

LINCOLN — ‘57 Premiere 4-dr., $1,685* 
(ps). 


’53 Capri 4-dr., $170* (ps). 
MERCURY—’57 Monterey station wagon, 
$1,080*. 

’56 Monterey 2-dr., $490*. 

55 Monterey 4-dr., $505* (ps); 
2-dr., $370*, $210*, $135; 4-dr., $160*, 

’54 Monterey 4-dr., $230*; 2-dr., $180*, 

*53 Custom 4-dr., $150*; Monterey 4-dr,, 
$140*. 

’52 Custom 2-dr., $185*. 

NASH—'55 Statesman (6) 2-dr., $330. 

OLDSMOBILE — ’57 (98) 4-dr. Holiday, 
$1,355* (ps); 2-dr. Holiday, $1,340 
(ps); (88) 4-dr, Holiday, $1,145*; 4 
dr., $1,095* (ps). 

"56 (88) 2-dr. Holiday, $930* (ps); 2 
dr., $600*, $500*; 4-dr., $600* (ps), 
$580* (ps); (88) Super 4-dr., $845* 
(ps). 

(Continued on Page 49, Col. 3) 


Custom 





Stripes! Checks! Imagine the 


cavalcade of traffic Childers Carports in color will bring to 
your lot—regardless of the weather! 


It’s easy for you to add the color you want after your 
carports are erected. The roof trim for Childers Carports is 
manufactured from factory Bonderized steel. This means you 


the exact color and pattern you 


want without special preparation of the steel. 


Choice of Roof Trim 
And remember, Childers Carports are now available in 


oe 


int 
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’59 Impala (8) conv., $2,250° (ps); 4- 








































ae 
4 dr., $2,100* (ps); sport sedan, $1,970* 
$1 e © (ps); Bel Air (8) 4-dr. hardtop, $1,- 
i oan: 815*; 4-dr., $1,705*; Parkwood (8) 2- 
ew, - dr., $1,600; Biscayne (8) 2-dr., $1,450*. 
0558, 
“ope ’58 Brookwood (8) 4-dr., $1,425", §$1,- 
$8196 150*; Biscayne (8) 4-dr., $1,300* (ps), 
; $1,240". 
oun ’57 Nomad (8) 2-dr., $1,115* (ps); Bel 
| (Continued from Page 48) Air (6) 4-dr., $900*; Two-ten (6) 4- 
ntry : ae dr., $815; One-fifty (6) 4-dr., $775. 
1® ’55 (88) 2-dr., $395*. 2 7 BUIC K—'59 LeSabre 4-dr., $1,590°. ’'56 Bel Air (8) station wagon, $810* (ps); 
C 54 (88) Super 4-dr., $260*; (88) 2-dr., 58 Special 2-dr, Riviera, $1,350* (ps). One-fifty (8) station wagon, $670. 

us- $250*; (98) 2-dr., $245* (ps). ’56 Super 2-dr. Riviera,, $755* (ps); '55 Two-ten (8) 4- 590* 

$309 dr., $590*. 
, "53 (88) 2-dr., $120. Special 4-dr. Riviera, $650*. ’54 One-fifty 4-dr., $275; Bel Air 4-dr., 
1958. PACKARD—’53 Clipper 4-dr., $125*. "55 Special 2-dr, Riviera, $440*, $265". 
ae! PLYMOUTH—’58 Belvedere (8) 4-dr. hard- | CADILLAC—’59 (62) 4-dr., $3,450* (ps),| °53 Two-ten 2-dr., $250*; Bel Air 2-dr., 
Fair top, $1,150*; Suburban (8) 4-dr., $1,- | $3,265* (ps). $105°*. 
aneh 130*. ’58 (60) Special 4-dr. hardtop, $3,000* | CHRYSLER—’58 NY 4-dr., $1,310* (ps). 
= a (®) 4-dr., st ease . (ps). * de Ville, $1,080° (pe) ’55 Windsor 2-dr. hardtop, $435* (ps). 
; avoy (6) 4-dr., $315*%; 2-dr., $235*; ’56 (62) Sedan de e, 05) ps). 1 me IM . . 
_ Belvedere (8) 4-dr., $275*. '55 (60) Special 4-dr., $900* (ps). Sa ee re 
’ ee . *- ra" ’ w * ° 
- * eg a 4-dr., $385*; Savoy 54 (62) 4-dr., $860* (ps). '57 Firedome 2-dr., $1,015* (ps); conv., 
2 PONTIAC. "50 Brer Chief 4-dr. Vista, $2,-| CHEVROLET—'60 Impaia (8) sport coupe, $840* (ps). 
r g > -dr. » $2,- . r be RB5*: . 
orla, 310* (ps). $2,415; Corvair (6) 2-dr., $1,585"; 4! DODGE—'60 Pioneer (8) 4-dr., $2,265° 
685¢ '58 Star Chief 4-dr., $1,605* (ps); Chief- | —————— ome 
tain 4-dr., $1,390*, $1,150*. 55 Royal (8) 4-dr., $540* (ps). 
"5 ar Chief 2- Ca ‘ ,170* i ; , , ; ‘ - 32: 
a ‘eer Cat 34°, Connie, nt |Banker Davis Returning | rene conse (© te. mae 
' '56 Star Chief 2-dr., $685* (ps); Chief-| Tq Auto Field as Dealer Galaxie (8) conv., $1,940* (ps); 4- 
tain 4-dr., $415*. . 3 dr., $1,850* (ps); 2-dr. Victoria, $1,- 
tom ’55 Star Chief 4-dr., $515* (ps), $460*; NORTH LITTLE ROCK, Ark. — 815* (ps); Country Sedan (8) 4-dr., 
i ~ *. 9. *- . : 75% ‘ 
60s nae ie.” ; 2-dr., $300*; R. C. Davis, who left the auto busi- as cane’ Fairlane 500 (8) 2-dr. Victoria, 
rn, 54 Chieftain 4-dr., $175*, $155*, ness three years ago to become a| ‘5g Thunderbird (8) 2-dr. hardtop, $2,- 
' RAMBLER—’58 Super (8) 4-dr., $1,060*.| banker is returning to the fold. He 450*; Fairlane 500 (8) skyliner, $1,365* 
SE nan #1 Commander (8) (4, and hie som, R. ©. Davie $e, are pur-| ogi7e) SS Tovean, S gs cil all 
jay ’53 Commander (8) 2-dr., $160. chasing Dutch H. O’Neal Motors, Ranch Wagon (6) 2-dr., $775; Custom 
408 MISCELLANEOUS—’56 Ford %-ton pick-| Inc. (6) 2-dr., $600; Custom 300 (8) 4-dr., 
4 Lark Goes to School— up, $465. | : $460 
'54 Ford 1-ton pickup, $450 The Davis firm, to be known aS! .50\rain (8) 2-dr., $500. 

2 Students at the Bishop Bradley High School, Manchester, N. H., learn about the : Union Motors, will handle Lincoln,| ‘55 Fairlane (8) 2-dr. Victoria, $600*; 2- 
Ds), inner workings of a Studebaker Lark from Brother Richard, right, of the school faculty. DAYTONA BEACH, FLA. Mercury and Comet. The elder| _ dr., $570*; Custom (8) 2-dr., $440°. 
45° The car, used for automobile mechanical instruction and driver training, was furnished ‘de : . Davis will continue as chairman of we CS 60) De, Se 

Florida Auto Auction, Sale every Tues- - : LINCOLN—’58 Premiere 4-dr. hardtop, $2,- 
American Nationa] Bank.  125* (ps) Sie: 





55 Capri 2-dr. hardtop, $535* (ps). 
a . —_ ¥ . a apse cree 2 . MERCURY—’60 Monterey 2-dr., $2,050*. 
fe iy oe te oO ten amg eer et : ; be "58 Monterey 4-dr. hardtop, $915* (ps). 
4 ees oe . . ae ; oe *57 Montclair 4-dr. hardtop, $850*° (ps). 
; r : ce. ¥ : '56 Custom 4-dr. hardtop, $665*. 


to the school by Morse-Batchelder, Inc. (Studebaker-Packard), in Manchester. day. Prices are for sale of March 15, 









OLDSMOBILE—’'60 (88) Super 2-dr. Scenic, 
$3,250* (ps). 

"59 (88) 2-dr. Scenic, $2,325* (ps). 

57 (88) Super 4-dr. Holiday, $1,250* 
(ps), $1,065* (ps); (88) 4-dr., $1,- 
000* (ps). 

56 (98) 4-dr. Holiday, $995* (ps); (88) 
2-dr. Holiday, $790* (ps). 

"54 (88) Super conv., $415*. 

’53 (98) 4-dr., $130* (ps). 

PACKARD—’54 (5431) 2-dr. hardtop, 
$350*. 

PLYMOUTH—’59 Fury (8) 4-dr. hardtop, 
$1,810*; Savoy (8) 4-dr., $1,225. 

'55 Belevedere (8) 2-dr., $500*; Savoy 
(6) 2-dr., $275. 


PONTIAC—’58 Chieftain Safari, $1,385* 
(ps). 
’57 Chieftain 4-dr., $825* (ps). 
’56 Chieftain 2-dr. Catalina, $625*. 
'55 Chieftain station wagon,. $545*. 
’53 Chieftain Safari, $305*; 4-dr., $125*. 


RAMBLER—’'59 Ambassador (8) 4-dr., $1,- 
580*. 
STUDEBAKER—’59 Lark (6) 2-dr., $1,115. 
’58 Scotsman (6) 2-dr., $670. 


* * * 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday (March 16). Buyers and 
cars were here in mass paying strong prices 
for all clean, sharp cars that were offered. 
Prices took a slight dip in the later models, 
but, on the whole, remained firm. Sold 76 
percent of 533 consignments. 


* * ® 


MANHEIM, PA. 


Manheim Auto Auction. Sale every Friday 
(March 18). Weather: Clear. Sold 79 per- 
cent of 651 consignments. 

* * * 


NASHVILLE, TENN. 
Nashville Auto Auction. Sale every 
Wednesday (March 16). With the first sun- 
shine in two weeks, a spirited market was 
observed here this week. Most all makes 
and models were up a few dollars. Sold 121 
cars from 195 consignments, 


Chevrolet Names 
Zone Manager 


Appointment of Hugh G. Moore 
as manager of the Chevrolet’s Bir- 
mingham (Ala.) zone has been an- 
nounced by K. E. Staley, general 
sales manager. 

Moore, formerly 
Indianapolis city 
manager, succeeds 
P. P. Scalise, who 
is retiring Apr. 1 
after serving 37 
years in the 
Southeast region. 
M. G. Banks, as- 
sistant manager 
of the national 
business Manage- 

H. G. Moore ment department 
in Detroit, becomes Indianapolis 
city manager. 

Moore joined the company parts 
department in Louisville m 1937. He 
was an assistant manager of the 
national sales promotion depart- 
“i ment in Detroit prior to moving to 
Indianapolis, 


Fire Hits Ford Deal 


/ 
| 
Firm | CONVERSE, Ind.—A $145,000 fire 
| destroyed the two-story brick build- 
! 
| 
! 
| 
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= 
Childers Mfg. Co., Dept. AN-7, 3620 W. 11th Street, Houston 8, Texas 
Yes, | want full details on Childers Carports. 


luxurious Continental (as shown above) or sleek Thinline trim 
style. So now you can choose the style of roof that you prefer. 
= eam the roof trim in the color that makes your lot 
00 


For full details on Childers Carports plus a list of hun- 
dreds of dealers in 37 states who have installed them (you can 





Title 
Motor Sales. Fire officials said the 








! 
l 
Name & 
| ing housing Delmar Graham Ford 
! 
! 





call any two dealers on the list at Childers’ expense) along Address ° : 
with pictures of actual dealer installations, fill out and mail Ci » soe io ey : Bm started & 
coupon at right. Up to 36 months to pay! Bee. ——Siate - apie cleaning Suid ce is Gaels 
. | Make of Car | leaking from a car in the garage 
ae i 2 ee eee ee VSS) eee ; : 
CHILDERS PAYS FREIGHT TO ANY DEALER IN CONTINENTAL U. S. | Cet for repairs. 











Quantity 


PR@ODUGTION 
, i 
| GREY. IRON GASTINGS 


ONE OF. THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


THE WHELAND COMPANY 
FOUNDRY EDIVISION 


cae 


MAIN OFFICE "AND MANUFACTURING PLAN 


CHATTANOOGA 2, TENNESSEE 
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Factual Ads Called Best... 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

The American consumer has a 
right to expect “non-bunk” adver- 
tising to help guide his purchasing, 
says Louis T. Hagopian, director of 
advertising for Plymouth, and “fac- 
tual advertising, by its very nature, 
is one of our very best weapons in 
the service of honest advertising.” 


Speaking before the San Fran- 
cisco Advertising Club, Hagopian 
said, “This is not the time to play 
it safe, to run away from the 
arena of factual competition into 
a daisy field of glittering gener- 
alities.” 

If more advertisers used the facts, 
competitively and honestly, much 
could be done to allay the charges 
of hypocrisy, condescension and 
falsehood being levelled at adver- 
tising generally, Hagopian said. 

“They would rediscover that facts, 
presented in an interesting manner, 
are the most persuasive things in 
the world to the buyer. The more 
simply, clearly and completely the 
buyer gets the story, the more ef- 
fectively that story will work for 
the advertiser,’ Hagopian said. 

Hagopian cautioned advertisers: 
“Never think for a moment that 
selling through facts is soft sell, or 
dull sell. To lay your facts on the 
line and invite customers to prove 
for themselves that every assertion 
is true is the hardest kind of sell 
there is.” 

* * * 


New Approach for Import 


A new approach to introduce a 
European import into the U. 8. 


ATTENTION DEALERS: 


youl’ 90 pacer flsler Y yOu go 


& GOLIATH 











“THE TIGER” 


THE hansa STATION WAGON 


P.O.E. 
EAST COAST 


51883. 
SLIGHTLY HIGHER ON WEST COAST 





..» WITH FRONT WHEEL DRIVE 


1—Goliath’s Front Wheel Drive gives a big car feel and greater 
safety. 2—Goliath's extra leg room and height gives more comfort 
than competitive makes. 3—Goliath’s 46 and 63 H. P., 4-cylinder, 
4-cycle airplane type engines give maximum power and economy. 
4—Ample storage space makes Goliath truly a family car. 5— 
Goliath moves safely and easily through heavy traffic or on the 
open road at high speeds, is protected by its unit steel body and 
4-wheel hydraulic brakes. 6—Goliath cars average more than 30 
miles per gallon even in city traffic and maintenance costs are 
half that of most other cars. 


GOLIATH HAS A COMPLETE SERIES OF MODELS 


PRODUCT OF THE BORGWARD GROUP 
Write, Wire or Phone these Car & Parts Distributors Today 


FOREIGN MOTOR DISTRIBUTORS COMPANY 
6700 Allentown Bivd. (Phone KI 5-3754) Harrisburg, Pa. 





GOLIATH SALES CORPORATION 
1580 El Camino Real (Phone LY 1-0788) San Carlos, Calif. 


automobile market is shown in 
an ad for NSU Sport Prinz. 

Chester Gore Co., Inc., ‘agency 
| for the car’s importer, Fadex 
Commercial Cor p., employs the 
device of showing the car through 
the eyes of a child. In the back- 
ground, faces of Daddy’s co-work- 
ers are greeting the new addition 
to the “office.” 

This is the first insertion of the 
NSU Sport Prinz national con- 
sumer advertising scheduled to 
appear in The New Yorker, Sports 
Illustrated, Sports Cars Illustrat- 
ed and Road & Truck. 

x ed cad 


Education TV for Russell 
Richard A. Russell, of Dick Rus- 


Conn., has bought a year’s supply of 
“Open End” programs for a Boston 





educational television station on 
which it is not allowed to adver- 
tise. 

Russell has presented to 
WGBH-TV a grant of $26,000 to 
cover the cost of 52 David Suss- 
kind’s ventures in marathon kib- 
itzing. In televising the programs, 
the station, in accordance with its 
educational status, may only flash 
on the screen that they are shown 
through a grant from Russell. 

Russell also has purchased “Open 
End” for showing on WHCT-TV in 
Hartford. This cost $22,500. 

Although he would be permitted 
to besprinkle the show on WHCT 
with commercials, Russell plans to 
limit himself to a brief announce- 
ment on sponsorship by his Hart- 
fort dealership. He plans to utilize 
the commercial breaks for commen- 
tary by figures prominent in cul- 
tural and artistic fields. 

“I felt that there is a need for 
understanding for exploring the is- 
sues of the day,” Russell said. “I 
want my children, when grown, to 
see programs of this caliber instead 


of films promoting violence.” 
* ok * 


Beaudry-Ford Agency 
Beaudry-Ford, Atlanta, has ap- 

pointed Crawford & Porter Adver- 

tising, Inc., Atlanta, to diréct the 





firm’s TV, radio and newspaper ad- 


| vertising. 


* * 


French Handle Plymouth Ads 


Charles French & Associates, 
Oakland, Calif., is handling adver- 
tising campaigns for the Northern 
California Plymouth Dealers Assn. 
The account is expected to bill 
$100,000 this year. 

The dealer group already has pur- 
chased cosponsorship of “National 
Football League Presents” ,fer 13 
weeks on KGO-TV, San Francisco, 
and is running 190 spots weekly on 
KEWB, KYA, KSFO, KGO and 
KSAY in the San Francisco-Oak- 


land area, and KSJO in San Jose. 
~ oe a 


Ad Discount for Auto Dealers 


The Los Angeles Mirror News 
is offering automotive dealers a 
special advertising volume dis- 
count plan. The plan is commis- 
sionable to recognized agencies, 
the paper said. 

* 


* * 


Ad Group Cites Quirk 


James T. Quirk, publisher of TV 
Guide magazine, has been named 
1960 “man of the year” by the Phil- 
adelphia Guild of Advertising Men. 

Quirk, has been with TV Guide 
since its founding as a national 
weekly magazine in April, 1953. He 
had served earlier in the radio, 
television, and newspaper divisions 
of Triangle Publications, Inc., of 
which TV Guide is a division. 

* - + 


Personnel Changes 


Joseph F. Markley from Byer & 
Bowman advertising agency, Co- 
lumbus, O., to head of creative art 
department of Applegate Advertis- 
ing Agency, Muncie, Ind. ... Hugh 
©. Ralston from manager for mio- 
tion pictures and educational af- 
fairs to manager of the newly es- 
tablished television department of 
Ford Motor Co. 

Charles E. Carll, former public 
relations director of Ford Motor Co. 
and most recently a free lance pub- 
lic relations consultant, to director 
of press relations for Litton Indus- 
tries, Inc., Beverly Hills, Calif. ... 


sell Pontiac Village, Hartford,| 


——ti 


Wally Parks from editor of Hot Rog 
magazine to editorial director of ajj 
Petersen Publishing Co. 

Hamilton Cochran from automo. 
tive marketing manager of Satyr. 
day Evening Post to advertising 
manager of Curtis Circulation Co, 
a subsidiary of Curtis Publishing 
Co. ... James T. Ritter from Chi- 
cago sales force to Western sales 
manager for O & O... Philip § 
Weld from publisher of the Gloy. 
cester (Mass.) Daily Times and 
Newburyport (Mass.) Daily News 
to president and general manager 
of the European edition of the New 
York Herald Tribune, effective 
Apr. 1. 


* * * 


GMM&B For Rambler Dealers 


Baltimore Rambler dealers have 
appointed Geyer, Morey, Madden 
& Ballard, Inc., to serve the 
group’s expanding advertising ac- 
tivities in the metropolitan Balti- 
more area. 

All Rambler dealers in the met- 
ropolitan Baltimore area are in 





the group. Members of the adver- 
tising committee are Louis M. 
Schaefer, Schaefer & Strohmin- 
ger, Inc., chairman; Ross Rosen- 
berg, Northwest Rambler, Inc.,* 
and William Kidd, A. D. Ander- 
son Rambler, Inc. 





TURNTABLES 


TURNTABLES 


PARAVANE for big cars 
PARAVANETTE for small 


No tools required 


SEND FOR FREE CATALOG 


Macltn 


MACTON MACHINERY COMPANY, INC. 
STAMFORD 9% CONNECTICUT 


48-HR. DELIVERY 


a A 
WHOLESALE 


TRIANGLE PENNANTS 
WW Sams 
100 Ft. Reg. $3.95 
1000 FT. sivie: 2452 
STRIP PENNANTS 
"acme es ARAL 
100 Ft. Reg. $3.95 


FREE! 50 PAGE CATALOG 
Aash Specialty Co. 








4676 GOVANS STATION 
BALTIMORE 12, MD. 


JOBBERS’ INQUIRIES INVITED 











NEW PORTABLE 
AUTO TURNTABLE 
@ LOWEST PRICE 
Only $349 f.0.b. Chicago 


@ FASTEST ASSEMBLY 
Takes one man 5 minutes 


@ LIGHTEST WEIGHT 
@ USE INDOORS OR OUT 
@ WRITE FOR FREE FOLDER 


ENGINEERING 


PEPCO nocies tow. 


162nd and Vincennes, Harvey, Ill. 
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7 Truth-in-Lending Bill Given Chance... 


Senate Weighs Finance Fees 
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(Continued from Page 1) 
vehicles “do not specifically require 
that detailed disclosure be made.” 

om * * 


S FOR the Douglas bill, Kint- 

ner added that it “goes far 
beyond the scope of commission 
jurisdiction in that it contains no 
interstate or foreign commerce 
limitation.” 

Both the Federal Home Loan 
Bank and the Treasury Department 
agree with the principle of the bill. 
The Department of Health, Educa- 
tion and Welfare also endorses the 
measure. 

Launching the attack on the 
automobile industry was the 
kickoff witness— Victor H. Ny- 
borg, president of the Assn. of 
Better Business Bureaus, Inc., 
New York City. Although he re- 
fused to speak either for or 
against the bill because the BBBs 
“as a matter of national policy, 
do not plump for legislation,” his 
long statement concerned wholly 
with credit and finance practices 
of “some” car dealers left little 
doubt of his personal feelings. 
The BBB’s Committee on Install- 

ment Contracts. had conducted an 
investigation of installment pur- 
chases of automobiles and the 
BBBs “strongly advocate that con- 
sumers should be furnished, in 
writing, prior to the signing of an 
installment contract, four funda- 
mental facts as follows: 1. Cash de- 
livered price, including extras; 2. 
Exact amount of downpayment, 
and tradein allowance, if any; 3. 
Finance charges, and for how long; 


Valiant Contest 
Added to Others 
At Chrysler Corp. 


DETROIT. — Chrysler Corp. last 
week announced that a campaign 
will be launched April 1 to boost 
Valiant sales. The theme will be 
“lower your cost of living it up,” 
the company said, and the cam- 
paign will be promoted in all major 
media, with accompanying kits for 
dealers, 

Plymouth is engaged in a 
“prove-it-yourself” fuel-economy 
pitch, offering customers an op- 
portunity to measure their own 
gas consumption with a device 
attached to demonstrators. 

Center of attraction for another 

spring promotion is DeSoto Lakes, 
Fla., where the annual DeSoto Golf 
Open was launched March 24, with 
a $40,000 purse at stake. DeSoto 
dealers have entry blanks for a 
national contest to select the win- 
ner and runners-up in the PGA- 
sponsored event. The prize is a 1960 
DeSoto. 

Chrysler-Imperial Division open- 
ed its spring selling campaign Fri- 
day with an hour-long color tele- 
vision show. The “special” featured 
Robert Young as emcee and Nan- 
ette Fabray and Fred MacMurray. 

A series of 19 regional meetings 
with Chrysler-Imperial dealers is 
now being conducted by two teams 
of top sales officials. Featuring film 
and slide presentations, the pro- 
gram shows results of comparative 
surveys with competitive products. 
A six-day Jamaica holiday will 
begin April 28 for the 100 top sales- 
men for Chrysler-Imperial during 
the 1959 model year. 


Chief of Renault 
Cites 30 Pct. Gain 


MINNEAPOLIS. — Introduction 
of the Big Three’s compact cars is 
making little, if any, dent in the 
under-$2,000 imported-car market, 
Bernard Vernier-palliez, executive 
vice-president of Renault of 
France, said in a brief stop here. 

“Renault’s sales in the United 
States are up 30 percent for the 
first two months of 1960, compared 
with 1959, and we are hopeful of 
maintaining this increase for the 
rest of the year,” Vernier-palliez 
said. 

Asked about reports that Ford, 
General Motors and Chrysler may 
be planning even smaller versions 
to compete with Renault and Volks- 
Wagen in 1961, Vernier-palliez re- 
Plied, “We like competition.” 








and 4. Cost of insurance, and cover- 
age provided.” 
* * * 

BORG then proceeded to show 

how a “relatively small group 
of dealers and financing agencies” 
charge the customer all the traffic 
will bear. He described what is gen- 
erally referred to as a “pack” and 
showed how the inclusion of credit 
life insurance can be used to con- 
ceal the true interest charges on 
money borrowed by the car buyer. 

When insurance and finance 
charges are lumped together, the 
consumer cannot know the com- 
ponent costs and “cannot protect 
himself against the gouging 
through hidden charges included 
in the ‘pack.’” 

Just as the Better Business Bu- 
reaus in 1956 found packing in 
finance charges and collision insur- 
ance, now it finds a similar situa- 
tion with the use of credit life 
insurance and installment pay- 
ments on cars. Nyborg was not 
criticizing either the sale of credit 

or life insurance or the use of in- 
stallment payments for money bor- 
rowers, but he did stress the im- 
portance of separating the two for 
the information of the purchaser. 
x * * 

IVE cases of confusion between 

insurance and carrying charges 
—some involving outright fraud— 
were cited by the Better Business 
Bureau representative for the pe- 
riod from Jan. 15, 1959, through 
Jan. 10, 1960. These were sample 
cases from the preliminary investi- 
gation carried out by 23 BBBs 
which took the names of 225 car 
buyers from court or public credit 
records and personally interviewed 
them. 

“A summary of the 225 inter- 
views, all of which include credit 
transactions including credit insur- 
ance, shows that 49.1 percent agreed 
to purchase credit life insurance at 
the time of the transaction. But 
50.9 percent said that at the time 
of the transaction, they did not 
know that they had been sold credit 
life insurance,” Nyborg said. 

The names of the dealers were 
not read into the record, but the 
subcommittee was given the in- 
formation for its private files. 
Douglas said he was not inter- 
ested in indicting individuals or 
giving the dealers publicity, but 
that he wanted the material 
available in case the accuracy of 
the subcommittee’s claims was 
challenged. 

As Nyborg went through the 
cases, the various senators tried to 
figure out interest charges. One 
was approximately 60 percent, an- 
other more than 100 percent spread 
over three years, another almost 
100 percent over 2% years, and in 
another (after arithmetical correc- 





tions) about 180 percent in interest 
charges. 
* + 

YBORG concluded that “the 

overall picture is clouded by a 
segment of dealers and finance 
agencies whose ideas of public re- 
sponsibility and fair play have been 
distorted through participation in 
a scheme which is against the pub- 
lic interest and the problem is seri- 
ous enough to cause grave concern 
for the public’s welfare as well as 
for the interests of legitimate busi- 
ness.” 

Senator Wallace Bennett, Utah 
Republican and an experienced 
Ford dealer, took strong issue 
with Nyborg and with the rest of 
the subcommittee. His first point 
was that the BBB survey showed 
complaints to be “minimal” con- 
sidering the vast number of new 
and used-car sales, 


Every industry, as well as auto- 
mobile retailing, has its sharp prac- 
titioners, but since states have 
started to move into the field, the 
states are well able to cope with 
whatever malpractice exists, he 
said. 

Bennett’s major point hinged on 
a practical matter—the tremendous 
burden that would be imposed on 
the industry and on individual 
salesmen who would have to keep 
customers waiting while the sim- 
ple interest charge on a declining 
balance could be figured. 

* * + 

“= Utah Republican pointed out 

that more was involved than a 
matter of simple division, since an 
accurate picture would involve sub- 
tracting the cost of checking a pur- 
chaser’s credit rating and variables 
such as not making a payment in 
December or delaying the initial 
monthly payment. 

Bennett noted that it’s hard to 
be against the Douglas bill since 
“you just can’t be against sin.” 
However, translating the bill into 
action would have great costs to 
business, to the sale—possibly the 
consumer—and to enforcement. It 
would raise a “very serious prac- 
tical problem in transacting busi- 
ness.” 

Bush and Senator William Prox- 
mire, Wisconsin Democrat, felt that 
some of the difficulties could be ob- 
viated by including interest rates 
as part of the rate charts. Douglas 
put into the record a chart of 
Household Finance Corp. showing 
interest on declining balances and 


Valiant Adds 2 Colors 


DETROIT.—Valiant has added 
two spring colors, Valiant light blue 
and Valiant light green. The car 
now is offered in eight colors. 


Claims Delays, Red Tape 
Ripped at Fleet Parley 


(Continued from Page 2) 


present were asked why should 
there be a set mileage break-off 
point. Fleet chiefs also wanted 
the factories to tell them why any 
claim was disallowed and not just 
notify them—without explanation 
—that the claim was not allowed. 

This, they felt, would enable them 
to determine if the fleet had a 
weakness in their maintenance pol- 
icy or a certain driver that was 
abusing the vehicle. 

At the conclusion of the many 
complaints about the handling of 
warranty and policy, the chairman 
asked for an expression on these 
points from factory service men. 

Ronald B. Christiansen, manager 
of field fleet service for Plymouth- 
DeSoto-Valiant, outlined a new pol- 
icy on fleet warranties and policy 
claims handling that had been in- 
augurated by Chrysler. 

Incorporated in this program is 
a feature of furnishing each fleet 
user with maps detailing regional 
points with telephone numbers 
and names for the driver of the 
vehicle to call when he is in trou- 
ble so that authorization of the 
repairs can be quickly obtained. 

At the finish of Christiansen’s 





talk, several operators gave credit 
to the Plymouth program for bet- 
tering their claims relationship 
with the factory. 

Later, Howard W. Cook, Ford 
division fleet sales manager, an- 
nounced that the company also 
would extend its warranty service 
to the same level as Chrysler’s. 

He said the warranty period 
would cover 12 months or 12,000 
miles, instead of the previous four 
months or 3,000 miles. 

It was recommended by the as- 
sociation that a warranty and pol- 
icy claims adjustment procedure be 
drafted that would be equitable to 
both the factories and fleet opera- 
tors. 

The panel was composed of West- 
berg as chairman; Frank R. Crow- 
ley, fleet manager, American Chicle 
Co.; Walter H. Langseder, fleet 
manager, Thomas J. Lipton, Inc.; 
B. M. Clarke, fleet controller, Em- 
ployers Group Insurance Co.; J. O. 
Sibley, fleet supervisor, U. S. Fidel- 
ity & Guaranty Co., and A. J. Reid, 
purchasing research, Diamond Al- 
kali Co. 


When Day Is Done— 


At the end of each day's driving in the 
Mobilgas Economy Run, drivers must wit- 
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Buyer Fights Tax 
On Tradein Levied 
By New York City 


NEW YORK.—A City sales tax on 
the value of an auto traded in on 
a new model outside the city limits 
is being fought as unconstitutional 
by a Brooklyn businessman. 

Milton E. Spatt, who obtained an 
order preventing collection of the 
tax pending trial, said he paid 
$100.50 on the more than $3,300 he 
had paid for the new auto, a Lin- 
coln Continental, bought from a 
Long Island dealer. 

Then, he added, the City demand- 
ed $197.81 more to cover the Lincoln 
tradein for which he was allowed 
$4,900. When a city resident buys 
within the city limits, there is no 
tax on the tradein, he said in his 
suit asking the State Supreme Court 
to declare the tax illegal. 

The extra tax was “discrimina- 
tory” and violates both the State 
and Federal Constitutions, Spatt 
charged, 

The court action is the first of its 


ness the “topping off" of their gas tanks, | kind since the tax went into effect 


then OK the observers’ reports. 
ie 


on July 1, 1950, it was said. 


96 Economy-Run Cars 
Await Saturday Start 


(Continued from Page 2) 


and their entrants for the 1960 
Mobilgas Economy Run: 


Class A (compact cars)—Two 
Corvairs, Chevrolet Dealers Assn. 
of Southern California; two Fal- 
cons, Ford Dealers Assn, of 
Southern California; two Val- 
iants, Los Angeles Valiant Adver- 
tising Assn.; Lark Six, Lloyd 
Pearson and Studebaker Dealers 
Assn.; Lark V-8, Danyluk Motors 
and Studebaker Dealers Assn.; 
Rambler American Custom, Twin 
Cities Rambler Dealers Group; 
Rambler Deluxe, Rambler Dealers 
Western division, 


Ciass B (low-priced sixes) — 
Plymouth, W. R. Shadoff, Pomona, 
Calif.; Plymouth, Plymouth Dealers 
of Greater Detroit; Dodge Dart, 
Hetfield-Queenan, St. Paul; Dodge 
Dart, F. G. Elliot, Bedford, O.; 
Ford Fairlane, Ford Dealers Ad- 
vertising Assn. of Southern Califor- 
nia; two Chevrolet Biscaynes, 
Chevrolet Dealers Assn. of South- 
ern California. 


Ciass C (low-priced V-8s)—Plym- 
outh, W. R. Shadoff, Pomona; 
Plymouth, Plymouth Dealers of 
Southern California; two Chevrolet 
Bel Airs, Chevrolet Dealers Assn. of 
Southern California; Chevrolet Im- 
pala, Melvin Hilliard, Kansas City; 
Chevrolet Impala, Nickey Chevro- 
let, Chicago; Ford Fairlane and 
two Ford Starliners, Ford Dealers 
Advertising Assn, of Southern Cali- 
fornia; Dodge Dart, Dodge Dealers 
Assn. of Southern California; 
Dodge Dart, Taylor Motor Co., King 
William, Va. 

Crass D (low-medium pric e)— 
Oldsmobile 88, Tom Neal Olds, 
Burbank, Calif.; Oldsmobile 88, 
Paola Olds, La Crescenta, Calif.; 
Pontiac Catalina, Jim Retzlaff, Bar- 
stow, Calif.; Pontiac Catalina, Andy 
Klein Pontiac, Overland Park, 
Kans.; Pontiac Star Chief, Hine 
Pontiac, Dallas; Pontiac Star Chief, 
Gillman Pontiac, Houston; Rambler 
Ambassador, Rambler Dealers 
Western division. 


Also, Chrysler Windsor, Danny 
McGroo, Culver City, Calif.; 
Buick LeSabre, Butler Buick, 
Culver City; Buick LeSabre, Jim 
Retzlaff, Barstow; Studebaker 
Hawk, F. Darling and Studebak- 
er Dealers Assn.; Dodge Matador, 
Dodge Dealers Assn. of Southern 
California; DeSoto Fireflite, Har- 
low DeSoto, Corona, Calif.; two 
Mercury Montereys, Los Angeles 
Lincoln-Mercury Dealers Adver- 
tising Assn, 


Crass E (upper medium price) — 
Buick Invicta, Allred Buick, Visa- 
lia, Calif.; Buick Invicta, Colonial 
Buick, Glendale, Calif.; Buick Elec- 
tra, Bill Murphy Buick, Culver 
City; Buick Electra, Barnett Buick, 
Burbank, Calif.; Pontiac Bonne- 
ville, A. E. England Pontiac, Holly- 
wood, Calif.; Pontiac Bonneville, 
Ulrich Pontiac, Culver City, 

Also, Ford Thunderbird, Ford 
Dealers Assn. of Southern ‘Califor- 
nia; DeSoto Adventurer, DeSoto 
Dealers Assn. of Southern Califor- 


nia; Oldsmobile 98, Malkerson Olds, 
Minneapolis; Chrysler Saratoga, 
Twin Cities Chrysler Dealers; 
Chrysler New Yorker, Mel Asbury, 
Hollywood, 

Cuiass F (high price)—Imperial, 
Mel Asbury, Hollywood; Cadillac, 
DeBell Auto Sales, Glendale. 

* *K * 


ann 





Special Tanks— 


Special gas tanks are installed in each 
car which competes in the Mobilgas Econ- 
omy Run. The tanks permit extremely ac- 
curate fuel measurement. 


Pontiac, Chrysler 
Offer Wagon as 


Hearse-Ambulance 


DETROIT.—Station wagons that 
can be converted for use as am- 
bulances or hearses are being offer- 
ed by Pontiac and Chrysler-Impe- 
rial division. 

The Chrysler unit, called the 
Briarean,.is modified from a Town 
and Country wagon that is built 
with a special six-inch raised roof. 
The conversion work is done by 
Richard Bros. division of Allied 
Products Corp., Eaton Rapids, Mich. 

Four Chrysler dealers been been 
appointed distributors for the Bri- 
arean and others will be named. 
Distributors announced were Bill 
Snethkamp, Inc., Detroit; Martin J. 
Kelly, Inc., Chicago; Jim Keehn 
Motors, Inc., Webster Grove, Mo., 
and Imperial Motors, Inc., Grand 
Rapids, Mich. 

Pontiac said its Amblewagon can 
be equipped for use as a funeral 
flower car as well as a hearse, am- 
bulance or rescue wagon. Modifica- 
tion work is done by Automotive 
Conversion Corp., Birmingham, 
Mich. 

Pontiac said additional station- 
wagon conversion possibilities in- 
clude applications for florists, in- 
terior decorators, catering compa- 
nies, industrial sales firms, carpen- 
ters, plumbers and TV repairmen. 
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NADA Also Airs Import Issues... 


Elected Corporate Councils Urged 


(Continued from Page 3) 
dealer has when he is forced to pay 
for a vehicle four to six weeks in 
advance of receipt and pay floor- 
planning during the same period. 

6. Dealers are not consulted and 
frequently not informed on new- 


dealer appointments in their sales 

areas. 

7. Distributors frequently induce 
dealers to set up elaborate facilities 
and then proceed to establish their 
own retail operations and to take 
first claim on fast-selling models, 





TRI-EX REFINED 
Wolfs Head Oil 


amngy 
Her” ie 


Comparative tests and records of countless motor- 
ists prove that regular use of WOLF’s HEAD makes a 
real difference in lower operating and upkeep costs. 
That’s why car owners everywhere insist on WOLF’S 
HEAD, “finest of the fine’ premium motor oils. 
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1. Sales clinics. 

2. Advertising aids for: 
Classified, radio, TV. 

3. Service and maintenance tips. 

4. Medical program. 
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5. Labor legislation service. 
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“The Future of The Imported Car Business." 
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thus trimming the retail dealer’s 
allotment and competing directly 
with them. 

8. NADA should develop a model 
franchise agreement for distribu- 
tors to use in contracting with a 
dealer. 

The third major consideration 
of the Industry Relations Com- 
mittee was the subject of “build- 
out” bonuses. The committee rec- 
ommended that “NADA make 
every effort to achieve a ‘build- 
out’ bonus system under which no 
dealer will be able to purchase a 
specific unit at less than any 
other dealer and that so-called 
‘buildout’ bonuses be applied to 
inventory and demonstrators as 
well as future purchases.” 


Attending the committee meeting, 
in addition to Freed, were Sam H. 
White, Houston; Chick Norton, 
Tulsa; R. E. Bickelhaupt, Clinton, 
Ia.; Paul E. Ruch, Clearfield, Pa.; 
A. W. Bartlett, Ogden, Utah; Robert 
F. Pulliam, Columbia, S. C.; Bill 
Hermann, Detroit; Downing and 
Clive Bradford, Denver. 


Also present were A. E. White, 
Columbus, NADA director for 
Ohio, Frank Dawson, Tucson, 
NADA director for Arizona; James 
C. Moore, NADA executive vice- 
president, and Paul E. Herzog, 
NADA director of research. 

* * * 


NADA Adds Three Cities 


To Convention List 


WASHINGTON, — Three cities 
which will soon have adequate 
overall facilities to accommodate 
the annual convention and exhibi- 
tion of the National Automobile 
Dealers Assn. have been added to 
the previously approved list of 
seven cities by the NADA National 
Convention & Exhibition Planning 
Committee. They are Dallas, Phil- 
adelphia and Las Vegas, Nev. 

Previously approved seven cities 
include Atlantic City, Chicago, De- 
troit, Miami Beach, New York, San 
Francisco and Washington. 


NADA’s 1961 annual meeting, 
its 44th, will be held in San Fran- 
cisco from Jan, 28-Feb, 1. Other 
sites already selected for ensuing 
years are New York, 1962; Miami 
Beach, 1963, and Detroit, 1964. 
The decision with respect to the 
1965 convention site will probably 
be made at the June meeting of 
the NADA board of directors, 


In announcing the addition of the 
three new potential convention 
cities, Committee Chairman John 
H. Lander said: 


“To stage our annual member- 
ship meeting and exhibition suc- 
cessfully, we require from 4,500 to 
5,000 hotel rooms, at least 75,000 
Square feet of exhibition space 
under one roof, 400 to 500 hotel 
Suites and all the public space in 
the convention city’s major hotels, 
plus fully equipped auditorium fa- 
cilities seating 4,000 to 5,000 people 
or more. This is a large order, and 
these requirements make it impos- 
sible, under present conditions, to 
take our convention to other than 
the 10 cities with ample accommo- 
dations. 


“Moreover, these requirements 
dictate that a convention site be 
selected four to five years in ad- 
vance of the meeting in order to 
affirm the dates, contract for the 
hotel and exhibition facilities and 
plan for the thousand and one de- 
tails which coincide with such a 
major undertaking, 


“Even a small convention in a 
city, during the time NADA is 
there, makes it impossible to 
hold all our social functions and 
hospitality gatherings adequately 
and comfortably, because of de- 
mand for public space in the 
major hotels.” 


The planning committee, which 
includes C. Ed Flandro, Pocatello, 
Id., and Bob White, Columbus, O., 
announced that a questionnaire will 
be mailed to all NADA members 
shortly in an effort to ascertain 
just what the dealers want regard- 
ing the time and place of their an- 
nual meeting and the content of an 
appealing program. 

The committee hopes to learn 
what it will take to swell the 11,000 
to 13,000 average attendance at the 


Willys Unveils Bra 
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es. 


zilian Wagon— 


This is the 1960 Brazilian Rural Willys, a station wagon introduced by Willys Over. 
land do Brasil, a branch of Willys Motors, Inc., in Sao Paulo, Brazil. The wagon feo. 
tures a new grille, redesigned hood and a one-piece curved windshield. 
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association’s national assembly and 
exhibition, Lander said. 

Answers to the questionnaire will 
be tabulated in detail and an- 
nounced after the committee has 
the opportunity of reviewing the 
results. 


Idaho Dealers 
Plan for Meeting 


BOISE, Id.—Preliminary ar- 
rangements have been worked out 
for the Idaho Automobile Dealers 
Assn.’s 26th annual convention at 
the Hotel Boise, May 15-17, accord- 
ing to Carl Wiehle, chairman of 
the convention committee. 

Committee members who attend- 
ed the first planning session were 
Milan Ryder, Weiser; Red Wade, 
Nampa; Tom Edmark, Caldwell; 
Robert Putnam, Boise; Blaine 
Wickel, Mt. Home; Robert Hani- 
gan, Payette, and Fred Lillge, as- 
sociation president, 

Mrs. Carl Wiehle has been named 
chairman of a committee planning 
a special program for dealers’ wives 
attending the convention. 


Willys Unveils 
Restyled Wagon 
In Brazil 


SAO PAULO, Brazil. — Willys 
Overland do Brasil, a branch of 
Willys Motors, Inc., has introduced 
its 1960 station wagon with a de- 
sign especially adapted to the rough 
conditions of Brazilian roads. 

Called the Brazilian Rural Wil- 
lys, the wagon is a restyled version 
of the Willys model known in the 
U. S. 

The Brazilian wagon’s “new look” 
includes a restyled grille, a one- 
piece curved windshield, and rede- 
signed hood, mud guards, bumpers 
and stone deflector. 

The vehicle is available with two 
or four-wheel drive. Other new fea- 
tures include: 

Redesigned luggage deposit cov- 
ers to provide wider visibility, re- 
movable and reversible rear seats, 
reinforced engine supports, new 
spring design, interchangeable 
front and rear shafts, and a clutch 
with six coil springs for greater 
plate pressure. 





Ky. Haulaway Firm Sues 
Chrysler for $1.5 Million 


ASHLAND, Ky. — Crawford 
Transport Co. has filed a $1.5-mil- 
lion suit against Chrysler Corp. and 
Commercial Carriers, Inc., charg- 
ing that the companies shouldered 
Crawford out of the auto-transport 
business. 

The Federal court suit charges 
that Crawford suffered $500,000 in 
actual damages and a judgment 
for triple damages is asked. 

The Crawford petition gives this 
account of events leading up to the 
suit: 

Crawford Transport was set up 
in 1930 to transport vehicles from 
Detroit to Ohio, Kentucky and 
North Carolina. The company later 
added West Virginia to the area 
served and hauled mainly Chrysler 
products. 

After World War II, it was cus- 
tomary for dealers to pay for cars 
FOB Detroit with the dealers ar- 
ranging transportation to the deal- 
ership and paying for it. Crawford 
was able to prosper under this ar- 
rangement. 

Later, Chrysler took over direc- 
tion of the transport function. 
Dealers were billed for the car 
at the dealership with a destina- 
tion charge included. Chrysler ar- 
ranged for the transportation and 
paid the bills. It was alleged that 
the destination charge was not in 
most cases the cost of transpor- 
tation but an arbitrary figure. 

Crawford was able to compete 

with truckers from other states for 
the Chrysler business under the 
new plan, Crawford said Chrysler 
was able to secure adoption of the 
plan by virtue of its position as 
the sole producer of Chrysler prod- 
ucts. 

The suit charges that in 1957 
Chrysler entered into a conspiracy 
with Commercial Carriers and 
others for the purpose of dividing 
among Commercial Carriers and 20 
other carriers the transporting of 
Chrysler products to all parts of 
the country. 


The Chrysler-Commercial Car- 


riers agreement, it is charged, 
sought to eliminate the competi- 
tion of Crawford and 57 other 

carriers, The surviving carriers 
would then be in a position to 
raise their rates with the in- 
crease being passed on to the 
consumer. 

Crawford and five other carriers 
formed Southern Transport, Inc, 
buying out Case Driveway, Hunt- 
ington, W. Va., in the process. 

Southern Transport was allow- 
ed to compete partially for 
Chrysler business until August, 
1958, when Chrysler “arbitrarily 
and summarily ceased doing busi- 
ness with Southern Transport, 
Inc.” 


It is further charged that Chrys- 
ler has refused to permit Southern 
Transport to compete for Chrysler 
business and that Chrysler and 
Commercial Carriers had not in- 
tended to permit Crawford and 
other nonretention carriers to con- 
tinue in competition, 


Rambler Sales 
Continue High 


DETROIT.—Rambler retail sales 
in the second 10-day period of 
March climbed 21 percent over last 
year to the highest total of any 
mid-month period since last No- 
vember, Roy Abernethy, vice-pres- 
ident of automotive distribution 
and marketing of American Mo- 
tors, said last week. 


The sales total of 12,111 also was 
the highest of any March 11-20 pe- 
riod in Rambler history, Abernethy 
added. In the comparable 10 days 
of 1959 sales totalled 10,017, The 
past period also was 37 percent 
better than the first 10 days of 
March when 8,852 Ramblers weré 
sold. Since January 1 Rambler 
dealers have sold 84,224 new cars, 
compared with 61,440 in the like 
year-ago period, Abernethy said. 
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(Continued from Page 1) 


ades usually late-model, clean 


nits. 
o * * 


N INTRODUCTION DAY, the 

1,500 Comet dealers had approx- 
imately 7,200 Comets on hand. 
Smaller dealers had three or four, 
on the average, with volume outlets 

ocked with 15 to 20. 

Customer deliveries in the first 
three days averaged 1,440 units a 
day, according to Walker A. Wil- 
liams, assistant general manager 
of L-M division. 

Customer orders written in the 
first three days totalled 15,742, he 
said. 

In Springfield, Mo., Howard Sut- 
tee, general manager of Fellini- 
Dukewitts, said his firm introduced 
with 10 cars and delivered nine by 
the second day, leaving the dealer- 
ship with one car for display pur- 
poses until new shipments arrive. 

A Detroit dealer said that out of 
13 Comet sales on opening week- 


end, “several” involved cancella- 
tion of Falcon orders. 
* * * 


N NEW ORLEANS, where deal- 
ers averaged four to six cars for 
the debut, all sold out by the week- 
end and one dealer said he had 24 
unfilled orders. 

A Seattle dealer, counting early 
sales, predicted flatly that Comet 
would be among the top five 
United States makes within a 
year, 

The Comet, while selling itself, 
has also boosted business for Mer- 
cury. Several dealers said Comet 
means “survival” for L-M dealers. 


A New Orleans dealer told AuTo- 
motive News he sold five Mercurys 
during the Comet introduction, 
which was more than he had moved 
in the first 10-day period this 
month. 

Another dealer said Comet will 
help Mercury and explained: “A 
lot of people think that the Mer- 
cury is a high-priced car. If we 
can get them into the showroom 
and show them the Mercury and 
the price tag, we will sell more 
Mercurys. And that’s what Comet 
is doing—building showroom traf- 
- * * * 

POKESMEN for St. Louis deal- 

ers—Bender Motor Co., Murray 

Motors, Inc., and E. M. Stivers, Inc. 
—agreed that Comet will help Mer- 
cury sales. 

“The Comet won’t have the 
same effect on Mercury as Fal- 
con has had on Ford (where the 
compact has cut into big-car vol- 
ume),” one dealer said, “Mercury 
is distinctly different and heavier 
than Comet. I expect to sell more 
Comets than Mercurys, but 
Comet won’t hurt my Mercury 
sales.” 

Harold Silver, genera] sales man- 
ager of Berens Motors, Inc., Chi- 
cago, agreed that the Comet buyer 
and Mercury buyer “are after dif- 
ferent things.” 

A New York dealer said Comet 
was bound to boost Mercury sales 
because it had pumped some life 
into his salesmen. 

“I had the most demoralized staff 
you ever saw until Comet came 
down the road,” he said. 

Los Angeles dealers consider 
Comet no threat to Mercury sales. 

“Price and size have little rela- 
tionship to each other,” one dealer 
said. 

“We do not consider Comet a 


Chrysler to Build 
2 Houston Deals 


HOUSTON.—Chrysler Corp. has 
purchased two tracts of land on op- 
posite sides of the city for a $750,000 
expansion of its operations in Hou- 
ston. 

Both will be used for dealerships, 
and bids for construction of two 
buildings have been asked for the 
$165,000 property on the Southwest 
Side of the city. The buildings for 
the property on the Southeast side 
are to duplicate these, each having 

Showroom-and-office building of 
13,000 square feet and a body shop 





| Of about 3,200 square feet. It is re- 


ported that both dealerships will 
handle Plymouth. 
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Backlog Mounts, Mercury Gets a Boost .. . 


Comet Orbits as Sellout Hit 


competitive product at all,” an At- 

lanta dealer said. 
* + * 

EALERS were probably most 

impressed by the swarms of 

prospects pulled into their show- 
rooms by the Comet. 

“I’ve been in this business 45 
years and I’ve never seen any- 
thing like it,” said a Los Angeles 
manager in commenting on open- 
ing-day crowds. 

In Atlanta, dealers said they at- 
tracted buyers “who had never been 
in a Lincoln-Mercury showroom in 
their life.” 

A Seattle dealer reported he had 
more showroom visitors in three 
days than he has had in the past 
three years. A St. Louis dealer put 
the crowd equivalent at five years. 

of * cg 

E PROBABLY summed it up 

for all Comet dealers when he 
said, “I’d be more enthusiastic but 
I’m too tired.” 

Other crowd reports used such 
phrases as “stupendous—and if 
you can think of a better word, 
use it,” “out of this world,” “fan- 
tastic” and “unbelievable.” 

Don Peterson, Peterson Motors, 
Inc., Minneapolis, said, “I haven’t 
seen a showing like this since the 
Model A.” 

About one-third of the Comets 
sold in the opening period were 
clean deals, apparently indicating 
purchases of a second car. 

Grosses have been good, although 
full-list deals were rare. Many 
dealers said they were grossing 
more per deal on Comets than on 
Mercurys. Average appeared to be 
$150 to $200. 

The spokesman for a Detroit 
dealership said his salesmen had 
managed to improve grosses as 
they worked into the weekend. 

* * * 
arr sosenggy were mixed, although 
there appeared to be a good 
number of late-model domestics 
and imports coming in, The ap- 
praiser in a Midwest dealership 
said, “I’ve sure looked at a lot of 
Volkswagens.” 

He added that orders have been 
taken at full list and that import- 
car trades were accepted with 
conservative allowance because 
“these may be difficult to resell.” 

In New Orleans, one dealer had 
four other compacts on his show- 
room floor for comparison pur- 
poses. Falcon was conspicuous by 
its absence. Another dealer, how- 
ever, had only the Falcon available 
for comparison. 

What do prospects like about the 
Comet? Styling seemed to be the 

Of ok * 








Shopping Center Show— 


Air is put to work in an unusual man- 
ner in the three-unit auto exposition de- 
veloped by Chevrolet for appearances at 
shopping centers in major cities this 
spring,.and summer. Featured are vinyl- 
coated nylon structures that are inflated 
at the show site and entirely supported 
by air. In this picture, Jan Kingsley, left, 
and Claudine Harris examine a scale 
model of the exposition. In the fore- 
ground is the Cinesphere in which specta- 
tors see a panoramic movie that takes 
them through all the thrills of a test ride 
in the 1960 car. The other inflated struc- 
ture is the Airosphere which contains 
animated, cutaway exhibits depicting en- 
gineering and structural details of the 
new vehicles. In the center is the third 
unit, an open air exhibit of cars and 
engineering displays under modernistic 
shelters. The shows are being booked 
at various locations through local Chevro- 
let dealers. 





No. 1 reason offered by dealers. 
They spoke of shoppers approving 
interior room and a trunk larger 
than those on other compacts. In- 
teriors (“Second to none,” one Los 
Angeles dealer said) also came in 
for their share of shopper approval. 

Men like it for the quality and 
economy, said a St. Louis dealer, 
while women like its looks. 

“That’s a terrific combination,” 
he added. 

Commenting on price, an Atlanta 
dealer said, “It’s a Sunday car at a 
Saturday price.” 

ca + * 
N THE “don’t-like” side, Comet 
drivers seemed to want more 
horsepower. Though enjoying the 
25 to 30 miles per gallon, they want- 
ed more power in the passing 
ranges. 

A Los Angeles dealer said, 
“With a little more horsepower, 
this car could eventually become 
the second most popular car Ford 
Motor Co. builds.” 

Opinions on the Comet’s future 
are somewhat rosy. With the recep- 
tion so good, the only thing dealers 
want now are more Comets, 

Dealers are sure the Comet will 
be a major factor in the auto mar- 
ket for years to come. One said 
Comet could take 10 percent of all 
new-car sales eventually. 

The “Comet Sweepstakes,” a pro- 
motion in which new cars are to be 
given away, was criticized by some 
dealers who feel that a new car is 
attraction enough without clutter- 
ing up the showroom with “ding-a- 
lings” and folks only faking inter- 
est in order to obtain a contest 
entry blank. 

One general manager suggested 
that such contests be held a month 
or so after announcement in order 
to sustain interest. 

St. Louis dealers were critical of 
Comet’s promotion, saying it start- 
ed too late. 

“However,” said one, “results 


were terrific, so I could be wrong.” 
+ * * 


Million-Car Inventory 


Is OK, Newberg Says 


LOS ANGELES. — Present field 
stocks of more than a million new 
cars are not “exorbitant for this 
time of the year,” William C. New- 
berg, executive vice-president of 
Chrysler Corp. said last week, 

“We expect the sales explosion 

to continually push the auto mar- 
ket upward for the remainder of 
this year,” Newberg told news- 
men prior to opening a sales 
meeting for some 300 dealers at 
Chrysler’s Anaheim training cen- 
ter. 

According to Newberg, Chrysler 
believes the upcoming sales explo- 
sion will produce the estimated 
6.7-to-6.9-million-car year. 

“The market is far from stabil- 
ized, but recent figures show import 
penetration decreasing,” Newberg 
said. 

“With B-O-P compacts and 
Comet focusing attention on the 
compact market, pressure on the 
imports is going to be great.” 

Compacts, he said, do not appear 
to be having any great effect on 
used-car sales. 

In discussing plans for the rest 
of the year, Newberg said, “We 

believe dealers must make 


money, and they MUST make 
money for us to have a healthy 
dealer body. 


“We have a program of weeding 
out fringe dealers and improving 
suburban representation. Right 
now, our Dodge and Valiant fran- 
chises are most sought after.” 

Among other points covered by 
Newberg: 

1. Chrysler does not anticipate 
dropping any lines of cars, 

2. Chrysler Corp, has no luxury 
compact scheduled for 1960. 

3. Chrysler Corp. is now signing 
import-only dealers to handle 
Simca, since Valiant and Dart 
gains have made a reduction in the 
number of Chrysler-Simca duals 
desirable. 


O’Malley-Burke Opens 
WINNETKA, Ill. — O’Malley- 
Burke, Inc., 726 Elm St., is a new 
Rambler dealership here. Charles 
B. O’Malley is president and James 
Burke is vice-president. 





First in 25 Years— 











Columbus (Ga.) dealers crammed over 40 different cars and trucks into 140,000 


much attention to two topics com- 
mon to all dealer councils—delays 
in delivery of “sold” orders and 
overdealering. Salient comments on 
these subjects from the 1959 meet- 
ing follow: 

“Wherever possible, efforts are 
made to spread big dealers’ orders 
across the month. In the case of 
small dealers who order one load 
per month, an attempt is made to 
give this dealer his cars on the 
week he requests. 

“Obviously, all dealers cannot get 
their cars in the first week of any 
month, Production must be sched- 
uled daily and, therefore, some or- 
ders must be built during the last 
week of that month.” 

od of + 

BERNETHY: “Where the fac- 

tory’s adding dealers had been 
| objected to and brought before the 
Advisory Board, results have prov- 
en that the objections were not 
well founded because more _ busi- 
ness developed for the objecting 
dealers after the additional points 
were closed in their general areas. 

“In other cases, the zone’s Ad- 
visory Board representative was 
consulted in advance of the fac- 
tory’s approving dealer applicants 
who might be considered a little 
close to present dealers’ locations. 
In still other cases, the dealer him- 
self was first counselled with so 
that his agreement or objections 
could be given full consideration. 

“To absorb our increased pro- 

duction means expanding dealer 

and factory manpower, as well as 
dealer outlets, And the produc- 
tivity of our present dealers will 
in many cases need to be increas- 


Public’s Need Key 
To Auto Decisions, 


Says Patterson 


DETROIT. — Decisions of auto 
company executives must be “guid- 
ed” by the needs and wants of the 
people who buy our cars—and by 
our grave responsibilities as manu- 
facturers of America’s chief means 
of transportation,” M. C. Patter- 
son, general manager of Dodge, 
said last week. 

Addressing the Wayne State Uni- 
versity chapter of Alpha Kappa Psi, 
commerce and business fraternity, 
Patterson asserted: 

“There was a time in the auto 
business when companies built a 
car and then went out and tried 
to sell it. That day is long gone. 
It is gone because in today’s mar- 
ket and today’s economy, the risks 
are too great and the penalties for 
failure too severe. 

“We don’t ‘build and sell’ a car 
any longer. Instead, we determine 
what market or markets we will 
compete in, then determine in ad- 











vance—to the extent that it is 
humanly possible—what kind of 
product we must have, and at what 
price, to appeal to the greatest 
number of buyers in that market.” 

Patterson said development of 
the Dodge Dart exemplified the role 
of market research, 





|inspecting facilities, 





square feet of the Municipal Auditorium to stage their first auto show in 25 years. 
Called the ‘Chattahoochee Valley Car Carnival,” the dealers also managed to pack 
in more than 30,000 spectators during the three-day event. 





AMC Gets Dealer Guidance .. . 





Advisors Really Advise 


(Continued from Page 2) 


ed. Dealer expansion is not some- 
thing that is planned to happen 
overnight.” 

Abernethy and Boyd were ex- 
pansive in this sensitive area and 
drew the board’s praise, as record- 
ed in the minutes, for the “thor- 
oughness” with which they dealt 
with the overdealering issue. 

x * * 

7. Romney announced the 

Dealer Advisory Board format 
five years ago, Executive Vice- 
President Frederick J. Bell of 
NADA called the plan “the most 
progressive step taken by any 
manufacturer” in years. : 

Since the dark dealer days of 
1955-56, Rambler has forged to the 
top of the compact-car market, But 

American Motors has not abandon- 
ed the concept of the Dealer Ad- 
visory Board as an arm of policy. 

As Texan Bill Moyer wrote his 
constituents last month: 

“I learned, without doubt, that 
many of us heretofore have un- 
derestimated the importance of 
these meetings . . . Feel free to 
contact me by mail or phone if 
any particular individual problem 
exists that you feel I may be of 
some assistance in solving.” 

In Raisbeck’s office is a copy of 
Moyer’s letter, with the following 
pencilled comment: “Excellent. 
(signed) GR,” 


Californians Plan 


Australian Car 


LOS ANGELES—A group of 
Southern California automotive 
leaders are planning to manufac- 
ture in Australia a car that will 
deliver at the U. S. port of entry 
for about $1,900, according to Spen- 
cer T. Honig, former Rambler and 
Buick dealer here, who heads the 
group. 

Honig, who has been in Australia 
said the car 
has been designed by a Southern 
California stylist and will use a 
British Austin’s engine. 

The car was styled by the man 
who designed the monorail at Walt 
Disney’s Disneyland and will be the 
most streamlined sports car on the 
road, Honig said. 

The Bank of England will guar- 
antee $10 million to assure that the 
car will be produced and delivered, 
he continued. 


New SAAB Post 
For McWilliams 


NEW YORK.—SAAB Motors an- 
nounces that Vice-President J. 
Bruce McWilliams and Sales Man- 
ager John L. Potter have left the 
Swedish producer’s United States 
organization to organize a Saab 
marketing division for Canada, 
Mexico and the United Kingdom. 
MeWilliams will remain a director 
of SAAB Motors here. 

Robert Sinclair has been named 
acting sales manager of SAAB Mo- 
tors, which is sole importer of the 
front-drive Swedish car for the 
U. S. 















AUTOMOTIVE NEWS, MARCH 28, 1960 


More Cutbacks Climax Quarter... 
Compact-Car Output 


Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 








Week Week dan. 1 dan. 1 
Ended Same Ended Output, To To 
Mar. 26, Week, Mar.19, March, Mar. 28, Mar. 26, 
1960 1959* 1960* ToDate 1959* 1960 

AMERICAN MOTORS 
ee 11,300 7,137 9473 41,286 97,367 125,208 
CHECKER MOTORS 200 21 202 7124 1,457 1,597 
CHRYSLER CORP. 21,000 20,848 23,252 85,496 170,048 300,774 
Chrysler 1,400 1,905 1,820 6,480 17,890 26,771 
DeSoto 150 1,564 312 1,754 14,939 12,709 
IE Servcvicebehorcceseebee 9,500 4,566 9,200 34,074 40,435 103,724 
Imperial 250 475 325 1,200 5,883 5,628 
Plymouth Total .......... 9,700 12,338 11,595 41,988 90,901 151,942 
Plymouth. .................. 3,200 12,338 5,328 18,673 90,901 86,534 
| GEE ee ocsinmevns Ga Seas Ame 65,408 
FORD MOTOR** .......... $1,030 32,316 38,566 131,544 452,877 507,247 
Ford Division ............ 23,830 28,923 31,204 104,412 387,648 432,949 
TY cikincudessaqinbbvetsese DE: sista 8202 32,602 _.......... 118,185 
Ford (Standard) .... 11,565 27,669 21,000 64,248 369,711 293,705 
Thunderbird. ............ 2,040 1,254 2,002 7,562 17,937 21,059 
2,510 7,362 27,132 51,914 74,298 
eseuaion 3,606 12,874 annem 15,114 
556 388 1,511 8,720 7,207 
reury 1,954 3,368 12,747 43,194 51,977 
GENERAL MOTORS .. 72,655 57,827 74,561 274,504 783,543 921,632 
TL Scsassesvestoutseitesi soevs 5,595 3,828 5,681 20,731 86,073 85,118 
I - “di c06 és evckigbinriective 3,360 3,379 3,806 13,990 44,743 47,395 
Chevrolet Division 46,400 34,567 48,055 176,293 427,595 560,028 
MINEEEED ». o<rdnenisnuhonsotesese fe 6260 24,315 _.......... 89,682 
Chevrolet (Std.) 40,300 34,567 41,786 151,978 427,595 470,346 
Oldsmobile _.................. 6,900 7,445 7,094 27,308 112,732 109,726 
IIL Waived sdsnncosnsesveees 10,400 8,608 9,925 36,182 112,400 119,365! 

S-P CORP. 

Studebaker .................. 1,856 RR 5,910 48,831 31,815 





*Revised. 
**Totals for 1959 include Edsel production. 











Total Cars, U. S.**....138,041 121,853 146,054 539,414 1,554,123 1,888,273 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 








Week Week dan. 1 Jan. 1 
Ended Same Ended Output, To To 

Mar. 26, Week, Mar. 19, March, Mar. 28, Mar. 26, 
1960* To Date 1959* 1960 

9,601 37,858 97,500 128,344 

46 184 1,716 752 

68 364 750 994 

1,417 6,094 22,045 21,729 

7,594 28,345 79,685 97,138 

‘2,376 9,113 22,053 29,791 

2,956 10,925 31,553 35,013 

31 618 4,261 3,385 

eintedians 886 4,316 2,489 

166 1,306 4,491 4,637 

2,994 10,362 28,547 31,242 

86 340 955 1,152 

27,335 106,395 297,872 356,666 








oa alnsssinedh vtansos 166,671 147,417 173,389 645,809 1,851,995 2,244,939 
Total Cars, Trucks, 

tel sensu 10,225 7,804 10,317 37,408 109,119 116,658 
Grand Total, 


Trucks, 
U. S. and Canada....176,896 155,221 183,706 683,217 1,961,114 2,361,597 


*Revised. 





New Engineers’ Role... 


More for Consumers 





DETROIT. — Increasing automa- 
tion in everyday living has resulted 
in engineering’s taking on a third 
dimension of consumer guidance, 
J. N. Bauman, 
president of White 
Motor Co., told 
more than 500 
automotive en g i- 
neers last week 
at the annual “na- 
tional automobile 
week” luncheon 
of the Society of 
Automotive Engi- 





neers. 
This third di- 
é. N. Bauman mension involves 


assistance to the consumer to en- 
able him to get full value from 
modern machines, said Bauman. He 
pointed out that engineers are tak- 
ing a broader aspect of product de- 
sign and application in relation to 
user needs and habits, combining 
the scientific and mathematical with 
the practical to the mutual benefit 
of the producer and user. 

“Engineers today are assuming 
increasingly important roles in pol- 
icy-making and planning in more 
and more companies,” the White 
Motor executive said. 

“One of the reasons is that the 
engineering profession has 
changed from strictly technical 
development to a much broader 
scope that includes evaluation and 
understanding of human inter- 
ests, comforts and desires. 

An engineering background, he 








pointed out, is ideal for building to 
the responsibilities of management. 

“Whether the products are auto- 
mobiles or refrigerators, washing 
machines or power mowers, electric 
drills or trucks, there is the ques- 
tion why the buyer selects a certain 
product and how he applies it in sat- 
isfying his wants and needs,” Bau- 
man said. 

“Many people know what to 
look for in buying a particular 
product, but don’t know how to 
properly maintain it for maximum 
utility and satisfaction after buy- 
ing it.” 

In an SAE report last week, a 
GM engineer said a single-cylinder 
overhead valve engine with a 
quartz-topped piston may give new 
information about the burning of 
air and fuel in high compression 
auto engines. 

Dr. Fred W. Bowditch, of General 
Motors Research Laboratories, said 
the engine is a new tool for com- 
bustion research. It has a unique 
optical system by which for the 
first time natura! color motion pic- 
tures can be taken of the air-fuel 
“burn,” exactly as it occurs in auto- 
motive engines in service. 

Already, he said, it has made pos- 
sible a series of high-speed color 
photos of combustion at compres- 
sion ratios as high as 10.7-to-1. Ear- 
lier “window” engines, L-head de- 
signs with quartz heads, never could 
be operated above 7-to-1 ratio, while 
today’s valve-in-head engines range 
from 8-to-1 to 10.5-to-1. 


Near 30 Pct. of Total 


(Continued from Page 1) 


adjust schedules to field invento- 
ries. 

2. Steel inventories are beginning 
to become balanced. There were 
five million tons of finished steel 
in inventory in the first quarter of 
this year, while it has been esti- 
mated that only one million tons 
will be in inventory in the second 
three-month period. 

* + * 


Or A shipment basis, the auto 
industry received an estimated 
5.2 million tons of steel during the 
first quarter of this year (2.1 mil- 
lion tons in January, 1.6 million 
tons in February and 1.5 million 
tons in March), while only 4.3 mil- 
lion tons have been ordered for the 
second quarter, The overall cut- 
back from the first three months 
of this year is 17.3 percent. 

The auto industry purchased 
approximately 25 percent of the 
total steel made in the U. S. dur- 
ing January; an estimated 20 
percent in February, and approx- 
imately 18 percent in March. 


Total steel shipments by the steel 
industry in the first quarter 
amounted to an estimated 25 mil- 
lion tons, while second quarter 
shipments are estimated at 22.1 
million tons, 
| * +. * 


LTHOUGH cutbacks were in 

evidence throughout much of 
the industry last week, the biggest 
slice was made by the standard- 
sized Ford. 

Ford division had three of its 
“big car” plants down the entire 
week and two others worked only 
four days — dropping output of 
that car from 21,000 units a week 
earlier to the year’s low of an 
estimated 11,565 assemblies last 
week. 

Elsewhere among the Ford Motor 
Co, units, output either was on the 
incline or on par with the previous 
week. 

Falcon upped its output from 
8,202 a week earlier to an estimated 
10,235 last week as it worked all 
four of its plants six days; Thun- 
derbird rose to an alltime high of 
2,040 assemblies, compared with 
2,002 units a week earlier; Lincoln 
was up from 388 to 400; Comet was 
off from 3,606 to 3,500, and Mercury, 
with two of its three plants on 
four-day operations, was off from 
3,368 to 3,300. 


* * * 


ENERAL MOTORS, with Olds- 

mobile on four days and Cadil- 
lac curtailing overtime, declined 
from 74,561 assemblies the previous 
week to an estimated 72,655 units 
last week. 

Chevrolet, with an estimated 
40,300 standard-sized cars sched- 
uled for assemblies last week, 
was standing at nearly four to 
one over Ford in “big car” out- 
put for the week. Chevrolet turn- 
ed out 41,786 standard-sized cars 
a week earlier. Its Corvair out- 
put, however, declined from 6,269 
units a week earlier to an esti- 
mated 6,100 units last week. 

Among the other GM divisions, 
Buick was off from 5,681 to 5,500; 
Cadillac was down from 3,806 to 
3,360; Oldsmobile declined from 
7,094 to 6,900, but Pontiac, the only 

division to show an output gain, 
climbed from 8,825 to 10,400, 


* ca * 


HRYSLER CORP., with its 

Plymouth plant in Detroit 
down the entire week, the Newark 
(Del.) unit on four days; Imperial 
on three days, and the Dodge- 
Chrysler-DeSoto plant in Detroit on 
four days, declined from 23,252 as- 
semblies a week earlier to an esti- 
mated 21,000 last week. 

A breakdown of Chrysler Corp. 
operations showed Plymouth off 
from 5,328 assemblies a week ear- 
lier to an estimated 3,200 units 
last week; Chrysler off from 1,820 
to 1,400; DeSoto down from 312 
to 150; Imperial off from 325 to 
250; Dodge up from 9,200 to 9,500, 








and Valiant up from 6,267 to 
6,500. 

Outside the Big Three, Rambler 
increased its output from 9,473 
units a week earlier to an estimat- 
ed 11,300 assemblies last week, and 


Cleveland Dealers 
Open on Two Nights 
CLEVELAND.—After a three- 
month trial plan, dealerships in 
Cleveland will continue to be open 
Monday and Friday evenings. 
Both new-car and used-car dealer 
groups have endorsed the arrange- 
ment. 


a 
Studebaker, working only three 
days, turned out an estimated 
cars last week, Studebaker hag 
been on strike and didn’t get back 
into production until last Wedne- 
day (March 23). 

Checker Motors held steady at 
the 200-unit level last week. A wee; 
earlier the company turned out 4 
cars. 

* ok * 


— output last week totalleq 

an estimated 28,630 units, com- 
pared with 27,335 assemblies a 
week earlier, and 25,564 units built 
during the week ended March 
last year. 

Over in Canada, the auto in- 
dustry turned out an estimated 
10,225 vehicles last week, compar. 
ed with 10,317 cars and trucks 
a week earlier and 7,804 assem- 
blies during the week ended 
March 28 a year ago. 

A breakdown of Canadian opera. 
tions showed the makers turning 
out 8,395 cars and 1,830 trucks last 
week, compared with 8,389 cars and 
1,928 trucks a week earlier, 





Pacific Show Attracts 
650 Jobbers to Denver 


DENVER.—The 12th Pacific Au- 
tomotive Show has been concluded 
here. Over 300 manufacturers dis- 
played their merchandise to the 
automotive wholesalers and the 
automotive trades in the 13 western 
states, western Canada and Mexico. 

The Automotive Service Industry 
Assn. sponsored a pre-show confer- 
ence, attended by a capacity audi- 
ence. 

The region served by the Pa- 
cific show was represented by 
over 650 sponsoring wholesalers, 

representing nearly 2,000 store 
outlets. 

J. K. Wilkinson, Pomona, Calif., 
was elected president of the 1961 
Pacific Automotive Show —to be 


DeSoto Combines 


Golf, Pageantry 


36 Dealers Hosted 
At Bradenton Open 


BRADENTON, Fla.— Golf, his- 
tory and automobiles combined 
here last week for a round of fes- 
tivities that were linked by a single 
name—DeSoto. 

The occasion was Bradenton’s 
annual DeSoto Celebration, which 
commemorates the landing of 
Spanish Explorer Hernando 
deSoto near here in 1539. It was 
the third consecutive year the 
auto company has participated in 
the event. 

A highlight of this year’s carnival 
was the first annual DeSoto Open, 
which was played at the new De- 
Soto Lakes Golf and Country Club, 

About 150 leading professionals 
competed for the $40,000 in prizes 
which made this one of the na- 
tion’s richest golf tournaments. 
First place was worth $5,300, and 
the winner received a DeSoto Ad- 
venturer to drive for a year. 

DeSoto dealers throughout the 
country profited from tournament 
publicity through a contest in 
which a new car was awarded to 
the showroom visitor who was able 
to guess the top three finishers. 
There was an essay contest as a 
tie-breaker. 

In addition, 36 leading DeSoto 
dealers, two from each of the com- 
pany’s 18 sales regions, received 
one-week vacations here as guests 

of the factory, The dealers were in- 
vited to participate, as amateurs, 
in the golf tourney. 

Representing Pl ymouth-De- 
Soto-Valiant division at the ac- 
tivities were Harry E. Chese- 
brough, general manager; E,. P. 
Letscher, general sales manager; 
Jack W. Minor, marketing direc- 
tor, and James L. Wichert, De- 
Soto advertising and sales pro- 
motion director. 

Some years ago, the Hernando 
deSoto Historical Society began 
staging the annual celebration. 

DeSoto (the auto maker) got into 
the act in 1958 as part of the firm’s 
30th anniversary observance. 





held in Los Angeles in the New 
Sports Arena of the Los Angeles 
Memorial Coliseum on Feb. 16-19, 
Wilkinson served as first vice-presi- 
dent of the 1960 PAS. 

Elected as first vice-president for 
1961 was Harold Littrell, Medford, 
Ore.; William D. Henderson, Sacra- 
mento, Calif. was elected second 
vice-president. 

Pacific Automotive Show offi- 
cers reelected were Andrew D. 
Shaw, Los Angeles, treasurer, and 
S. B. Sturtevant, Van Nuys, Calif, 
secretary. 

J. Leonard Gibson will continue 
as executive manager of the show 
and Bess D. Rock as office man- 
ager. 

Directors for the 1961 show in- 
clude: D. S. Allbright, Riverside, 
Calif.; John J. Burke, Denver; G. 
Howard Caldwell, Salt Lake City; 
J. A. Columbus, Anchorage, Alaska; 
G. R. Cornelius, Albuquerque, 
N. M.; William H. Cummings, Sac- 
ramento, Calif.; Joe Erman, Hay- 
ward, Calif.; J. D. Fife, Los An- 
geles; J. Leonard Gibson, Ingle- 
wood, Calif.; Paul Hughes, Seattle; 
Berry Hurley, San Francisco. 

P. Ted Johnston, Los Angeles; 
M. H. Klinger, Los Angeles; Hy R. 
Koslowsky, Mill Valley, Calif.; Rol- 
lin McBurney, Los Angeles; H. Mc- 
Mahon, Edmonton, Alta.; F. E. 
MacKenzie, Pocatello, Id.; Walter 
C. Olson, Havre, Mont.; Alan F. 
Parrish, Los Angeles; E. E. Pike, 
Salt Lake City; W. A. Regalia, Se- 
attle; A. V. Rodman, Los Angeles. 

B. W. Ross, Los Angeles; Robert 
E. Sanderson, San Francisco; E. E. 
Sandberg, Las Vegas, Nev.; James 
O. Shattuck, San Diego, Calif.; 
Charles Silvey, Venice, Calif.; C. J. 
Smith, Casper, Wyo.; Craig Steven- 
son, Phoenix, Ariz.; J. A. Stevenson, 
Vancouver, B. C.; Willard D. Titus, 
Portland, Ore.; L. L. Vaughan, 
Phoenix, Ariz.; Howard B. Weaver, 
Los Angeles; Spurgeon L. Wood, 
Aurora, Colo.; Leslie Wyre, Los An- 
geles, and A. E. Zimmerman, Mo- 
desto, Calif. 


AMC to Develop 
Retail Manpower 


DETROIT. — Russell M, Downey 
has been appointed manager of re- 
tail manpower development for 
American Motors’ automotive divi- 
sion, according to 
Roy Abernethy, 
automotive distri- 
bution and mar- 
keting vice-presi- 
dent. 

Downey en- 
tered the automo- 
bile business in 
1937 as a car dis- 
tributor for Hupp 
Motor Car Co, He 
later served as @ 
district manager 





R. M. Downey 
for several automobile companies 
and general manager of new-ca 
dealerships in Detroit. He also was 
retail sales manpower development 
conference leader for General Mo- 
tors Corp. 
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Electrical Failures Lead List... 


AAA Reports on Breakdowns 


WASHINGTON.—The flat tire 
has dropped to an alltime low as 
e cause of auto breakdowns, the 
merican Automobile Assn. report- 
ed last week in its annual study of 
ar service calls. 
The AAA explained that tire fail- 
re has shown a steady decline 
since 1955 when tubeless tires were 
announced as standard equipment 
‘or all new cars. While still rank- 
ng as the No, 2 cause of auto 
breakdowns, tire trouble now ac- 
ounts for only 20 percent of dis- 
ress calls. It ranked first for many 
years. 
Leading the list for the third 
consecutive year are battery and 
electrical failures, the association 


reported, Last year, there were 

indicated 61,611,000 instances of 

motorists in distress, up from 

60,497,000 in 1958. 

The AAA survey, based on re- 
ports from its 20,000 service ga- 
rages across the country, explained 
that the 15,532,000 indicated electri- 
cal and battery failures can be at- 
tributed in part to severe weather 
conditions during January, Febru- 
ary, March and December, 1959, 

The extreme weather during this 
period in many parts of the nation 
also played a leading role in igni- 
tion trouble, which ranked third in 
the list of motoring headaches, 
AAA said. 

The number of motorists call- 





Record Pace Continuing, 
Staley Tells Sales Chiefs 


DETROIT.—Chevrolet business is 
running at a record rate, Kenneth 
E. Staley, general sales manager, 
said last week. 

Sales have “picked up consider- 
ably every 10-day 
period since mid- 
January,” he told 
the Detroit Sales 
Executives Clu b. 
“Our margin of 
sales over last 
year has been 
steadily rising. 
We have not re- 
treated asingle 
inch in our meas- 
ure of 1960, 

K. E. Staley “We are confi- 
dent it will be one of Chevrolet’s 
best years,” he continued. “Why? 
Because for the past 60 days we are 
breaking every sales record for any 
similar period in our history.” 

Staley cautioned, however, that 
continually increasing business 

cannot come automatically for 
the auto business or any other, 
despite rosy predictions for the 
“Golden Sixties.” 

“I have talked to businessmen 
who ... envisioned a tremendous 
wave of prosperity sweeping them 
up and depositing them on some 
lush, tropical shore populated by 
people with bulging wallets and 
not-too-persnickety buying habits,” 
he said. 

“Let me tell you something be- 
fore you cut yourself a piece of 
that sizzling sixties steak. 

“Customers are not going to 
break down your doors, or ours... 
We still have to go out and bring 
’em back alive, through good sell- 
ing practices,” 

New products will vie for a share 
of the dollar, Staley said, predicting 
that half of the goods and services 
to be merchandised by the late ’60s 
are not even in the minds of re- 
search and development people, 

The salesman can go only so far, 
though, Staley said. 

“The man who designs the prod- 
uct, the man who builds it and the 
man who distributes—each must do 

is share,” he said. 

Staley told how Chevrolet has 
established an Owner Relations 
Department in an effort “to make 
the cause of selling Chevrolets 
more secure.” 

The department’s role, he said, 
is not to hunt new customers but to 

seek out dissatisfied old ones, Al- 
though the department is still in its 
infancy, Staley said, it has already 


Mallon, Hughes 
Head NADA Units 


WASHINGTON. — William L. 

allon and Roland Hughes are 
chairmen of NADA’s policy and 
bylaws and public relations com- 
mittees, respectively, 

Members of the policy and by- 
laws group are Dean C. Chaffin, 





/vice-chairman; Paul R, Lauritzen, 







A. Leftwich Sinclair and Stephen 
S. Simmerman. 
Members of the public relations 
ommittee are William Frame, 
ce-chairman; Harry D. Evans, 
ohn R. Fader, James M. O’Mara, 
pean’ J. Steib and John E, Con- 
ey. 
James C, Moore is a member of 
the investment committee, 


learned that loyalty of owners can 
be undermined by minor and trivial 
incidents which have nothing to do 
with the product itself. 

“We found a woman who decided 
her next car would NOT be a Chev- 
rolet because a cashier refused to 
honor her check for a service job,” 
Staley said. “She had been a loyal 
repeat buyer for 30 years.” 

He said they had found other 
Chevrolet owners who were going 
to switch makes or dealers because 
nobody had explained the opera- 
tion of the automatic shift lever, 
because a service manager failed to 
review items on a bill, because a 
telephone operator mispronounced 
a name. 

There are three types of dissat- 
isfied owners, Staley said, One is 
the kind who writes or phones 
only occasionally and is sincere 
in his belief he has an honest 
gripe. Chevrolet attempts to 
make amends in these cases, he 
said. 

A second type is the constant 
critic, and with these Chevrolet 
tries to be patient. 

The third type, Staley said, is a 
definite worry, because this is the 
dissatisfied customer who feels he 
has been unfairly treated, but who 
lodges no complaint. 

“He merely shakes his head and 
to his friends says of the product, 
‘Never again,’ and stays away from 
our establishment. It might be his 
treatment rather than the product 
which cost us a repeat buyer. 

“He’s the one who can kill you 
in the competitive scramble ahead.” 

Staley said the “driving purpose” 
of the Owner Relations Department 
is to adopt the viewpoint that “a 
satisfied owner is our Most precious 

asset and should be treated that 
way always—every step of the way 
through the process of buying and 
owning our merchandise—not just 
when he is again in the market.” 

a * * 


Chevy Meets Its Owners 


At 2 Eastern Parleys 


DETROIT. — Chevrolet came 
face-to-face with the owners of its 
products last week. The company 
selected groups of Chevrolet own- 
ers at random in Baltimore and 
New York and asked them in for 
a conference. 

Wholesale offices in the two 
cities were instructed to pick 
blind from auto registration lists 
the names of Chevrolet owners, 
phone them and invite them to 
lunch with a company official 
from Detroit. 

No effort was made to determine 
whether or not the owners were 
friendly toward Chevrolet. The only 
qualification was that they owned 
a Chevrolet. Model vintage was not 
considered. Where an acceptance 
was received, a follow-up letter 
confirmed the invitation. 

Mack Worden, head of Chevy’s 
owner relations department, insti- 
tuted last fall, went to Baltimore. 
Bill McGuire, his assistant, took 
the New York assignment. 

Comments at the meetings were 
recorded on tape. They will be 
placed in a library with other taped 
interviews from future owner meet- 
ings. Chevrolet will analyze the 
tapes to determine the good and 
bad points in its services and its 
products. 











ing for the tow truck or wrecker | 
increased sharply last year, ac- 
counting for over 11 percent of 
emergency calls as contrasted 
with less than 10 percent in 1958. 
Indicated distress calls from mo- 
torists stuck in mud and snow | 
remained about the same—slight- 
ly over 3,000,000, 

Starter and carburetor troubles 
each produced about the same 
number of calls as the previous| 
year, but there was some indica-| 
tion that motorists were less for- 
getful and careless than usual, 
AAA said. For example, calls from | 
drivers who either lost or forgot 
their car keys dropped substanti- 
ally. Motorists out of gas increased 
somewhat last year as did those 
with gas line trouble, Brake and 
light calls both dropped last year. 

The following list shows the 
number and percentage of each 
major motoring problem as pro- 
jected from calls received from 
AAA contract garages to total car 
registrations: 








Type Service 1959 1958 
Battery and 

Electrical ..15,532,000 13,351,000 
12,421,000 12,758,000 
Ignition .......... 8,884,000 8,367,000 
Tow or 

Wrecker .... 6,925,000 6,026,000 
gee REE 3,129,000 3,032,000 
Starter ............ 2,779,000 2,589,000 
Carburetor .... 2,144,000 2,196,000 
Out of Gas .... 1,941,000 1,827,000 
Gas Line ........ 1,830,000 1,646,000 
Lock and Key 912,000 974,000 
ee 776,000 1,264,000 
Light. ............. 641,000 665,000 
All others ...... 3,697,000 5,802,000 
MONEE loiiaarecsacsees 61,611,000 60,497,000 

= a 

Obituaries 





Samuel I. Schlenker 
HAMBURG, Pa.—Samuel I. Schlenker, 55, 
treasurer of Schlenker Motors, Inc. here, 
died March 20 in the Reading Hospital 
after a heart attack. 
* * * 


Andrew A. (Bert) Murphy 

OMAHA.—Andrew A. (Bert) Murphy, 
85, a pioneer auto dealer, died here March 
17. Mr. Murphy was a blacksmith who 
joined his father in Andrew Murphy & Son 
in 1906 to build wagon and truck bodies. 
The firm first sold autos in 1909 with a De- 
troit Electric franchise. It became a Dodge 
distributor briefly in 1914 and a Chrysler 
distributor in 1924, an association which 
lasted until 1956. The firm was then an 
Oldsmobile dealership for two years before 
withdrawing from the new-car business. 
Mr. Murphy was president of the firm for 
20 years and was chairman after 1949. He 
was a friend of the late Father Flanagan 
of Boys Town and served on that institu- | 
tion’s board. 

* * * 


James N. Finkle 

ROCHESTER, N. Y.—James N. Finkle, 
70, auto salesman and service manager for 
44 years, died March 18. He was service 
manager at Hoselton Chevrolet, Inc., from 
1932 to 1955 and held the same post at 
Thomas J, Northway Reo from 1916 to 
1932. 

* * * 


H. Wilson Graff 
SPRINGFIELD, Ill.—H. Wilson Graff, 
55, a Rambler dealer and a former Pontiac 
dealer, died here March 21. He had been 
hospitalized since last November. 
* * * 


William J. Goddard 
KANSAS CITY.—William J. Goddard, 
66, an auto dealer for 37 years, died here 
March 19 of a heart attack. He was with 
Land-Goddard Chevrolet Co. for 15 years 
until he formed Bill Goddard Chevrolet in 
1950. For the past two years, he had been 

president of Bill Goddard Motors. 


- - Classified Want Ads - - 





HELP WANTED 


SALES MANAGER (FORD)—We are look- 
ing for a proven sales manager or one 
who thinks he is qualified to prove him- 
self for a 350 car metropolitan Chicago 
dealership, Must be able to hire and 
train salesmen to sell at a profit, Sal- 
ary plus bonus, Mail complete resume 
and picture in first letter. All replies 
held strictly confidential, Box 1313, c/o 
Automotive News, Detroit 7. 


DESIRE PARTS MANAGER for one of 
southern California’s largest Ford agen- 
cies. This is an excellent opportunity for 
obtaining a large income. Excellent fringe 
benefits and working conditions. Please 
reply Box 1304, c/o Automotive News, 
Detroit 7. 


NEED SALES REPRESENTATIVE to call 
on truck dealers, We are a manufacturer 
and have recently introduced the latest 
plan of merchandising to truck dealers. 
Have opening in several states, Liberal 
commission, Please mail complete resume 
in your first letter. All replies held strict- 
ly confidential Write: The Loadmor 
Company, Box 125, Sioux City, Iowa. 


HELP WANTED 





WANTED 


Regional Fleet Manager 
Southern United States 


Must have successful Fleet Sales 
experience with other major 
domestic motor vehicle manu- 
facturer. Position requires self 
starting ability, ability to make 
decisions, good retail back- 
ground and desire to work. 





Send complete resume to: 


Studebaker-Packard Corp. 
Salaried Personnel Dept. 
635 South Main St. 
South Bend 27, Indiana 


Qualified applicants will be 
contacted. 


SHOP FOREMAN—We are in need of man 
capable of handling shop working thirty 
to thirty-five employes. Must have con- 
siderable managerial, detail and me- 
chanical experience. Contact: Jim Bald- 
win, c/o Henderson Dodge-Chrysler, Inc., 
Tampa, Florida. 


ACCOUNTANT—-Experienced—M ust have 
thorough knowledge GM accounting, City 
30,000, southern Ohio, Box 1312, c/o 
Automotive News, Detroit 7. 





SERVICE MANAGER 


Excellent opportunity for service 
engineer in Detroit area. Duties 
include supervision of field service 
force and coordination of field 
service problems with sales, manu- 
facturing and engineering. Auto- 
motive truck experience necessary. 
Replies Box 1324, c/o Automotive 
News, Detroit 7. 











HELP WANTED 


GENTLEMAN—Experienced in all phases 
of auto business needed to fill position of 
general manager in auto dealership in 
midwestern city, Some experience in im- 
ported field desirable, Salary will be com- 
mensurate with the position and respons- 
bilities. Please send full background pic- 
ture, Confidential?—-Of course. Box 1311, 
c/o Automotive News, Detroit 7. 

AUTOMOBILE ACCOUNTANT: Western 
Michigan area dealer desires experienced 
accountant, prefer GM background but 
not necessary, Dependable, steady em- 
ployment, Present man is leaving after 
13 years with us to enter other fields. 
Reply in own handwriting stating expe- 
rience, job history and salary needs for 
a 5% day work week, Box 1314, c/o 
Automotive News, Detroit 7. 

TWO SALES MANAGERS needed for a 
high profit organization, We have four 
going operations and urgently need top 
closers for immediate placement in our 
rapidly expanding Ford, Mercury, Ram- 
bler, Renault and Peugeot chain, Com- 
pensation depends on your ability, Can 
easily make $10,000 to $20,000, Contact: 
J. Riccardi or E, Woodworth at Clyde, 
Ohio—6-8581. 

WANT EXPERIENCED SALES MAN- 
AGER for volume General Motors deal- 
ership located in metropolitan Denver, 
Colorado. A challenging opportunity for 
a man with a proven sales manager pro- 
ducing record. Good salary and profit 
sharing plan, limited only by your ca- 
pability. Only deeply interested, experi- 
enced sales managers reply with com- 
plete qualifications: Age, education, ex- 
perience, references, a recent photo- 
graph. Replies handled in strictest con- 
fidence. Material returned. Box 1264, c/o 
Automotive News, Detroit 7. 

$30 DAY AVERAGE EARNINGS—taking 
orders only. Newest automobile neces- 
sity. Simple, easy, no investment, Box 
185, Cambridge, Ohio. 


>< _ aie 
Regional 
Sales Manager 


Due to expanding sales, one of 
the leading Car Importers has im- 
mediate opening for Regional 
Sales Manager. Applicants must 
have thorough knowledge of dis- 
tributor/dealer organization and 
be capable of conducting aggres- 
sive sales campaign. 

All replies will be tregted with 
confidence and must contain all 
particulars. Starting salary 
$12,000 a year if fully qualified. 
Box 1323, c/o Automotive News, 
Detroit 7. 














HELP WANTE 


Service Manager 


Expert. Assume full responsibility. ME degree preferred. Handle service 
parts and all functions for leading Foreign Car Importer-Distributor. 


Please reply in confidence. 





Field Representative 


Dynamic Automotive Sales Field Representatives to travel Midwest and 
Eastern U. S., representing Foreign Car line for Importer-Distributor. 
Must have proven successful record. Excellent salary plus incentives 
plus fringe benefits. Please reply in confidence with full detailed resume. 


Business Manager, Accountant 


Outstanding opportunity with a Foreign Car Importer-Distributor. We are 
seeking a man to assume full responsibility for the Business Management 
and Accounting functions. Must have thorough working knowledge of 
advanced accounting and internal control techniques. “Big 3°’ dealer- 
ship experience preferred. Location, New York City. Salary open. Please 
submit resume stating education, work background, etc. All replies in 
confidence. 


Box 1335, c/o Automotive News, Detroit 7. 


HELP WANTED 


Business Manager/Accountant 


Outstanding Opportunity In A New Automobile 
Dealership Being Formed 


We are seeking a man to assume full responsibility for the busi- 
ness management and accounting functions. Must have thorough 
working knowledge of advanced accounting and internal control 
techniques. Ford or General Motors dealership experience pre- 
ferred. Willing to relocate. Salary open. Please submit resume 
stating age, education, work background, including an outline 
of duties performed and/or supervised. All replies in confidence. 


Box 1300, c/o Automotive News, Detroit 7. 
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HELP WANTED 


EXPERIENCED OPEN POINT MEN, age 
30-45 years. Need ten or more. Excellent 
salary, expenses. References required. In- 
quire: Umbaugh Aircraft Corporation, 
Hagerstown, Maryland, Phone: REgent 
3-3600, Ext. 2124, Mr. George Joubin, 
Phone or write immediately. 


Business Management 
and 
Uniform Accounting 
Consultants 


These positions will entail: Con- 
sulting with Cessna dealers on 
accounting and dealer man- 
agement. 


These positions require: 
(1) College degree in account- 


ing and marketing or equiv- 
alent in experience. 


Two to four years’ experi- 
ence in all phases of retail 
or wholesale accounting. 
Automotive retail and 
wholesale background 
would be very helpful. 


Willing to learn how to fly. 


These positions will travel 
out of and headquarter in 
Wichita, Kansas. 


CESSNA AIRCRAFT 
COMPANY 


The World's Largest Producers of 
Executive Aircraft. 


(2) 


(3) 
(4) 





USED CAR INVENTORIES 
TOO HIGH? 


Dispose of your surplus at auctions 
listed on Page 40. 





CONTROLLER - BUSINESS MANAGER. 
General Motors and Ford experience, ca- 
pable of handling largest of dealerships 
either as controller or general manager. 
Would be interested in part ownership. 


College education, married, own home 
located in Detroit. Presently employed in 
a very large dealership. Interested in 
Detroit area only. Box 1266, c/o Auto- 
motive News, Detroit 7. 


CARS, TRUCKS DELIVERED, ANY- 
WHERE. Buses, ambulance, rubbish, etc. 
Tow-bar, 3-way. Write: Northern, 6381 
Ellsworth, Detroit, Michigan. 


GENERAL OR general sales manager, 
fully qualified auto executive now operat- 
ing a large Chevrolet agency wants to 
relocate. If you need a strong manager 
who is interested in making money and 
has no room for non-productive people, 
I would like to talk to you. Prefer deal- 
ership over 500 new per year with no 
trucks and a used car potential of 1,000 
units per year. Box 1287, c/o Automo- 
tive News, Detroit 7. 


ADMINISTRATIVE — Management experi- 
ence with U. 8. automobile company 
Detroit and Europe, Background includes 
dealer and customer relations, warranty, 
office administration; particularly inter- 
ested in car rental and leasing. Invest- 
ment considered, College graduate, 30, 
references. Resume on request to Box 
1315, c/o Automotive News, Detroit 7. 


OR GENERAL MANAGER—Ten 
years’ sales and management experience 
in 800 unit Chevrolet dealership. Desire 
south or west. Age 40, family man, edu- 
cated, sound businessman, honest, Best 
of references from present employer and 
others. Box 1316, c/o Automotive News, 














POSITION WANTED 


MANAGER, 40, 15 years’ experience, fac- 
tory approved—wants good job in 
smaller Ford or Chevrolet dealership 
with buy-in privilege, Excellent sales 
capabilities, but know every phase to 
take complete charge if desired, Mar- 
ried, completely reliable, highest refer- 
ences, Minimum $12,000 year, Box 1317, 
c/o Automotive News, Detroit 7. 


GENERAL SALES MANAGER wants to 
work for large volume dealer, If you are 
plagued with low gross profit, high in- 
ventories, excessive reconditioning costs, 
in general, if you need a fully qualified 
man who will organize to cut costs and 
increase gross profit along with sales, I 
would like to talk with you, My reputa- 
tion and ability will meet your require- 
ments, Box 1318, c/o Automotive News, 
Detroit 7. 


GENERAL MANAGER or SALES MAN- 





AGER-—33 years old, married, two chil- 
dren, two years University, graduate 
Ford Merchandising School, Twelve 


years’ experience in all phases of dealer- 
ship operation with both Ford and Gen- 
eral Motors products. Capable of re- 
sponsibilities, well trained and qualified. 
Resume and references furnished. Prefer 
southwest. Box 1319, c/o Automotive 
News, Detroit 7. 


EXPERIENCED GENERAL MANAGER, 
16 years’ automotive sales, educated, 
married, 35, three children, desires to 
locate Arizona, Nevada, California. Hire, 
train, supervise large aggressive sales 
force. Sound business methods, control 
expense, GM or Ford. Reply Box 1326, 
c/o Automotive News, Detroit 7. 


SERVICE MANAGER or related position— 
10 years’ successful management experi- 
ence with leading Florida GM dealer. 
Graduate GM Tech. Will invest substan- 
tial capital on buy-in basis in dealership 
with a future. Box 1327, c/o Automotive 
News, Detroit 7. 


GENERAL MANAGER—Mr, Dealer, are 
you looking for a qualified, bondable 
manager who can assume full operational 
responsibilities and run a quality dealer- 
ship to make money? I am conscientious 
and sincere with a valued reputation for 
character and ability to get the job done. 
Box 1334, c/o Automotive News, De- 
troit 7. 


GENERAL SALES MANAGER available 
for a large volume dealer in the 3,000 
to 4,000 new and used cars a year poten- 
tial. Fully qualified to assume full re- 
sponsibility from building a large, hard- 
hitting sales team to handling advertis- 
ing and supervising reconditioning. My 
reputation will meet your requirements. 
Box 1330, c/o Automotive News, De- 
troit 7. 


POSITION AS GENERAL MANAGER of 
car dealership, Have had 25 years’ ex- 
perience as vice-president and general 
manager of Chevrolet dealership, and am 
thoroughly familiar with all phases of 
the business, Aggressive, hard working 
and ready to do a top job. A-1 refer- 
ences, Box 1331, c/o Automotive News, 
Detroit 7. 


DEALERSHIPS AVAILABLE 


WELL ESTABLISHED handling Buick, 
Opel, Pontiac and GMC truck, dealer 
retiring because of age. Has had wonder- 
ful success over fifteen years. Will sell 
as inventory or lump, sell or lease build- 
ing. Box 1269, c/o Automotive News, 
Detroit 7. 


DEEP SOUTH, deal handling Ford in rap- 
idly expanding rural area, Parts and 
modern equipment with replacement 
value of $50,000 can be bought for 
$20,000. Have excellent organization, Box 
1288, c/o Automotive News, Detroit 7. 


WELL ESTABLISHED DEALERSHIP — 
Only dealer handling DeSoto, Plymouth, 
Valiant in 500-600 new car planning po- 
tential market, Modern facilities avail- 
able either by purchase or lease. Sunny 
California—principals only—must be able 
to acquire factory approval. Box 1292, 
c/o Automotive News, Detroit 7. 


FRANCHISE HANDLING CHEVROLET- 
Oldsmobile-Buick. Average sales past ten 
years 250 new cars. No Blue Sky, The 
west’s finest climate—Dude ranch capi- 
tal of the U. 8S. A. Must have factory 
approval. Call MUtual 4-5436 or write 
P. O. Box 848, Wickenburg, Arizona. 


IMPORTED CAR AGENCY — Franchised 
for Rootes Group and Borgward lines. 
Sunny Southern California suburb, 20 
miles from Los Angeles, Excellent loca- 
tion, long lease, operating at a profit. 
Sell inventory only—-$10,000 cash will 
handle, Box 1320, c/o Automotive News, 
Detroit 7. 


ATTENTION PARENTS! Do you have 
confidence in, your son or yourself? If 
so, put him‘in a profitable automobile 
dealership—now going business handling 
Chrysler-Plymouth and Renault-Peugeot 
cars in volume. No used cars or receiv- 
ables to buy, $25,000 full price for all 
parts, office equipment and modern shop; 
Plus body and paint shop, Low rent for 
this beautiful, fine, profitable dealership 
with option to buy, Ample space, being 
located out of town on one of the busiest 
highways today, two hours away from 
New York City, Have other interests 
reason for selling. For further informa- 
tion write Box 1321, c/o Automotive 
News, Detroit 7. 


DEALERSHIP, FORT LAUDERDALE, 
FLORIDA, handling car lines of leading 
manufacturer, Well established, profit- 
able with high service absorption, Ex- 
cellent facilities with excellent location. 
Will require approximately $250,000. 
Contact owner through Box 1322, c/o 
Automotive News, Detroit 7. 

















DEALERSHIPS AVAILABLE 


ESTABLISHED DEALERSHIP handling 
Pontiac and Rambler, midwest city 10,- 
000, Excellent farm area. Finest sales and 
service building in city. Terms. Write 
Broker, Box 1255, c/o Automotive News 
Detroit 7. 

HANDLING FORD—Town of 20,000, 
central area, Low rent, over 100% 
ice absorption, High profit—not big vol- 
ume. Will return price in two years 
Family health requires move. No reply 
unless you have cash plus factory ap- 
proval, please, Box 1328, c/o Automotive 
News, Detroit 7. 


DEALERSHIP HANDLING FORD—Loca- 
tion southeast town three thousand pop- 
ulation. Excellent opportunity. Reason 
for selling other business interests. Box 
1329, c/o Automotive News, Detroit 7. 


MONTANA AGENCY HANDLING FORD 
good profit record for twenty years, 300 
car potential, modern facilities. Immedi- 
ate sale or buy-out. Box 1268, c/o Auto- 
motive News, Detroit 7. 


WELL ESTABLISHED DEALERSHIP 
handling Oldsmobile, located in western 
New York, Excellent suburban location 
Profitable operation (150-200 new units 
per year), low overhead, Dealer leaving 
state. $27,000 will handle. Box 1332 
c/o Automotive News, Detroit 7. 


SUNNY SOUTHERN CALIFORNIA, deal- 
ership franchise for Volvo-Hillman-Sun- 
beam, located in excellent, established 
and fast growing area near ocean, All 
new facilities. Net over $30,000 last year 
Owner selling on account of health 
Priced at $34,000. Box 1296, c/o Auto- 
motive News, Detroit 7. 

deal- 


SOUTHERN CALIFORNIA—Import 
ership handling Fiat, Volvo, Alfa Romeo 
and Moretti, suburban San Diego. Excel- 
lent facilities for new cars, used cars 
and service, Will sell all shop equipment, 
tools, office equipment and leases. Ready 
to move in. No blue sky. Illness forces 
sale. Contact: H.G.D., 444 West Main, 
El Cajon, California. 

TEXAS—Handling Ford, 150 car agency in 
central Texas offered at inventory—ap- 
proximately $30,000 to qualified buyer. 
Excellent leased facilities. Suite 210, Vil- 
lage Hotel, Eastland, Texas. 

DEALERSHIP WANTED 

QUALIFIED FOR GM or Ford franchise— 
Northern New Jersey, 400 or more new 
cars yearly only. Unlimited cash. Edward 
Burns, 990 Broad Street, 
Jersey. 

GM, FORD, RAMBLER agency in mid- 
west. Pay your price for good deal, es- 
pecially Cadillac dual, Factory approved. 
Confidential, Box 1303, 
News, Detroit 7. 

FORD OR CHEVROLET franchise wanted 
New York state or east coast. J. Rotella, 








south 
serv- 














Newark, New 





c/o Automotive 








Camillus, New York. 
CHEVROLET—100-150 dealership, would 
consider Buick-Chevrolet dual. Pay top 


price for good location. Factory approval. 
Confidential, Box 1333, c/o Automotive 
News, Detroit 7. 


DISTRIBUTORS WANTED 


DISTRIBUTORS 
WANTED 


Excellent territories still avail- 
able new imported car full line 
passenger and commercial ve- 


hicles. Unusually fine opportunity 
for qualified distributors. 


Milt Frumkin Imports 
U. S. Distributors 
2360 Alvarado St. San Leandro, Calif. 





Manufacturer of nationally 
advertised line of premium 
constructed outboard and in- 
board boats needs distribu- 
tors in numerous areas. 


Hundreds of recent inquiries should result in 
some early spring sales. Best discount in the 
boating industry with ample margin for deal- 
er appointments. Floor plan available 
through national credit organization. Prefer- 
ence will be given to automotive men sin- 
cerely interested in setting up a boating 
business which necessarily will require selling 
and servicing other products such as: Motors, 
boat trailers, etc. Write: 


ADVERTISING AGENCY 


P. O. Box 718 
Deerfield Beach, Florida 





IDEAS 


H B over a over 
again in dealer advertising but my columnist 
type ads are different. They enjoy volume of 
readershi veomes ony by feature writers, yet 

mo se ng job for all depart- 
ments. ‘though in sive, dealers report 
wonderful ts, of dealers renew for 
service each year—p unusual value. 
Exclusive rights may still be available to you. 
Write: Edward Fiske 2 Depot Plaza, 
White Plains, -N. Y. 




























































































Dealer franchises available in 
Colorado, Kansas, Nebraska, 
South Dakota, North Dakota and 
Wyoming, including some met- 
ropolitan areas. 
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Box 1325, c/o Automotive News, 
Detroit 7. 











NEW LINES WANTED DEALER SERVICES 
WANTED FROM MANUFACTURERS — ; 
Repeat order products that will sell by | == 
direct mail. We are ouere ” = 
into 40,000 new car dealerships in the 
United States, Canada, Alaska and Ha- HAVE CREW, WILL TRAVEL! 
waii. Box 1271, c/o Automotive News, trained 
; Detroit 7. Specially ALLIED men give you., , \ 
@ Certified physical inventories of part, 
f accessories and equipment. 
io @ Model year reports for obsolescencs 
and return parts plan. 
@ Bin space for new model parts. 
@ Reports for dealer terminations, 
: @ Certified reports for tax, insurance and 
| : bank. 
: figs s The Service That Counts 
ng ALLIED INVENTORY CO., INC, 
te «| 7508 So. Cornell Ave. Chicago 49, Illinois 
4 TEL.—NOrmal 7-0065 
$50.00 REWARD—1957 Plymouth 4-door CARS FOR SALE 
wagon W/Blue/W, Serial No. 16144432, 
° California license No. TAA312 (may have 
F California license No. CNWS831 or other * 
’| stolen plates now). Believed in north- AVIS OF TEXAS wil 
— western states, last seen in Longview, 
Washington. Driver may = —_ — 1958-59 Chevrolets, Fords 
jangerous. Call collect: oscoe otors, 
2295 Long Beach Bivd., Long Beach, and Ramblers ” 
-| California, GArfield 7-0224. Best Cars—Lowest Prices 
cesses asians dtncaint DON HOUSEWRIGHT 
DEALER SERVICES Dallas RI 8-701] 
——_————————— Equi 
MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 
* Worldwide financing and refinancing up 
to 36 months . . . for officers and non- VOLKSWAGENS 
coms of pay grades E5 and above... 
3 8 Capen, Servenany Sie. Equipped with leatherette interiors, tool 
* i may be taken overseas without re-| 9, ; + s, mileage speedometers, heaters, 
re ASI windshields, turn signals, bumper 
Military Acceptance Corp. rails, outside mirrors, wired for sealed 
Dept. D, P. O. Box 2166, 800 Broadway beams. 
San Antonio, Texas—CApitol 5-6756 
DIRECT SHIPMENT TO 
ANY U. S. A. PORT 
1960 Auto Costs! i sea aa ae 
Discover how much your competitors’ cars 
really cost. The book, “AUTO COSTS," gives|§ Our prices will be quoted to you in- 
you the factory invoice prices of all 1960) H cluding cost, freight, insurance, customs 
American cars, 25 foreign cars, 4 American : ’ 
trucks, and all their equipment. Used by duty and excise taxes paid. 
dealers and banks nationwide, Order your 
'60 edition today for only $l0—three year For Best Prices and Details 
subscription $18 (including all supplements). Write, wire, phone 
AUTO COSTS, Spencer eo Company, 
Liberty, U. N. COMMERCIAL CORP. 
277 Clinton Ave. Newark, New Jersey 
ESsex 1-2880 
TWO ESSENTIAL SERVICES 
Parts, accessories and similar goods. 
APPRAISAL SERVICE USED TAXICAB SALE 
Furniture—Equipment—Machiner y—Tools 1959 CHEVROLETS, FORDS, PLYMOUTHS 
For Buy/Sell Agreements, Annual Fiscal 1958 FORDS AND PLYMOUTHS 
Reports, Tax, Banking and Insurance Standards and automatic. Prices start at 
Write for free 
“Hidden Earning Power” booklet. All cars in A-1 condition. Call-write-wire 
AUTOMOTIVE INVENTORY & APPRAISAL CO. EMKAY MOTORS 
10040 Freeland Ave. Detroit 27, Michigan 1046 Bedford Ave., A, 5. N. Y. 
WeEbster 3-6445 M. Karlin 7-0651 
AUTO CLOCKS REPAIRED 
oe AVIS OF TEXAS 
ELECTRO-MAG CO. Cadillac Limousines 
23419 Harper Ave., Y : 
St. Clair Shores, Mich. Clean—Fully Equipped—Low Mileage 
Flat Rate—$3.00 each Don Housewright 
We Pay Return Postage Dallas RI 8-701! 
DEALERSHIPS AVAILABLE — 
3 
Franchises Available 





AUTOMOTIVE NEWS, MARCH 28, 1960 aia 


CARS FOR SALE SHOP EQUIPMENT WANTED MISCELLANEOUS 
WANTED: Used Assort-O-Post Inventory 






| 





CARS FOR SALE CARS FOR SALE 
1960 OLDSMOBILES for fleet purposes, 



















































= = tom a aa ie ote aaa eae Control for Ford and Mercury dealer- 
= 1960 Toe. teh Marts venue, Risabetn New || AM Makes & Years Used — || ip, w.to-nte sytem cay. Batley Ford EW 
. EL 4-1050. <csnnsnsnheclelauladaiiabals att dieseaitactaae chatiigigs nisi 
EL! Scere Imported & Sports Cars SHOP EQUIPMENT FOR SALE The and 
om CDOD De Vilbi booth—dismantled 
=, | VOLKSWAGENS LOWEST DOD De, abies spray, best darantie 
nce Immediate Delivery 1cO 7 WHOLESALE inal cost over’ $6,000. Priced to seil, Box 
America’s Largest 1958- 59- 60 PRICES 1278, c/o Automotive News, Detroit 7. 
: TS || BLUE ® CHIP 
© USED, SE URSEL 
~. | TOD-0.CAR, INC. VOLKSWAGENS ||| write. wire, cou vinnie Furio || PNY arcana tor pete ana 
ALL AMERICANIZED CREST USED CARS, INC. || Sit. sitintittp? watetc|| F OW-PILOT 
Hand 1911 Jerome A CY 9-9111 mode ohn an front en machine. 
415 HAINES STREET, PHILADELPHIA 26, PA. NEW — USED Bronx, New York (177th St.) ee eee Seeman, 8s Reis WITH LUBRICATED 
ols inten cae pl 2 from yi nen ng AUTOMATIC BRAKE 
CLANTON’S AUTO AUCTION FOR SALE & BRAKE CABLE 
— eo ee Saw $900 to $1 ,375 BEAR WHEEL ALIGNMENT AND LEADS IN SALES... 
nal WE NEED FOR RETAIL FRAMISED MACHINE.” VALUE AND 
— 1954- 55- 56- 57- 58 Delivered by the Oldest BUY IN MIAMI Complete with all necessary attachments. PERFORMANCE 
—_ VOLKSWAGENS Exporters of European Cars $995.00. Original Cost $3,500.00. 
Will Pay Top $— Any Quantity — Anywhere 1959 and 1960 Models GLEN BURDICK RAMBLER, INC. Dealers’ List Price.........+-. $69.80 
Call Tom Mortimer Also MERCEDES - OPELS North Syracuse, N. Y. Dealers’ Special Discount 25%. 17.45 
Waverly 7-3500, Philadelphia RAMBLERS @ CORVAIRS @ FALCONS ; 
MGS - BENTLEYS - ROLLS- FORDS © CHEVROLETS @ BUICKS Dealers’ Net gp ee sens 
lus 2 L t . $52. 
ROYCE - CLASSIC CARS PONTIACS @ CADILLACS PRESSURE!! Pi" vedorel Euclee Tox ‘lncloded 
in the tires is important. 
aH New, Undelivered RUDI ARONS International || 4 od tops and Convertibles, Low | 1, cerman DRAEGER is dead accurate, a e 
VOLKSWAGEN AMBULANCE Agencies GmbH. Mileage, Clean Cars. Delivery ar- = nag ae eye Sa Wr _—_ THE FAMOUS 
Equipped = —, and flasher, two stretch- Neue Rabenstr. 32 ranged. ee a, ' salad M oO T oO - M A T i ¢ 
Spot Nght, ‘back light, ‘pull hooks. $3,100.00; HAMBURG, GERMANY Morse Auto Rentals, Inc. eee || TOW . GUIDE 
Call Glens Falls, New York 2-7680 . ’ , Florida 
ee ee isan ais cadanets ee a With Universal Swivel 
= Used Parts Bins Action 
$45.00 each with dividers. Four Clamp Hook-Up 





hard to get parts? Automotive News’ 
ONE WASHMOBILE—$200. 


Te erisieininsciaeeeaoes eRe eae: 
Lew Wilson Buick Co. 


CARS FOR SALE 1960’ 
s 1605 Washington Ave. Houston, Texas 


Dealers! Here’s how to sell the “I-don’t-like-the-color” prospects— Most makes and models — CA 7-1111 
mileage on most below 4,500. 


. D PARTS WANTED 
* 1 959’ WANTED—CHRYSLER product power 
° s steering pumps to be rebuilt. 1955 to 


1960 models. Any quantity. Wallace L. 


M Limited number of following: Buck Co., Inc., 1829 Randolph St., Los 
WEN Cadillac Sedan de Ville and _Angeles 1, California, 
PARTS FOR SALE 


Dealers’ List Price............ $59.80 
Dealers’ Special Discount 25%. 14.95 













Dealers’ Net with 4 Standard 


plus 2 Large Adapter Clamps. $44.85 
Federal Excise Tax Included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 





















convertibles, Olds Super 88, 


Holiday hardtop with air, eae re a rice $14.00 BATTLE CREEK 9, MICH. 
per hundred; ul .00 per hundred; 
Ford convertible and wagons. 57 bulb $5.50 per hundred—packed 10 ine ae aS 7 Depts 
7 to box. Postage prepaid. Acme Sales Co., “Leaders in the Industry 
Rambler Super 4-door sedan, Box 949, Camden 5, New Jersey. Since 1939" 
Renault Dauphine Sedan, CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, Canadian Distributors 
& Olin's U. Drive eet Nee Gee ie, ee 
LLOYD PARTS—complete stock. Prompt ve s ad s 
2830 N. E. and Av shipment, Greene County Motors, Cat- toomeon St. bg te | Ltd. 
eo 


Miami, Merida skill, New York, Phone: 2000. 













Gene Brett FRanklin 1-6591 Sg ee ee 
LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 





Late-model cars are available to used car 





a eer 








dealers now. A Hertz office near you may PIIS9BS3S9SBSOSSOD | _ Florida. Attention: Jim Hope. 
've been looking for! RE ee eae Seay, ak | Pte eee oh anes ane a tae 
. . fo e ealers cost. ’ ’ . ad 
have the car you've een Looking Freight prepaid on orders of $25.00 or derful plane, but ene “s anne ae 
; — * more. Write for parts list or place your priced—terms available, rite: ° . 
Hertz has Chevrolets, Pontiacs, Fords, VOLKSWAGENS — = aes — through 1956. fo: Puente, | Canes or phone Bob 
= : : y mit! ‘ord Sales, Jefferson City, Mis- ackson, - s 
Oldsmobiles, Plymouths, Buicks, Cadillacs — Finest Quality—Lowest Prices souri. Telephone 6-7155. TEES SSI SUD 
wagons...convertibles—all featuring automatic Immediate Delivery “See OF ele anaad ae ouanaiatt ian Pree aetvery, free cimpee, 1-0 
ba . 3 Try Fuller-White Chevrolet, Tulsa, $250,-| Press, 534 State, Hammond, Indiana. 
transmissions, power steering, radios and Call: NANDO TOSTI 000 inventory perpetually controlled, 
heat ith brak Hamilton 6-9811 NEW. OMSOLETS FORD PARTS, ‘sheat ACCESSORIES FOR SALE 
. vintage, made y rossman uto. 
ca ers...many wi power Fakes + agg pla 65 Street, Arverne #92, 
° ew York. 
Low mileage 1959 models are now available at VALENTINO MOTORS ANTIQUE, CLASSIO CARS FOR SALE New Name Brand 
Hertz offices across the country. 5973 Belair Road, Baltimore 6, Maryland | i915 CHEVROLET-Baby Grand, A-1 con- Custom Auto Radios 
dition and original, 302 S, Court St., 
Medina, Ohio. Phone: PArk 2-1595. Transistor Powered 





1924 CHANDLER 4-door, five-passenger | 1957-60 
sedan. Body and upholstery in mint con- | 1959-60 
dition, four new tires, mechanically per- | 1958-59 
fect, drive it anywhere, Original instruc- | 1957-59 


Volkswa ens tion book and sales literature, Call Mr. | 1957-59 B en zz . 
g Bradley, Bob Eddy Buick Co., 1211/|1957-58 Chevrolet PB . 39.95 





For more information call yourlocal Hertz office 
Mr. I. E. Spatig 











OR @ Hertz Car Leasing Division Bradley, Bob, ‘Bddy Buick Co., 1211 oe 
CONTACT: eg a ee Chicago 4, Ill. 1960 Mo d els i i lila al ian a wanes os eae 
el. = Fast C.0.D. shipments. 
Immediate Delivery — Cars SEE PAGE - HYMIE’S 
FRUOCKS FOR SALE on Hand. Fully American- for the nation's wn for See “ 











(f=) insoles oath If) TOP AUTO AUCTIONS eee 
erette upholstery, double 
bumpers, directional signals, Le a a ee 
all models. 
ROCKY MOUNTAIN 


Wholesale To The Trade 
APRIL 12, 1960—11:00 A.M. 
COLORADO AUTO AUCTION 


4285 South Santa Fe Drive WANTED—ROLLS-ROYCE and BENTLEY 


motor cars—Any year or type—‘‘Largest 

e official retailer in U. 8S. A.’’ Messrs. 

Littleton, Colorado Schaler & Waters, 2000 North Meridian 

St., Indianapolis 2, Indiana, WA 6-1334. 

CADILLAC LIMOUSINES—NEED CLEAN 

. ’56, '57 and ’58s. Franz Ridgway, BEIl- 

Cars (only) Monday, April 11th. mont 4-6611, 2836 N. E. Sandy, Portland 
12, Oregon. 


Trucks & Commercials Tuesday, April 12th. TRUCKS WANTED 

ae R “ a TRUCKS—Need half-ton Ford and Chevro- 

| ocky Mountain Region's Oldest and Largest. ren Plt gt. Fag 

8, Alabama. ‘ 

TRUOKS FOR SALE 

1958 MODEL 525 HOLMES WRECKER, 
dual boom, 12-ton capacity on modern 
heavy-duty service body 1955 Ford F800, 
air brakes, new motor, A-1 condition. 
Priced right. Smith Ford Sales, Inc., 
Jefferson City, Missouri. 


‘New Subscription Order: 


Call or write: 


| 
l 
| 
LAINE MOTORS Send Automotive News to Address Below 
711 Springfield Ave. | U. S., Canada and U. S. Possessions 

Newark, N. J. | One Year $9 [] or Two Years $16 [] 

| 

| 

! 

| 

| 

| 

| 


ESsex 2-9698 4 
ESsex 4-3141 All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 





Greet AIOIE ia os k:0.505 00a bs eaesees Srbesesenapecs ce SOMO MO. cc scees 


ree Sale navin-cee due deen tnaics nseeeauiue 


TRADE CONNECTION: 
Car Dealer () Truck Dealer [] Manufacturer [] 
Jobber [] Insurance [1] Financial [J Supplier [1] 





Dealers Only. 


Make of Car.......... saveweceswanecniinseesecan. Sllesechs cence 
3-28-60 
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PE Det 





* Stainless steel resists corrosion— 


makes it virtually impossible for 
troublesome sludge and carbon de- 
posits to build up. Overcomes oil 
ring plugging—oil pumping. 


* Stainless steel maintains its original, 


built-in tension indefinitely so it de- 
livers better oil control far longer 
than ordinary rings. 


The high number of spring ten- 
sion points assures oil control in 


SLEEVES AND SLEBRVE ASSEMBLIES + * VALVES 


Sealed Power has Sieunless Siaal 


... the very best oil ring metal ever used! 


STAINLESS STEEL OIL RING, U. S. PAT. NO. 2,789,872 


tapered and out-of-round bores. 


Side seals in groove—stops oil go- 
ing around back of ring—no smoking. 


End-abutment design produces 
ring tension independently of con- 
tact with bottom of piston groove— 
eliminates groove depth problems. 

Chrome-plated, factory-seated 
side rails give instant oil control. 
Sealed Power Corporation, Muske- 
gon, Michigan. 


Preferred Performance ! KROMEX 
ed WEF piston rinc sets 


°* * WATER PUMPS + + TAPPETS 











